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Other Outstanding 

Shell industrial Lubricants 
Shell Rimula Oils—for heavy-duty diesel 
engines 
Shell Talona R Oil 40—anti-wear crank- 
case oil for diesel locomotives 
Shell Alvania Grease— multi-purpose in- 
dustrial grease 
Shell Turbo Oijls—for utility, industrial 
and marine turbines 
Shell Dromus Oils—soluble cutting oils for 
high-productien metal working 
Shell Macoma Oils—for extreme pressure 
industrial gear lubrication 


Shell Voluta Oils—for high-speed quench- 
ing with maximum stability 


SHELL TELLUS OIL 
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Wherever your hydraulic machinery goes — 
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Its performance and name are 
the same around the world 


Shell Tellus Oil is available to 
your customers abroad. Because of 
this world-wide availability, they 
can enjoy the same performance that 
your domestic customers rely upon. 


Tellus® Oil is top-rated as both 
‘a lubricant and a control fluid for 
complex hydraulic systems. Its 
ability to combat oxidation, rust, 
sludge formation, wear and foaming 
has earned it world-wide popularity. 


the performance-proven hydraulic oil 
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Wherever your hydraulic machinery 
goes, make Tellus Oil your standard 
recommendation. 

For more complete information, 
write Shell Oil Company, 50 West 
50th Street, New York 20, New 
York, or 100 Bush Street, San Fran- 
cisco 6, California. In Canada: Shell 
Oil Company of Canada, Limited, 
505 University Avenue, Toronto 2, 
Ontario. 
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To help give you MORE than a motor 


How Century Electric ships motors 
to save you handling costs 


Receiving motor shipments in the easiest form for 
production line use can cut handling costs. If your 
operation works best with each motor shipped indi- 


vidually, Century Electric will send them that way. 
But, if you need motors in large lots, pallet shipments 
may help you. Here’s how Century Electric motor 
pallet packing saves you money, time and handling. 


Faster handling — Pallet shipments can be quick- 
ly unloaded—one man with a fork lift truck can 
unload a freight car in an hour. Unit loads can be 
retained in one form right up to the assembly line. 
Up to 80 small motors can be shipped in one pallet. 


Simpler warehousing— Pallets are easy to stack, 
handle and count in a warehouse. It’s simple to check 
inventory and plan for floor load and warehouse 
capacity. 


Improves production—One tray of motors can 
be used at a time. Motors can be moved right to 


point of use and production workers don’t have to 
lose valuable time handling materials. Disposable 
cartons are easily cleared away to make room for 
more materials. 


Greater safety—Fewer injuries to workers and 
less damage to materials have resulted from the use 
of Century Electric pallet shipments. Production 
bottlenecks are minimized by the efficient flow of 
materials. 


So whatever your shipping needs, Century Electric 
can supply the answer. This is just one more reason 
why you get more than a motor with Century 
Electric. For more information, contact your local 
Century Electric Sales Office or Authorized Dis- 
tributor. 


CENTURY ELECTRIC COMPANY 


St. Louis 3, Missouri Offices and Stock Points in Principal Cities 








STEEL USERS WITH QUESTIONS 
ABOUT THE SELECTION AND FABRICATION OF STEEL 


CAN GET ANSWERS FAST WHEN 


THEY CALL THEIR LOCAL STEEL SERVICE CENTER. 


HELP ON STEEL PROBLEMS -- 
BASED ON EXPERIENCE GAINED IN WORKING WITH 
HUNDREDS OF STEEL USERS -- IS JUST ONE OF 


MANY SERVICES OF YOUR LOCAL STEEL SERVICE CENTER. 
WHETHER YOU NEED STEEL -- OR ANSWERS -- 


YOUR STEEL SERVICE CENTER CAN DELIVER! 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 


Bethlehem Pacific Coast Steel Corporation, 
San Francisco 


BETHLEHEM STEEL 
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FAR-REACHING EXTENSION 
FROM LIMITED ACTUATOR SPACE 


THIS COMPACT MULTI- 
EXTENDING b/b SCREW 








EXTENDS HALF-WAY ----- --+ 


TO 2% TIMES ITS RETRACTED LENGTH 


Now Saginaw supplies the answer to your mast difficult 
actuator space problems with the Multi-Extending Saginaw 
Screw! Utilizing Saginaw's time-proved recirculating ball 
principle in multiple telescoping sections, the Multi- 
Extending b/b Screw conquers actuator space obstacles 
designers have been seeking to overcome for years! 
Here’s why: 


J UNIT EXTENDS in a ratio of 2.5 to 1, providing 
maximum extension 22 times the length of the 
retracted screw. 

e- FAR GREATER LOAD CAPACITY than any other 
telescoping device in its class. 

3 FAR MORE PRACTICAL AND TROUBLE-FREE than 


other telescoping units on the market. USED ON THE COUNTRY’S MOST 


4 PRECISE, DEPENDABLE POSITIONING and control MODERN AIRCRAFT— Multi-Extending 
within thousandths of an inch. b/b Screw wing flap actuators being in- 
stalled on the new Lockheed Electra. 
e OVER 90% EFFICIENCY ¢ REQUIRES UP TO 4/5 LESS The Saginaw Multi-Extending Screw is also 
TORQUE than acme screws « LESS DRAIN on power used Re’ yd speed -seper er maperns 
variable air inlets, canopies and similar critica 
supply « CONSERVES SPACE AND WEIGHT e OPERATES conapenenie on todey’s newer elrerah. 
DEPENDABLY cat extreme temperatures e PERFECT 
FUNCTIONING with only initial lubrication 


Send today for the new 1959 en- 
gineering data book on Saginaw 
b/b Screws and Splines...or see 
our section in Sweet's Product 
Design File. 


WORLD’S MOST EFFICIENT ACTUATION DEVICE Gun crow 


SAGINAW STEERING GEAR DIVISION, GENERAL MOTORS CORPORATION e SAGINAW, MICHIGAN 
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“Lighting? We want and 
need the best... 
production depends on it!” 














Planned lighting can improve output. 
onsult with your Graybar man: he is 
ell versed in the best and latest in light- 
g for better production, in plant or office. 
“heaee er, Graybar offers the widest 
lection of lighting equipment* available 
ym any single source! For lighting .. . 
ventilation, motors, controls, power EB L EB C = R I C C O M P A N < I N c. 
istribution equipment. . . call Graybar. 
Vell work with you or your electrical 


ntractor. %6 Goold, 
und G-E lamps, too rechrical 
20 LEXINGTON AVENUE, NEW YORK 17, N. ¥. © OFFICES IN OVER 130 PRINCIPAL CITIES . ‘Gra court 
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he easiest way to make money is by saving money. And savings start when you cut tape application costs with 


ECURITY standard grade gummed tape. There's no secret to SECURITY’s economical performance. We start 
th the finest raw materials, use an exclusive glue formula, maintain rigid quality control through each processing 
and scrutinize every inch of SECURITY with the watchful eye of AccuRay. The SECURITY glue coat- 


ntrolled with micrometric uniformity at the one level where sealing speed and holding power are greatest. 


n a standard grade gummed tape fits your needs, order SECURITY. 


SECURITY > 


CENTRAL PAPER COMPANY - MENASHA, WISCONSIN 
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Pulse of Business 


The Recovery F I 
he cheerful business statistics of the first quarter provide am- 
Is Strong ple proof that the recovery is strong enough now to be carried for- 8® 
ward on its own momentum. 
The outlook for the second quarter, too, confirms earlier indica- 
tions. Government analysts predict that the annual rate of gross 
national product—our broadest measure of overall business activity 
—will be around $475 billion at the end of the second quarter. This 
would be a $22 billion boost in the annual rate from last year. 


Many purchasing agents are concerned, however, that the up- 
surge in buying will fall off sharply after June 30 (see p. 13). They § 
suspect that hedge buying in preparation for a possible strike in 
the steel industry is responsible for a good part of the industrial 
activity. 

Nevertheless, the figures speak for themselves. And here is what 
they say: 
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Record Steel Steel—Production of steel has been running above 90% of ca- 
pacity for many weeks. Last year at this time, the nation’s furnaces 
Production turned out steel at the rate of around 50% of capacity. 28 
Steel production set a new monthly record in March, as 11,- 
567,000 tons of ingots and steel for castings were poured. More 4 
than 30 million tons were produced in the first quarter—the largest 
amount since the first three months of 1957. 
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Automobiles—First quarter sales of autos were 1,323,000 units. 
This was a 24% boost above sales in the similar period of 1958. 

Industry estimates point to the production of 575,000 cars this 
month, over 80% more than April 1958. Only two previous Anrils 
—1955 and 1953—saw more cars turned out of the nation’s auto- 
mobile plants. 











Construction—Construction contracts in the United States set 
an all-time record for February. The $2.3 billion worth of contracts $8 
let in February 1959 was 18% greater than the same month last i® 
year, according to figures released by the F. W. Dodge Corporation. * 


~ INDUSTRIAL PRODUCTION 
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The Industrial Produc- , wt 
tion Index hit 147 in 
March, equaling the all- 139 4 aiad 
time high. The FRB in- A 8 & 
dex has now recovered — Fed. Res. Index '47- 


21 points from its reces- (Adjusted for seasonal variation) 


, ; 125 
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Crane all-iron inside screw 
clamp gate valves have a 
one-piece bonnet with an 
interrupted thread con- 
struction for stem thread 
engagement. This design 
provides a wiping action 
on the stem which prevents 
sticking in heavy or mildly 
corrosive fluid service. 
Sizes: % in. to 4 in. 
Screwed or flanged ends, 


Crane clamp gates end sticking valve problem 


- ++ reduce down time 


This paper mill in the midwest had a problem with 
clamp gate valves that developed sticking stems after 
a short time. These valves were used on ammonia serv- 
ice in a coating mixture operation. They became diffi- 
cult or impossible to operate with the stem extensions. 


Two years ago the mill changed to Crane clamp 
gates. More compact, with shorter face-to-face dimen- 
sions, the Crane valves were easier to install in the 
closely confined area. 


and maintenance costs 


Since these Crane valves were installed, not a single 
case of sticking stems has been reported. (Description 
under the cutaway valve shown tells why.) Naturally, 
down time, maintenance and replacement costs have 
dropped to zero. 


If any valves you are using on process fluids are giv- 
ing trouble, they are cutting into your profits. On such 
problems, you can get help from your local Crane Repre- 
sentative, or write to address below for recommendations. 


CRAN E VALVES & FITTINGS 


PIPE © PLUMBING « 


HEATING « 


AIR CONDITIONING 


Since 1855— Crane Co., General Offices: Chicago 5, Ill.— Branches and Wholesalers Serving All Areas 
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Puise of Business 


The strongest element here was new hous- 
ing, which rose 44%. But even more encour- 
aging was the first upturn in industrial build- 
ing contracts since the recession began. The in- 
crease in this area was 37%. 








Machine Tools—New orders of machine tools 
in February were the highest in a year and a 
half. Volume reached $36,050,000—up 24% 
from the previous month and almost 60% ) on 2S eee pees ae 
above the depressed level of February 1958. ae silivine.: Trpaa ln te 
Shipments also rose to $27,100,000 from $23,- 
400,000 in January. 
Toolbuilders noted an increase in orders 
from purchasing agents for large machine 
tools—those requiring nine, 12, and 18 months 
to build. This could mean that the capital goods 
industry is well on its way out of its two year 
slump. 








Weekly Earnings—Average weekly earnings 

of production workers in manufacturing con- 

tinue to advance. Earnings in March were , . Pen a nad 

$88.62, up from the February figure of $88.00. ) Be ° 
Workers in durable goods industries aver- 

aged $95.99 per week, compared to $78.41 in 

nondurables. Employees in the primary metal 

group—with average earnings of $111.24 

weekly—were the highest paid. 











SHIPMENTS 


Retail Sales—Retail merchants also in- 
creased their sales last month. The adjusted 
volume for March was $17.7 billion, up $100 ae A . 
million from February. (Turn Page) NEW ORDERS Nat'l Machine Too! Builders’ Assn. 


Wkly 185 
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Per COPPERWELD STEEL COMPANY © Aristoloy Steel Division 
4029 Mahoning Avenue «+ WARREN, OHIO 


i} 
| EXPORT: Copperweid Stee! international Co., 225 Broadway, New York 7, N.Y. 
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TRADE 


Dept. of Commerce 


(Adjusted for seasonal variation) 


1959 


In March 1958—just before the upturn be- 
gan—retail sales were over a billion and a half 
dollars lower. As personal incomes have risen 


steadily, sales in the department and specialty 
stores have been advancing correspondingly. 











Credit—Ready availability of consumer 
credit has helped to boost retail sales. Both in- 
s'allment credit and total consumer credit were 
higher in February. 

Instailment credit advanced $300 million 
from January to $33.8 billion, while consumer 
credit rose $500 million ‘to $44.1 billion. New 
automobile paper was a major factor in the 
installment credit growth—with an adjusted 
rise of $173 million. 








Industrial Stock Prices—The boom market in 
industrial stocks shows no sign of any letup. 
Last year at this time, the Dow Jones Indus- 
trial average was around 440. Now it has top- 
ped the 600 mark, with a large volume of 
shares being traded daily. 

Many observers are worried that the stock 
boom may have serious repercussions in the 
future. Even the president of the New York 
Stock Exchange has publicly issued a warning 
to investors to stay away from speculative 
stocks and “hot tips.” 


It looks like we’ll be seeing optimistic figures 
like these throughout the whole year. Unless 
there is a steel strike of considerable length, 
the economy will probably enter 1960 with as 
much bounce and spirit as we've ever seen be- 
fore. 
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Assn. of American Railroads 
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FINANCE | 


CONSUMER CREDIT 


INSTALLMENT CREDIT 


Federal Reserve Board 
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Simple, low cost way 
to unitize bulky loads 


Cost control can be especially important in 
packaging big, light loads for shipment—like 
empty pails. The combination of a low cost 
Power Strap Feeder, adjustable for package 
size, with a Signode air-powered strapping tool 
that quickly tightens the strapping to a pre-set 
tension does the job for Vulcan Containers, 
Bellwood, Illinois. 


Operator puts end of strap 
from dispenser into Power 
Strap Feeder throat above him. 
He controls feed by foot pedal. 
The PSF takes strap behind 
and under package, in seconds 
“hands” him the strap at the 
front of the package. 


This power feeder and tool combination is 
winning new and enthusiastic acceptance in 
nearly every industry. 

It is fast. It saves one man on big packages 
in every case we know of because it eliminates 
a stand-and-wait helper’s job. And it’s simple, 
versatile. Cost: modest—saves enough to pay 
for itself from the start. 


Let a Signode man get you the facts about your application, 


or send for more information from: 


SIGNODE STEEL STRAPPING CO. 


2676 N. Western Avenue, Chicago 47, Illinois 


Offices Coast to Coast. Foreign Subsidiaries and Distributors Worid-Wide 
First in steel strapping in Canada: Canadian Steel Strapping Co., Ltd., Montreal « Toronto 
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The P.A.'’s Outlook 


@ P.A.'s Fear Strike 
In Third Quarter 


@ Confidence Index 
Drops to 105 


@ N.A.P.A. Reports 
Inventory Buildup 


Concern over the effect of 
second quarter buying on third 
quarter sales is causing a slack- 
ening of P.A. enthusiasm over 
the short-term outlook. 

This concern is shown in Pur- 
chasing Magazine’s Business 
Confidence Index for April. The 
index dropped six points to 105 
(1958=100) in the latest tally, 
as P.A.’s took a second look at 
the current inventory buildup. 


Who Knows? 


The purchasing agent for a 
Pennsylvania company says “a 
prolonged strike in the steel in- 
dustry would result in reduced 
business for our operation.” A 
P.A. for an eastern manufac- 
turer notes that he “can’t see 
anything to be enthusiastic about 
in the second half.” 

And the purchasing director 
of a soft-goods corporation says 
“scare buying against steel 
strikes will make the second 
quarter a good one. But who 
knows about the third quarter?” 

The business survey reports 
from purchasing agent associa- 
tions also note good business in 
the second quarter. Among those 
reporting are the National As- 
sociation of Purchasing Agents, 
and the local North Jersey, Syra- 
cuse and Central New York, 
Chicago, Cleveland, Pittsburgh, 
and Canadian purchasing asso- 
ciations. 

The N.A.P.A. national Busi- 
ness Survey Report says “there 
is general agreement that im- 
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BUSINESS CONFIDENCE 


How P.A.’s feel about the short-term economic outlook. 
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The Purchasing 
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FEB MAR APR MAY 
1959 


Magazine Business Confidence Index declined six points to 


105 in April (1958=100). The index, based on a cross-section of purchasing 
agent opinion throughout the country, indicates concern over the possibility 
of crippling strikes in the third quarter in some of the nation’s basic 


industries. 


provement will continue during 
the second quarter. But, with or 
without a steel strike, there is 
much concern about the effect 
the current buying spree will 
have on business in the third 
quarter.” 

The report notes “strike 
threats, increased production, 
and higher prices have all com- 
bined to cause purchasing exec- 
utives to increase their inven- 
tories.” 


A Mild Upswing 


The North Jersey association 
reports “a mild upswing” in in- 
ventories. “The distant rumble 
of labor disputes is apparently 
adding impetus to the move- 
ment,” it says. 

According to the Syracuse 
group, “optimism prevails that 
business will show continuing 
gains during the next six months 
in spite of the adverse effects 
which could result from a pos- 
sible steel strike of prolonged 


duration.” And it notes 
creased buying lead time.” 

Says the Chicago association: 
“the statistics .. . show a small 
increase in prices with deliveries 
running about the same. Inven- 
tories are being built up and 
backlog of orders continues to 
improve.” 

The Cleveland group reports 
“there is, to a degree, some pes- 
simism—a question as to what 
the third quarter will bring... 
The extent of inventory buildup 
will only be known after the 
third quarter arrives.” 

The Pittsburgh association 
observes “‘a tendency to increase 
inventories.” It also says its 
members’ backlogs are higher. 

The Canadian association says 
“advent of spring has increased 
confidence in the belief that a 
fairly good Canadian business 
recovery is beginning. Better 
levels of activity have been re- 
ported for production, new or- 
ders, and employment.” 


“in- 
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Twenty-four hours per day—for 35,000 continuous hours since 1955— enormous steel 
straws have been drinking up and re-filling an ancient ice-age lake. It’s happening at 
Atikokan, Ontario, where beneath millions of tons of glacial silt at the bottom of Steep 
Rock Lake, a vast treasure trove of iron ore has been found. In the Spring of 1960, when 
the last of the silt has been removed and the lake emptied for the last time, mining 
will begin. At peak operation the new mine will furnish 3 million tons of ore a year to 
Inland’s blast furnaces. This is another giant step in Inland’s long-range expansion 
program to meet the growing needs of industrial Mid-America, now and in the future. 


building today, with an eye to tomorrow 


Y 


’ 


® Other members of the Inland family 
INLAND STEEL COMPANY NLAN JOSEPH T. RYERSON & SON, INC. 
80 West Monroe Street - Chicago 3, Illinois INLAND STEEL PRODUCTS COMPANY 
Sales Offices: Chicago - Davenport - Detroit - Houston INLAND STEEL CONTAINER COMPANY* 


indianapolis re ety peace INLAND LIME & STONE COMPANY" —_— Division 
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Price Trends 


e@ Buyers Boost Their 
Copper Inventories 


@ Sales of Lead 
And Zinc Spotty 


Demanp for nonferrous metals from pur- 
chasing agents has tapered off recently. As a 
result, stocks in the hands of many suppliers 
have increased. 

Here’s the situation in some of the major 
commodities : 


Copper: P.A.’s have been offering more 
scrap copper to dealers, who in turn have been 
selling more to custom smelters. The result: 
a substantial drop in the smelters’ buying price 
for scrap. 

Labor contracts at the important domestic 
mines and refineries expire on June 30. Many 
buyers have already boosted their stocks con- 
siderably anticipating a walkout. Others have 
not been able to stock up on the red metal. 
While some producers are offering P.A.’s the 
same tonnages in May that they bought in 
April, this is less than the amount needed in 
a number of of cases. 


Lead: Bills have been introduced in Con- 
gress to make the American import quotas of 
lead more stringent. Also under consideration 
is legislation to place lead products under im- 
port quotas as well as the raw material. 

Refiners’ stocks of lead continue upward. The 
latest report shows stocks of refined metal at 
214,946 tons—an increase of 6072 tons over the 
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POWER UP! cal 


modern | 


New Super Coilife gives rewound motors extra life 


Moisture, acids, alkalis and other contaminants are 
locked out once and for all with Super Coilife epoxy 
encapsulation. For full motor protection, Super Coilife 
can be applied to random wound stators, rotors and 
armatures. Super Coilife’s mirror-like finish will not 
crack or craze under severe operating conditions. 

Because of its unusually low viscosity, this new sol- 
ventless epoxy completely penetrates the interstices, 
through the slots, thoroughly coating and protecting 
the windings. Since 1953, when Westinghouse introduced 
Coilife* epoxy encapsulation, research, engineering and 
development have evolved this new and improved prod- 
uct-—Super Coilife, an exclusive process. 


USE WESTINGHOUSE MODERN MAINTENANCE SERVICE... 


Only Westinghouse Repair Plants can give the right 
“‘thin-wall’”’ thickness for each type and class of winding 
to give maximum heat transfer away from the windings. 
Before you send out your next rewind call your West- 
inghouse representative for the complete story or write 
for Booklet B-7622: Westinghouse Electric Corporation, 
P. O. Box 868, 3 Gateway Center, Pittsburgh 30, Pa. 
*Trade-Mark J-95197-A 

you CAN BE SURE...16 irs 


Westinghouse 


WATCH “WESTINGHOUSE LUCILLE BALL-DES! ARNAZ SHOWS” CBS TV MONDAYS 


. SHOP REPAIRS ...RENEWAL PARTS... FIELD SERVICE 
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Price Trends 


previous month. Production dropped to 39,498 
tons from 48,652 tons in January, and ship- 
ments were also off about 3000 tons. 


Zine: Sales of zinc to P.A.’s for shipment 
this month have been spotty. Some buyers for 
galvanizers have come into the market, but no 
major upsurge has been noted in this area. 

Smelter production of refined slab zinc in- 
creased 8744 tons to 79,918 tons last month— 
the highest in over a year. But stocks on hand 
also rose almost 6000 tons to 206,083 tons. 


Tin: Little buying of tin has taken place in 
place in recent weeks in either the London or 
New York markets. Many tinplaters—who 
stocked up around the turn of the year—are al- 
ready in a comfortable position for the first 
half of the year. 

Total imports of tin into the United States 
was 4422 tons in February. This figure included 
4374 tons of tin ingots and only 48 tons of tin- 
in-ores. 


Wholesale Prices: February wholesale prices 
were unchanged over the previous month. The 
index stands at 119.5% of the 1947-49 average. 

A 0.3% rise in metals and metal products 
followed a short period of relative stability. 
Largely responsible for the hike was a 4.4% 
rise in iron and steel scrap prices. Other in- 
creases were noted for silver and platinum. 

All classes of machinery, except electrical, ad- 
vanced in price. This boost was primarily due 
to the strength in general purpose machinery. 
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E. H. WERNER, Production Control Manager, Lamson & Sessions, tells why... 


It’s costly to be 
close-mouthed 
in ordering _ 
fasteners 


r / XHE more “‘specifics” you give us about your 
fastener needs, the more headaches and 
money we can save you. For example: 


What quantity Is required ... and when ? 
To give you economical production runs, using 
the most efficient tooling methods, we need specific 
information. Give us realistic quantities — how 
many must be shipped by a given time—what 
you expect future usage to be—delivery inter- 
vals required. This gives you maximum economy. 


What are the physical requirements? 
Give us the “physicals” and let us recommend 
the suitable material. When prints specify a 
steel not commonly used, it must often be pro- 
cured at a premium, which adds to your cost. 


What are the critical dimensions? Close 
tolerances invariably add to cost. If you indicate 
which non-critical dimensions might be modi- 
fied—radii, angles, fillets, lengths, outside and 
inside diameters, concentricity, etc.—we can 





often eliminate expensive secondary operations. 


What quality level is required ? This cde- 
termines whether 100% inspection is necessary, 
sample inspection is adequate, or only certain 
dimensions must be inspected. 


Take advantage of the specialized experience and 
facilities available to you through L & S, to 
save money and headaches on fastener buying. 


L&S Fastener Engineering 
helps you “tighten up” on... 


@ PURCHASING COSTS 
@ INSPECTION AND HANDLING COSTS 
@ ASSEMBLY COSTS 


LAMSON & SESSIONS 


5000 TIEDEMAN ROAD + CLEVELAND, OHIO 


Plants in Cleveland and Kent, Ohio + Chicago and Birmingham 
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@ New Order Increase 
Largest of Recovery 


Manuracturers’ inventories rose in 
February. Sales and new orders also showed an 
increase. 

The inventory boost reflects the buildup by 
purchasing agents of their steel stocks. Latest 
Department of Commerce figures show inven- 
tories at $49.8 billion, up $300 million from the 
previous month. The gain was felt mostly by 
durable goods producers. 

Sales rose by $400 million to $28.5 billion. 
Most of the increase centered in the primary 
and fabricated metals area. 

The new order hike—$1.3 billion to $29.8 
billion—was the largest month-to-month gain 
of the recovery. This latest increase boosts 
monthly new bookings almost to the pre-reces- 
sion peak of $30 billion notched in November 
1956. 


Dept. of Commerce—Seasonally adjusted 





Manufacturers’ Sales a — 
Seasonally Adjusted (Millions of aeanen Nov Jon. (1) Feb. (p) 
All Manufacturing Industries 
Durable-goods industries 
Primary metal 
Fabricated metal 
Machinery 
Transportation equipment 
Lumber and furniture 
Stone, clay, and glass 








28,143 28,544 
13,541 13,826 
2,230 2,425 
1,537 1,551 
4,017 4,098 
3,167 3,149 
879 865 
668 669 
Nondurable-goods industries 
Food and beverage 
Tobacco 
Textile 
Paper 
Chemicol..... 


14,602 
4,522 
428 
1,102 
942 
1,932 
3,043 
508 


Petroleum and coal 


Rubber 


Manufacturers’ Inventories 

Seasonally Adjusted (Millions of Dollars) 
All manufacturing industries. .. ‘ Be. arte mae F ’ , , 49.503 49,163 
Durable-goods industries........ a eaten . ‘ j j 28,117 28,316 
Primary metal , ee eee . , ‘ 4,180 4,275 
Fabricated metal oe : } , , ; 2,993 3,049 
Machinery ; - ‘ r J , 9,030 9,039 
Transportation equipment : J , 6,578 6,604 
Lumber and furniture J ‘ : - 1,702 1,710 
Stone, clay and glass... j . if 1 1,207 1,207 


Non-durable goods industries. . . ; f ‘ ) 21,386 21,447 
Food and beverage , 4 ’ 4,669 4,139 
Tobacco j , , 1,881 1,904 
Textile / , . ’ 2,487 2,461 
Paper p , P , 1,451 1,470 
Chemical , , h : 3,764 3,750 
Petroleum and coal... ; us : ’ ‘ e 3, 3,264 3,261 
NS is cea i cncs ’ , j 1,013 n.a 


Manufacturers’ New Orders 
Seasonally Adjusted (Millions of Dollars) 
All manufacturing industries 24,110 27,903 27,797 28,365 28,502 29,827 
Durable-goods industries..... . penis ‘4 - 10,688 13,530 13,574 13,673 13,900 14,921 
Nondurable-goods attesting. . eS 13,422 14,373 14,223 14,692 14,602 14,906 
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New addition 
to the line of 
Grinnell 


Ce 


malleable : 
iron 
angers 


Grinnell’s Malleable Iron G Clamp Hanger is a new addition 
to the line of Grinnell Pipe Hangers and Supports, the most 
complete line of any manufacturer. This hanger answers a 
long-felt need for support of pipe or conduit (up to 4 inches 
in size) where application can be made directly under 
structural steel. Every Grinnell Malleable Iron 
The saddle of the Grinnell G Clamp swivels. This permits Hanger offers... 
pipe or conduit to be installed either parallel or traverse to 
the beam axis. Separate beam clamp, rod and pipe clamp are * Safety factor of at least 5 
not required, thus saving cost of supports and installation a 
time. 
Grinnell G Clamps are made of malleable iron with a 
ribbed design for added strength. The set screw has a Homogenous metal composition 
hardened steel cup point for clamping rigidly to beam. Full throughout 
thread engagement is provided by the tapping through the 
upper jaw. Approved by Factory Mutual Laboratories for 
use on fire protection and plumbing systems. Especially 
recommended for hanging conduit. Maximum recommended 
loads are from 210 to 450 pounds, for the smallest to the 
largest sizes, with a safety factor of 5. 


Saddle swivels, permitting suspen- 
sion of the pipe or conduit at 
any angle in a plane parallel to 


the face of the supporting flange. AMERICA’S #1 SUPPLIER OF 
PIPE HANGERS AND SUPPORTS 


Thickness of metal increased at 
points of concentrated stress 


Extremely high resistance to 
impact and corrosion 


Economy 


Grinnell Company, Inc., Providence, Rhode Island ° Coast-to-Coast Network of Branch Warehouses and Distributors 





pipe and tube fittings ° welding fittings * engineered pipe hangers and supports * Thermolier unit heaters °* valves 
Grinnell-Saunders diaphragm valves * pipe * prefabricated piping * plumbing and heating specialties * water works supplies 
industrial supplies ° Grinnell automatic sprinkler fire protection systems ° Amce air conditioning systems 


For More Information Write No. 172 on Inquiry Card—Page 32 
PURCHASING 











NOW ...you can get 
TYPE No. Q] (4'51 0 sac anatysis) 


FLAT GROUND DIE STEEL 


OIL HARDENING 


from SIMONDS 


For tool makers, die shops and machinists who 
prefer or who have standardized on Type No. 01 
Oil Hardening Steel, Simonps now offers the most 
complete range of stock sizes in flats and squares 
made from Simonds own steel of No. 01 chemical 
analysis. * 

Precision ground and ready-to-use, all ‘*1001” 
sizes are accurate and uniform in dimension and 

have an extra smooth surface with edges 


For Fast Service 


Complete stocks SIMONDS 


CHEMICAL ANALYSIS 
Spheroidize Annealed — 
Non-Deforming 

Type No. 01 Oil Hardening 
Flat Ground Die Steel 

€ 85- .95 Cr .40-.60 
Mn 1.00-1.25 W_ .40-.60 
Si .20- 40 V_ .10-.20 
Hardening Range — 

1450° to 1500°F. 


FLAT GROUND DIE STEEL 
{5% CHROME TYPE) 

== AIR HARDENING = 
36" x 3” x 3p 





SIMONDS LOW CARBON 

Fine Grained — Silicon Killed 

Flat Ground Steel 

Typical Analysis 

S 299 Si .20 

Mn 50 S 04 
P 04 

Can Be Case Hardened Only 


SIMONDS ae —_— 
strial Supply 
STRIBUTOR 


and ends finished and squared. Heat treatment is 
simple and foolproof, with excellent results assured. 
Best of all, you can get delivery now of No. 01 
Type as well as Air Hardening and Low Carbon 
Type Flat Ground Steel from Simonds distributors’ 
stocks backed up by Simonds warehouse stocks 
in Boston, Newark, N.J., Detroit, Chicago, 
Shreveport, La., Los Angeles, San Francisco 
and Portland, Oregon. 


SAW AND STEEL CO 
FITCHBURG, MASS 


Factory Branches in Boston, Newark, N. J., Detroit, Chicago, 
Shreveport, lo., los Angeles, San Francisco and Portland, Ore. 
Canadian Factory in Montreal, Que., Simonds Divisions: Simonds Stee! Mill, 
Lockport, N. Y., Heller Tool Co., Newcomerstown, Ohio 
Simonds Abrasive Co., Phila., Pa., and Arvide, Que., Canada 








SIMONDS 

AIR HARDENING 

(S% chrome) 

Spheroidize Annealed — 
Non-Deforming Type 

Flat Ground Die Stee! 
Chemicol Analysis 

C 95-105 Cr 5.00-5.50 
Si 30- 50 Mo .90-1.10 
Mn 50- 70 V .20- .30 
Hardening Range — 

1700° to 1800°F. 




















ae x a.) 
“" rae : 
sake : ees 
= Flat Ground Steel 
J FINE GRAINED, FORGING QUALITY 
SILICON KILLEO STEEL , 
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CONVENIENTLY LOCATED FOR 
FAST SERVICE 


AMERICAN SCREW COMPANY 
sly Willimantic, Connecticut 
ANCHOR FASTENERS, INC. 
—Cleveland 5, Ohio 
.Waterbury 20, Connecticut 
THE BLAKE & JOHNSON CO 
Waterville 14, Connecticut 
BUTCHER & HART MFG. CO. 
Altoona, Pennsylvania 
CENTRAL SCREW COMPANY 
oo —____—_Chicago 9, Illinois 
a Keene, New Hampshire 
sie Frankfort, Kentucky 
CONTINENTAL SCREW CO. 
——__.-- New Bedford, Massachusetts 
ECONOMY SCREW CORP. 
Chicago 14, Illinois 
ELCO TOOL & SCREW CORPORATION 


FEDERAL SCREW WORKS 


Rockford, lilinois 


Detroit 10, Michigan 
GREAT LAKES SCREW CORPORATION 
Chicago 27, Illinois 
H. M. HARPER CO. 
Morton Grove, IIlinois 
HARVEY HUBBELL, INC. 
igeport 2, Connecticut 
INDIANA METAL PRODUCTS ‘DIVISION, 

TEXTRON INC. 

‘ ___Rochester, Indiana 
KENTUCKY SCREW CO. 
Louisville, Kentucky 
LAKE ERIE SCREW CORP. 

amie Cleveland 7, Ohio 
THE LAMSON & SESSIONS CO. 
‘eines ‘ Cleveland 2, Ohio 
MIDLAND SCREW CORP. 
. = Chicago 32, Illinois 
NATIONAL LOCK COMPANY 
__ Rockford, Illinois 

THE NATIONAL SCREW & MFG. CO 
- Cle »veland 4, Ohio 
___Los Angeles 22, California 
PARKER-KALON DIVISION, GENERAL AMERICAN 

TRANSPORTATION CORP 
. we = ___Clifton, New Jersey 
PHEOLL MANUFACTURING CO. 
aan Chicago 50, lilinois 
PITTSBURGH SCREW & BOLT CORP. 

—____Pittsburgh 33, Pennsylvania 
PROGRESSIVE MANUFACTURING co., 

DIV. OF TORRINGTON CO. 
Torrington, Connecticut 
RELIANCE DIVISION, EATON 

MANUFACTURING CO. 

. __Massillon, Ohio 
REPUBLIC STEEL CORP. 
BOLT & NUT DIVISION 
aes Cleveland 13, Ohio 
RING SCREW WORKS 
.Van Dyke, Michigan 
ROCKFORD SCREW PRODUCTS CO. 
Rockford, Illinois 
RUSSELL, BURDSALL & WARD Bout & NUT CO. 
___Port Chester, New York 
Los Angeles 33, California 
= M Rock Falls, Illinois 
SCOVILL MANUFACTURING CO. 
WATERVILLE DIVISION 
Woterville 48, Connecticut 
SEMS DIVISION, TEXTRON INC. 
LS ——— 


SHAKEPROOF DIVISION, ILLINOIS TOOL WORKS 
- — Elgin, Iilinois 
SOUTHINGTON HARDWARE MFG. CO. 
DIV. OF PITTSBURGH SCREW & BOLT 
Southington 


THOMPSON-BREMER & CO. 
TRIPLEX SCREW CO. 


UNITED SCREW & BOLT CORP. 
a _—§Chicago 8, lilinoi 
WALES-BEECH CORP. 
Rockford, Iilin 
. 
For information on 
SEMS sources in Canada contact: 
CANADA ILLINOIS TOOLS LTD. 
SHAKEPROOF FASTEX DIVISION 

aaa —________ Toronto, Ont., Canada 





mechanically 


reduce handling costs 


Sems eliminate handling separate washers and screws, save time, 
speed production. Pre-assembly guarantees the washer will not be 
forgotten or mis-matched to the screw, improves product quality with 
a better fastening. Ideally suited for automatic hopper-fed driving, 
pre-assembled Sems is a first step in automation. The source nearest 
you supplies Sems in a wide variety of styles and sizes. 


pre-assembled screw and lock washer ix 
Ww 


SEMS is a development of Illinois Tool Works, Chicago 








Washington Report 





Government Fights 


To Hold Price Line 


Tue GOVERNMENT is throw- 
ing its full weight behind the 
drive to hold the price line. From 
the President, from a Cabinet 
committee headed by Vice Presi- 
dent Nixon, and from Congress, 
there are determined efforts to 
head off price increases. 

The White House and the Cabi- 
net Committee on Price Stability 
for Economic Growth are aiming 
at “informal price control.” The 
Committee on Government Activ- 
ities Affecting Prices and Costs— 
headed by Chairman Saulnier of 
the Council of Economic Advisors 
—is also working along those 
lines. 

The cbjective of these efforts: 
to hold the price line at roughly 
the same level that has prevailed 
during the past year. Although 
there may be some increases, the 
government is trying to hold them 
to something less than 2% for 
the next 12 months. 

First hurdle will be the steel 
and mining wage negotiations. 
Price competition from foreign 
sources has become an important 
factor in fabricated steel and in 
nonferrous metals. 

Then too, the Administration 
has indicated that if the domestic 
price increase is out of line, it 
could allow more foreign oil to 
come in. This is part of the gen- 
eral approach of applying pres- 
sures to management and labor 
to hold the price line. 

What is informally suggested by 
Government advisers is that if 
industry cooperates on prices, it 
could work out to its advantage. 
Industry would see to it that in- 
creases are avoided and the gov- 
ernment would take steps to help 
avoid sags in price. 

To stave off increases, here’s 
what the Administration plans to 
do: 

(1) Focus public opinion on 
the need to hold the price line. 
This is aimed largely at upcom- 
ing wage contracts in major in- 
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dustries. 

(2) Use indirect government 
influence, such as the threat to 
increase import quotas on com- 
modities whose prices get out of 
line. 

(3) Keep credit under tight 
rein. This means that money will 
continue to become more expen- 
sive. 


Steel Labor Negotiations 


Still much in doubt is the effect 
the Administration position on 
price increases will have on the 
steel wage negotiations. 

The government will not take 
a direct hand in the contract nego- 
tiations, of course. But it has come 
out against further price ad- 
vances, 

Will the government’s firmness 
help to moderate the demands of 
the steel union? So far there have 
only been hints of the asking 
price for a new contract. There 
has been talk of a “big package,” 
but the package has not been 
allocated between hourly wage 
boosts and fringe benefits. 

The steel industry might be 
able to pay higher wage costs 
without advancing prices if it 


could be certain of a continued 
near capacity rate of output. The 
current high production rate in 
steel refiects a scramble for in- 
ventory by buyers who feel that 
a steel strike is likely. 

A gradual business recovery 
will continue to chew up steel 
during the last half of the year. 
But if there is no work stoppage, 
inventory buying will probably 
drop off sharply. 

Thus, many believe that a strike 
of some duration is necessary, if 
the steel industry is to be able to 
(1) grant some wage increases 
and (2) hold its price line. Using 
this line of analysis, the govern- 
ment is practically in the position 
of suggesting that the way out of 
the price dilemma is a strike of 
“reasonable” length. This would 
eat up accumulated industry in- 
ventory, and at the same time 
guarantee a high rate of steel pro- 
duction in the last four and a half 
months of the year. 


@ Employment Pickup 
Predicted By Fail 
The problem of unemployment 
is creating much _ controversy 
here. With over 4,000,000 men and 


Raymond G. Saulnier, who heads the Council of Economic Advisors, is now 
also leading a new government group—the Committee on Government 


Activities Affecting Prices and Costs, 
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FIRESTONE TURNS ON 
THE SALES APPEAL 


wir MM ALusanum Parts 


Call on the brightest brightwork in the business 
to _put_new selling power into your automotive 
products. 








Call on aluminum formed and Fashionized® by Firestone 
to catch your customers’ eyes. Call on mass-produced 
bezels and panels and strips up to seven feet long and 
shaped with custom quality and character. Call on 
interior trim textured and tinted to your most meticu- 
lous specification. 


In short, call on Fashionized Aluminum and on Fire- 
stone’s more than 50 years of experience in the fabri- 
cation and finishing of metal. Enjoy every advantage— 
from competitive capacity to competitive cost—of the 
industry’s finest production facilities. Your inquiries and 
inspections are cordially invited. 


FIRESTONE FASHIONIZED ALUMINUM 


FIRESTONE STEEL PRODUCTS COMPANY, AKRON 1, OHIO 
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Washington Report 





women jobless, the political pres- 
sures for special spending action 
by the government are increasing. 

Congressional sources are pres- 
suring for special aid to “dis- 
tressed areas.” But the Adminis- 
tration takes the position that 
these special aids would not solve 
the immediate problem of large- 
scale unemployment In fact, the 
Administration feels that such aid 
would be more of a palliative 
than a remedy. 

Administration analysts divide 
the problem of unemployment in- 
to two parts: (1) that which is 
due to a lower level of general 
business conditions and (2) de- 
pressed areas, affected by either 
depletion of natural resources or 
a marketing problem. 

The Administration projects an 
approach that nurtures business 
recovery, without price advances 
and without large Federal spend- 
ing that will unbalance the bud- 
get. It feels that the balanced 
budget for 1960 is precarious 
enough, without piling on any 
more expenses. 

The Administration position is 
that wages should be held with- 
in the bounds of the present struc- 
ture. Instead of increasing the 
wage level, the government favors 
an extension of unemployment 
compensation that will continue 
to put spending power in the 
hands of the jobless. 

Administration analysts main- 
tain that if prices can be held, 
there will be enough momentum 
in the recovery to cut down very 
substantially the number of job- 
less by fall. While the level of 
unemployment is admittedly un- 
comfortable, there is a reluctance 
on the part of the White House, 
the Treasury, and the Federal Re- 
serve Board to touch off a spend- 
ing boom. They feel that although 
it might make more jobs quickly, 
it would merely signal a new re- 
cession within a relatively short 
period. And a gradual pickup in 
business without significant price 
increases might encourage a 
higher level of spending for plant 
and equipment. 

Where areas are depressed be- 
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cause of depletion of resources, 
the only solution offered by the 
Administration is an out-migra- 
tion of labor. It contends that 
labor will have to maintain the 
same degree of mobility as dur- 
ing the immediate post-war 
period. 


@ Gov't P.A.'s Face 
New Buying Problems 

Military purchasing agents will 
be taking a much sharper ap- 
proach in buying new weapons. 
Here are the reasons: 

1. Appropriations for the pur- 
chase of military hardware are 
roughly the same as for the past 
several years. But there has been 
a 2% to 3% rise in prices each 
year due to inflation. This means 
that the military has to content 
itself with fewer weapons and has 
therefore put more stress on 
sharper buying. 

2. In the field of missiles, the 
armed services buy fewer copies 
than in the purchase of aircraft. 
Thus, they are not able to rely 
on their experience and the cost 
curve in buying, as they did when 
long production runs were in- 
volved. This is further compli- 
cated by the fact that missiles 
and space craft represent radical 
departures from aircraft, and 
there are few guides to what pro- 
duction economies may be at- 
tained. 


e@ Mfrs. Back National 
‘Fair Trade’ Law 

A national “fair trade” law is 
being considered by Congress. 
Drug and pharmaceutical pro- 
ducers, as well as appliance manu- 
facturers, have been urging that 
such a law be enacted. 

The previous Federal laws 
merely suspended anti-trust stat- 
utes and permitted state “fair 
trade” laws to operate. But in a 
number of states, “fair trade” 
laws have been declared invalid. 
The practice of placing a fixed 
resale price on branded merchan- 
dise has become so precarious 
that many leading manufacturers 
abandoned the practice. 

In testifying before the House 





LATHES 
ni MILLERS 





Hardinge draw-in collets are specified 
for: 


LATHES: American, Hardinge, LeBlond, 
Hendey, Monarch, Logan, Sheldon, 
Springfield, South Bend, Sidney and 
others. 

MILLERS: Ames, Bridgeport, Brown & 
Sharpe, Cincinnati, Hardinge, Kearney 
& Trecker, Sheldon, Van Norman, 
Pratt & Whitney and others. 


One Source of Supply fo 
all your Collet requirements 
— means Purchasing Economy 


COLLETS e HARDINGE COLLETS @ HARDINGE COLLETS @ HARDINGE COLLETS @ HARDINGE COLLETS @ HARDINGE 


Complete range of sizes 
round, hexagon, square 


Shop Proved 
for Over 65 Years 


“How to Order 
Collets’’ 


HARDINGE BROTHERS, INC. 
ELMIRA, N. Y. 


Immediate Delivery from Conveniently 
Located Stocks in: 


Atlanta, Boston, Chicago, Dayton, Detroit, Elmira, 
Hartford, Los Angeles, New York, Philadelphio, 
Seattle, Portland, Minneapolis, Oakland, St 
Louis, Toronto, Montreal 
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new tests prove... | HE SMOOTHER SURFACE OF 
CONTOUR-WELDED* STAINLESS TUBING | 
provides LONGER FATIGUE LIFE! 


Recent tests prove that surface 
smoothness in tubing is vital to long 
fatigue life. And these same tests 
prove that TRENTWELD® tubing 
—made by the exclusive Contour- 
Weld process—is smoother than 
full-finished seamless and any other 
welded tubing. 


it's smoother than seamless because its 
walls are formed from uniformly 
rolled strip steel— whereas seamless 


B | 


is extruded from a billet. 

It’s smoother than other welded tubing 
because Contour-Welding, Trent’s 
patented process, virtually eliminates 
the weld bead inside the tubing. 


This extra surface smoothness substan- 
tially improves fatigue life, essential 
in hydraulic and pressure applica- 
tions. It also improves corrosion 
resistance, vital for chemical appli- 
cations. And it helps eliminate parti- 


cle incrustation, thereby preventing 
product contamination. 


TRENTWELD tubing is readily available 
in sizes ranging from %” to 40” O.D., 
in stainless and high alloy steels, 
titanium, zirconium, zircaloy and 
Hastelloy+. For details, send for 
the free 48-page “Trent Tubing 
Manual.” Write: Trent Tube Com- 
pany, Box 2518, Pittsburgh, Pa. 


+Trademark Haynes Stellite Co. 


In CONVENTIONAL WELDING of tubes, gravity pulls molten metal 
down inside the tubing to form a bead that is difficult to remove 
by cold working. And cold working may lead to undercuts, focal 
points for fatigue cracks and corrosive attacks. Cleaning becomes 


difficult. 


eee eoeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeseeeeeeeeeeeeee ee eee @ 


*6 With CONTOUR-WELDING the tube is welded at the bottom. Gravity 


still pulls the molten metal down, but now the weld area corresponds 
to the contour of the tube. There’s virtually no weld bulge on the 
inside surface. And even on the O.D., the weld seam more closely 
conforms to the contour of the tubing. 


stainless and high alloy pipe and tubing 
TRENT TUBE COMPANY swisicies o: 


GENERAL OFFICES: East Troy, Wisconsin . 


Crucible Stee! Company of America « MILLS: East Troy, Wisc.; Fullerton, Calif. 
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Washington Report 








Inierstate and Foreign Commerce 
Committee, spokesmen for appli- 
ance producers indicated that 
they would favor a national “fair 
trade” law that would be effective 
everywhere. Drug and_ phar- 
maceutical manufacturers also 
gave firm support to such a na- 
tional law. 

The major question revolves 
around the effect such a law 
would have on prices. Those who 
favor the law claim that “fair 
trade” would have little or no 
effect on prices. One economist, 
however, claimed that such a law 
would up the prices at the retail 
level by between $5 and $6 bil- 
lion. 


@ Farm Loan Level 
Drop Foreseen 


With close to $9 billion tied up 
in agricultural crops held in stor- 
age under Government loans (the 
storage and interest rate on these 
crops exceeds $1% billion a year 
alone), the outlook is for lower 
agricultural prices this year. 
Prices will probably go down 
even further in the years ahead. 

Even the die-hard farm protec- 
tionists in Congress admit that 
the jig is up for a farm policy 
that lends the farmer more for his 
produce that he can get on the 
open market. In the basic crops— 
wheat, corn and cotton—the De- 
partment of Agriculture is lower- 
ing its loan levels. Its ultimate ob- 
jective: bringing the loan level 
down to the world market price 
of these commodities. 

This does not represent a 
wringing out of the farmer. What 
has been happening is that the 
Government’s farm support prices 
have not reflected the highly im- 
portant increases in productivity 
on the farm. Farmers have sub- 
stantially increased their acreage 
and yield far in excess of real 
market demand. 

The government wants to bring 
current supply and demand into 
some semblance of balance over 
the next three years, Even so, 
there will still be a huge over- 
hang of crops in storage—By 


A. N. Wecksler 


Aprit 27, 1959 


See M/R at our exhibit: 





MR BOXES 


stay strong when wet... 
deliver produce 
in top market condition 


Hinde & Dauch’s new M/R (moisture-resistant) corrugated boxes 
resist water and high humidity—stay strong and firm even when 
dripping wet from hydro-cooling or top-icing. These revolutionary 
boxes cushion produce during shipment, deliver a fresher, firmer, 
more marketable product. (In independent field studies, M/R 
boxes reduced damage to peaches up to 50%.) What’s more, M/R 
boxes are easier to handle and stack, provide smooth surfaces 
for attractive printed designs. 

If you ship—or receive—wet products, don’t settle for less than 
the new M/R corrugated boxes. Mail coupon today for full infor- 
mation on how M/R can help you market better produce. 


Hinde & Dauch 


Division, West Virginia Pulp and Paper 


AUTHORITY ON CORRUGATED PACKAGING * SANDUSKY, OHIO — 15 FACTORIES + 


HINDE & DAUCH 

Division of West Virginia Pulp and Paper Company 
5913 Decatur Street 

Sandusky, Ohio 

Please rush me samples and detailed 

M/R corrugated boxes 


 cthennianingniien 


Company 
Address 


AMA Packaging 
Exposition, Chicago 
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Redesigns decorated plastic dial... steps wp production rate 30% 


Those hands belong to a busy appliance manufacturer. 

Chat dial he’s attaching to the backsplasher may be 
small, but it once presented a man-sized production 
problem! That’s when he came to Nosco and said 
‘These specs on our new decorated acrylic dials are 
tough. They involve a complex, cup-shaped section 
with remote lettering. But we still want costs kept 
low. Can do?” 

Nosco said “Can do—better and cheaper. Let us 
redesign each complex dial into two pieces that are 
easy to mold and easy to assemble. We’ll hot stamp 
two colors at a time. And then, with this new design 


7 


we can spray paint and wipe automatically. This 
way, costs are cut, production increased, and quality 
kept high.” 

The result: 2500 completed washer or dryer dials 
per shift—30% more production at no increase in cost! 
That’s what Nosco “Can do” did recently for one 
happy manufacturer. 

And Nosco “Can do” for you, too. We like tough 
injection molding and decorating projects. Let us 
show you how we can produce your plastic parts in 
volume, and perhaps cut costs by redesign. For more 
information call or write. 





NOSCO plastics, inc. * erie t, PG~ One of the world’s great injection molders 
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DRIVING LUGS 
wawoG TO tHe 
CUTTING EDGE 


AMPLE STRENGTH 
BEHIND THE 
- oleh mal ici elcl a 





TOUGHEST DRIVE OF 
ANY “HAND-DETACHABLE” 


(Ox0)0)) Be -1=10) - 1 7 ot i 4) 
DOUBLE ABUTMENTS CHIP SPACE IN 
AND DOUBLE LUGS 9 = Soe 





Quality material and care in manufacture are two good reasons 
why Continental Counterbores last longer. Another reason is 
design. 

Because of the way double driving lugs on the cutter shank 
engage abutments in the holder socket, driving forces simply 
create compression, not shearing or wedging action. The result is 
a balanced, positive drive—the toughest drive of any “hand- 
detachable” counterbore. 

Notice how close the drive lugs are to the seating shoulder of 
the cutter. They’re designed that way to give the extra torsional 
rigidity needed to resist machining forces. Flute design provides 
arnple area for smooth chip flow, easy cutting. 

And, of course, no matter how heavy the cut, a Continental 
Counterbore will always disengage with just a twist of the wrist. 

Write direct, or ask your Ex-Cell-O Representative for a free 
copy of a new booklet that lists standard Counterbore sizes and 
tells everything you'll want to know about these versatile tools. 


A quvarter-turn by hand engages or 
releases a Continental Counterbore. This TOOL WORKS 
Standard Drive is also used for Continental 


spotfacers, countersinks, inverted cutters 


and special end-cutting tools. DIVISION OF EX-CELL-O CORPORATION, DETROIT 32, MICHIGAN 
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NEW sac 2-SPEED 


saves time cutting out pipe sections, makes 
nstallation of plumbing systems easy. 


Replaces keyhole saw for cutting openings for 
registers, ducts, fans, pipes, stacks, vents, and 
other openings. And it's many times faster. 


v 





Makes clean, smooth finish cuts in metal. No 
grinding of hardened edges left by a cutting 
torch. Assembly is easy, accurate and neat. 


vW 








RECIPRO SAW 


cuts maintenance 
labor costs... 
replaces tedious hand sawing 


ANOTHER FIRST in the power tool market! The all-new Skil 

Recipro Saw is the most versatile cutting tool ever made. It’s 

another major development in the design of power tools by 

the originators of the famous SKILSAW power saws. Skil 

found, after extensive market research, that a real need 

existed for an improved type of reciprocating saw to handle 

the host of remodeling jobs encountered in every manufactur- BLADE LIFE DOUBLED. Shoe 

ing operation. This research, in turn, led to many thousands ean Se sepacitionsd easly with 
: s screw driver to use new cutting 

of hours of engineering development to create the most ad- area of blade after one part is 

vanced tool of its kind ever produced. worn. Actually doubles blade life. 


THE NEW SKIL 2-SPEED RECIPRO SAW is an entirely new con- 
cept in reciprocating saw design. It cuts anything that can be 
sawed by hand—faster, easier and better. Does the work of 
keyhole, hack and hand saws 5 to 20 times quicker! 


NEW 2-SPEED FEATURE obsoletes all other reciprocating saws. 
Low speed cuts metal fast with minimum blade wear; high 
speed makes fastest cuts in wood and compositions. No single 
compromise speed. And SKIL makes a complete line of 20 
Recipro Saw blades to cut virtually any material. It means 
the right speed plus the right blade for every job. 


NEW SAVINGS in blade costs alone quickly pay for this new 
saw — because the new 2-position shoe actually doubles blade 
life! When one blade section is worn, you just reposition the 
shoe and cut with a new, unused blade section. 


NEW LOW MAINTENANCE mechanism has only 3 main mov- 

: : CUTS CLOSE to walis—right or 

ing parts. And all parts subject to wear are heat-treated alloy left side, up or down, because of 

steel. All ball-bearing throughout. off-center blade location, revers- 
You are invited to see a demonstration of this amazing 2- ares 

speed SKIL Recipro Saw. Write or call your nearby SKIL 

Distributor or Factory Branch .. . no obligation, of course. 

Why not do it today! 


SKIL CORPORATION 
5033 Elston Ave., Chicago, Illinois 
3601 Dundas St., W., Toronto 9, Ont. 
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Professional Weight Lifters Work the Safety Angles 


Here’s a tip that could save an injury 
and absenteeism. The weight lifter’s 
secret is proper leverage. Plus use of 
major leg muscles instead of back 
muscles. The weight lifter never leans 
over to pick up the load. He squats 
down as near as possible to it, and 
keeps his back erect all the time. Lift- 
ing action comes frorn legs and thighs. 
If you must use muscle for some of the 
lighter lifting jobs, these points are 
worth remembering. But wherever pos- 
sible—and always for heavy loads— 
use hoists and slings. 


How to Play It Safe When Loading Slings and Hoist Lines 


1. Keep pull on sling legs ‘n a straight 
line. Never shorten legs with knots or 
I-bolts. If choker and basket hitches 
are used on slings, check rated load 
limits. 

2. Load slings on the center of hooks. 
Never at their points, except for hooks 
specially designed for point loading. 
3. Never use load hooks that are bent 


open. They have been overloaded, and 
may drop loads with disastrous results. 
Same goes for defective chain blocks. 
Insist that your men report them at 
once. 


4. Lubricate wire ropes at regular 
recommended intervals, with lubricant 
recommended by your local oil com- 
pany engineer. 


Proper Fittings Can Give Slings Added Safety and Service Life 


The sling eye is usually the point of 
greatest wear in load handling. The 
proper sling fitting acts as a shield to 
take the brunt of this wear—the load 
shocks, abrasion and other stresses 
concentrated in the eye. Shown here 
are some of the Tuffy fittings you can 
have factory-installed in your Tuffy 
Slings, or they can be installed in 
your own rigging loft. Left to right: 
(1) Equalizing Thimble permits ad- 
justment of the length of sling legs so 
that loads of varying dimensions may 
be picked up and handled on an even 
keel. (2) Newco Sling Bridle will not 
slip when handling unbalanced loads. 
(3) Newco Slip-Thru Thimble allows 
passage of an identical thimble through 


its eye—necessary when a regular sling 
is used as a choker sling. (4) Newco 
Slip-On Thimble eliminates flattening 
or pulling together of eyes under heavy 
loads; can be attached or removed in 
seconds. 


Tuffy Sling Stamina is Matched in Tuffy Hoist Line 


Tuffy Hoist Line is a special 
rope construction for use on all 
types of overhead cranes, der- 
ricks and clamshells. Like all 
Tuffy Special Purpose Ropes, 
it has the right combination of 
strength, flexibility and tough- 


ness for greatest safety, and 
longest life in its specific range 
of uses. Tuffy Slings and Hoist 
Line make a team that cuts 
hoisting costs and downtime 
in every type of materials 
handling. 


Your Tuffy Distributor Offers the Most in Service and Savings 


Tuffy Braided Wire Fabric: 
Successor to Wire Rope in Slings 
The unique machine-braided construc- 
tion of Tuffy Slings provides a com- 
bination of “free flowing” flexibility 
and toughness never possible with ordi- 
nary wire rope. The difference is in the 
patented 9-part fabric, braided by pre- 
cision machines in a process that elim- 

inates inequalities of hand-braiding. 


e 

Kinks Are No Hazard with Tuffy Slings 
One of the first rules of safety: never 
use a wire rope sling that has been 
kinked. The wires are permanently 
bent, damaged or weakened. Not so 
with Tuffy Slings. Tuffy’s patented, 
9-part machine braided fabric is just 
about impossible to kink. And if it 
does, under some unusual condition, 
you can straighten out the kink, leav- 
ing no material damage. 


Tucked Eye Splices— 

Gripped in Steel for Strength and Safety 
This Tuffy ferrule, slipped over the 
tuck-splice of the eye and pressed on 
under tremendous hydraulic pressure, 
holds so tight that it gives the eye 
splice 100% of fabric strength. The fer- 
rule itself is smoothly tapered to meet 
the main body of the sling. No abrupt 
edges or rough projections to injure 
hands and slow down work. The extra 
life, efficiency and safety of Tuffy’s 
pressed-on ferrule is yours at no extra 
cost! 


FREE! New Tuffy Sling Handbook 


Revised and enlarged edition of this fa- 
mous sling manual. Covers slings from 
A to Z. Types, dimensions, weights, rated 
loads, fittings. Even includes safety-ap- 
proved standard signals used in operation 
of various equipment. Send for your free 
copy now. Union Wire Rope Corporation. 
Specialists in high carbon wire, wire rope, 
braided wire fabric and 

stress relieved wire and 

strand 2282 Manchester 

Ave., Kansas City 26, Mo. 





Subsidiary of ARMCO STEEL CORPORATION 


OTHER SUBSIDIARIES AND DIVISIONS: Armco Division + Sheffield Division » The National Supply Company 
Armco Drainage & Metal Products, Inc. « The Armco International Corporation « Southwest Steel Products 
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has performed in six tough applications 


In just two years since introduction, RYKON Grease 
has stepped in to deliver lubrication in hundreds of 
applications where other greases have failed 


The reason Ryxon Grease can perform under 
conditions that cause other greases to fail is this: 
Ryxon Grease has a unique non-soap, organic 
thickener. This thickener holds the oil between 
its fibers better than any other gelling agent. The 
thickener is able to withstand extremely high as 
well as low temperatures. It resists chemical ac- 
tion and remains stable under conditions of severe 
working and water washing. Rrkon Grease has 
exceptional anti-rust properties. 

Ryxon Grease’s unique properties make it truly 
multi-purpose. This leads to many worthwhile 


1 


economies. With one grease to do possibly every 
grease lubrication job in a plant, there’s no chance 
for application mistakes. Inventory and handling 
of many single-purpose greases is reduced or 
eliminated. Maintenance training and supervisory 
follow-up is greatly reduced. 


More facts about Rykon Grease are yours for the 
asking. Call the lubrication specialist in your 
nearby Standard Oil office in any of the 15 
Midwest and Rocky Mountain states. Or write 
Standard Oil Company (indiana), 910 S. Michigan Ave., 
Chicago 80, Illinois. 


in the metalworking industry, where higher speeds, loads, temperatures and 
pressures are being put on bearings as a means of increasing productivity of 
equipment, a new type of grease has been needed. Ry«on is that grease. Here 
are just 6 examples of how RyKon Grease has performed in tough spots: 














Industry 


Equipment 


Type of 
Bearings 


Conditions 


Remarks 











Metalworking 


Steel Mill 


Metalworking 


Auto Manufacturer 


Die Caster 


Bearing 
Manufacturer 





bearings over 
molten pot 


pit crane, floor 
crane, charging 
car 


drill head 
multi-spindle 


switches on 
machine tools 


die cast machines 


high speed 
spindle bearings 





plain and anti- 
friction 


anti-friction 


various 
anti-friction 





high temperature 


high temperature 


heavy load 


wet 


high temperature 


high temperature, 
heavy load 





Temperature reaches 500° F. at 
times. RYKON stays in longer. 


Lasts twice as long as some other 
greases used. 


Other greases failed. Running cool 
on RYKON. No leakage. 


Good water protection and 
dielectric strength at a lower cost 
than previously. 


Cut down wear considerably. 


Lasts twice as long as a high priced 
bearing grease. Does not darken or 
form varnish. 


You expect more from \ STANDARD) and you get it/ 


Oven test shows high temperature performance of RYKON Grease. *. Metal panel coated with 
RYKON and placed in oven at 350° F. 2. Same panel after five days. RYKON is still soft and ready 
to lubricate. 3. Another high-melt grease ready for same test. 4. Same panel after oven test. 
Grease has failed completely. 
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Stop lubrication 
failures... 


WITH DOW CORNING SILICONE GREASES 





Here, silicones keep valves from sticking . . . while here they cut failures on an oven conveyor. 


COST-CUTTING ... LONG-LASTING... HEAT-STABLE 


Extreme temperatures frequently mean “freeze,” melt, or gum up; are highly 
failure for petroleum-base greases. Silicones, resistant to oxidation and corrosive atmos- 
however, can stand much greater heat pheres. If you have extreme temperature 
and cold. That’s why Dow Corning oils and lubrication problems,- specify a Dow Corn- 
greases keep their consistency, lubricate ing silicone grease for maximum endurance 
efficiently from —100 to 500 F. They don't and economy. 


YOUR BEST SOURCE FOR ALL SILICONES ... DOW CORNING 


Adhesives, defoamers, lubricants, cosmetic and These and many other Dow Corning Silicones 
polish additives, electrical varnishes, paint are cutting costs for industry . . . and are help- 
resins, intermediates, Silastic” (silicone rubber), ing to make good products better. For more 
Sight Savers”, paper coatings, laminating information, call the branch office nearest you 
resins, water repellents, and release agents. or write direct to Dow Corning, Dept. 2016. 


When you consider the entire cost, 
7 silicones cost less. 


Dow Corning CORPORATION 
MIDLAND. MICHIGAN 


ATLANTA BOSTON CHICAGO CLEVELAND DALLAS LOS ANGELES NEW YORK WASHINGTON, D. Cc. 
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Now...an oldgom ny presents a new face...an image...a 
» 


dynamic trademark atch the many changes that are making 


Titeflex the most progreséive company in the flexible hose business 


--tikeFlex 


titeflex incorporated springfield 4 massachusetts 
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OVER 1500 ITEMS 
szels Business, Industry 
late mmpabcn ened ated ars 


THIS CATALOG ILLUSTRATES 
THE WORLD'S MOST 
DIVERSIFIED LINE 
OF STEEL EQUIPMENT 


IT’S FREE! 


PRODUCTS, PARTS, 
SUB-ASSEMBLIES, 
MERCHANDISING UNITS 
MADE TO YOUR 
SPECIFICATIONS 





* QUALITY PROTECTED 
BY LYON 
“POINT-CHECK’ SYSTEM 


Vv FABRICATING | ¥ ASSEMBLING 
Vv FINISHING v¥ PACKAGING 


Look for the “QP”’ 
on every Lyon Carton. 
it is your assurance 
of quality equipment. 
See your Lyon Dealer 
for prompt delivery of 


the world’s most diversified 
line of steel equipment 


LYON METAL PRODUCTS, INC. 


General Offices: 433 Monroe Ave., Aurora, Illinois 
Factories in Aurora, Illinois and York, Pa. 
Dealers and Branches in all Principal Cities 


® 





Here is Lyon 
“Point-Check” System in / 


PR 


FABRICATING Above—automatic uncoiling and 
cutting of steel, the first of many operations which are 
checked against rigid standards. Lyon was the first man- 
ufacturer in its field to install this latest type equipment. 
At this beginning point, a regular check of material and 
cutting accuracy is standard procedure. 


PACKAGING is the final and very important 


operation. Here Lyon has a check system which 
assures proper packing in cartons and crates 
specifically designed for maximum protection 
with minimum bulk and weight. Above, final 
checking of crated office desk. 


& 
SEE YOUR LYON DEALER 
FINISHING to Lyon standards involves checking all 


finishing materials against rigid specifications, precision FOR 


application with latest painting equipment, followed by 
final checking after finish is baked on. 

QUALITY PROTECTED 
STEEL EQUIPMENT 


i eeelceiaetentaaiemienian| 


Lyon Metal Products, Inc. 
433 Monroe Avenue, Aurora, Illinois 


Please send me my free copy of Lyon 84-page 
Catalog #100. 





ASSEMBLY of Lyon equipment is an important com- 
bination of many different operations, each one of which 
is checked regularly. Locks, catches and all moving parts 
must have smooth, positive action. Above, folding chair 
is checked as it leaves assembly line. 


ADDRESS 


proccess 
hae cee ces ee ee oe oe ee ee ee ee eee 
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Nothing makes quality so important 
as the smell of money 


Nothing makes quality so important as the smell of money. Especially if the Profit 

money comes out of your pocket. I 

Such is the case when you buy fasteners. mprovement 

This is true because assembly costs are 50-75% of manufacturing charges. Direct 

labor charges are 81% of that figure while fasteners account for only 19%. Your 

higgest opportunities for profit improvement, then, lie in reducing the direct labor 

costs of assembly. I h eer faste 
So the saving of a few cents a thousand on the cost of fasteners isn’t so attractive = ed on ren oe ‘seed: 
when the failures show up. A unit pulled from the production line because of a po prone tae ee new packag- 
stripped thread; rejects; more frequent inspections . . . all these eat up your profits. ing ‘amar aeanael mes American's 
We believe that quality is what smart industrial buyers really want. And we back Profit Improvement Program spells 
up our belief with continuous research to find fasteners that will perform better, more profit for you. Ask your 
cost less, last longer and be easier to use. American Screw Company sales- 
It is this belief in quality which underlies our Profit Improvement Program for you man about these ideas you will find 
— because nothing improves your profits like a quality product that helps you cut profitable. 

your costs, 


The Biggest News in Fasteners comes from 
merican? 


SCREW COMPANY 
” Willimantic, Conn. © Detroit, Mich. © Chicago, Hl. 
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Experience — the added alloy in itn Stainless 


AM350 PROPERTIES ‘density -0.282 tbs. per cu. i 


| 


YIELD STRENGTH 
DENSITY 


ALUMINUM 707 
TENSILE STRENGTH 


DENSITY ELONGATION 


J—3UNVUIAWIL STL 


% Elong. in 2” 








Two for the space age—AL’s AM-350 and AM-355 
precipitation hardening steels 


A unique combination of highly desirable properties de- 
scribes Allegheny Stainless AM-350 and AM-355 Steels. 
They combine high strength at both room and elevated 
temperatures, excellent corrosion resistance, ease of fabrica- 
tion, low temperature heat treatment, good resistance to 
stress corrosion. 

They are proving the answer to many space age problems. 
Airframe and other structural parts, pressure tanks, power 
plant components, high pressure ducting, etc. are all 
natural missile and supersonic aircraft applications for 
AM-350 and AM-355. 


AVAILABILITY: AM-350, introduced several years ago, is 
available commercially in sheet, strip, foil, small bars and 
wire. AM-355, best suited for heavier sections, is available 
commercially in forgings, forging billets, plates, bars 
and wire. 


CORROSION RESISTANCE: Compared to the more fa- 
miliar stainless grades, AM-350 and AM-355 resist corrosion 
and oxidation better than the hardenable grades (chromium 


Wwsw 7516 


martensitic) and only slightly less than the 18 and 8's. 
They resist stress corrosion at much higher strength levels 
than do martensitic stainless grades. 

SIMPLE HEAT TREATMENT: High strength is developed 
by two methods. Both minimize oxidation and distortion 
problems. The usual is the Allegheny Ludlum-developed 
sub-zero cooling and tempering (SCT): minus 100F for 3 
hrs plus 3 hrs at 850F. Alternate method is Double Aged 
(DA): 2 hrs at 1375F plus 2 hrs at 850F. 

EASY FABRICATION: AM-350 and AM-355 can be spun, 
drawn, formed, machined and welded using normal stain- 
less procedures. In the hardened conditions, some forming 
may be done . . . 180 degree bend over a 3T radius pin. 
Also AM-350 can be dimpled in the SCT condition to 
insure accurate fit-up. 


For further information, see your A-L sales engineer or 
write for the booklet “Engineering Properties, AM-350 
and AM-355."" Allegheny Ludlum Steel Corporation, 
Oliver Building, Pittsburgh 22, Pa. Address Dept. P-16. 


ALLEGHENY LUDLUM 


Export distribution: AIRCO INTERNATIONAL 


EVERY FORM OF STAINLESS .. 


. EVERY HELP IN USING IT 
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Tailor-made rubber and flexible vinyl parts produced through Ohio Rubber 
“Customeering” for original equipment in every industry. 


M.A 


How OHIO RUBBER fashions 
more profitable PARTNERSHIPS 


An Ohio Rubber “Customeering” engineer may 
start with your blueprint, but he begins saving you 
money after he checks your performance require- 
ments—what you need, where and how you'll be 
using your component part. 

Your savings start with his recipe for the material 
which goes into your part. Only the essential prop- 
erties required for the better performance of your 
product will be included—you will not be buying 
properties you don’t need. 

The ORCO engineer’s recommendations for 
feasible design modifications will further help pro- 
duce a better part, frequently at big savings to you. 





Combined with Ohio Rubber’s integrated mold 
and die service, complete facilities for molding, 
extruding, and bonding to metal, here’s a profitable 
partnership you may want to consider for your 
custom-made parts of rubber, synthetic rubber, 
silicone rubber, polyurethane, or flexible vinyl — 
one that offers all the advantages of single source 
control and responsibility. 

Suggestion: The more complete story behind 
Ohio Rubber’s long-standing and profitable part- 
nerships with leading original equipment manufac- 
turers is more fully told in ORCO Bulletin 715. 


Write for your free copy today! 9MP1 


THE Onwio Russer ComMPany 





Wi.ttoucHwey, Guio 


EAGLE 


PURCHASING 


A DIVISION OF EAGLE-PICHER 


COMPANY 


THE 
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“Dad believes in good guns and good gun manners’ 


** He just bought me a new gas-powered Hahn BB rifle. It’s 
real sharp and shoots straight, but he won't let me use it 
alone until I’ve learned good gun manners.” 


Hahn BB guns, styled after famous lever-action Western 
frontier rifles, have the look and feel of Dad’s guns—and they 
shoot straight. This is due to the accuracy of the barrels. They 
are made from commercial grade Superior carbon steel tubing 
—known for the consistent uniformity of its ID finish, free 
machining characteristics and economy. 


Examples of other unusual applications 
of this Superior tubing 
@ Carbon steel rectangular tubing for collimating tubes in a 


research reactor (.900 in. x .400 in. ID x .025 in. wall in 
10-ft. cuts) 


@ Specially conditioned ID tubing in long lengths used as high 
pressure diesel lines on earthmoving equipment (144 in. OD x 
.O88 in. ID) 


@® Cadmium plated compression sleeves for connecting the steel 
core of ACSR high tension cable (.404 in. OD x .179 in. 
ID in 5-in. cuts) 


@ 2'4 million ft. of carbon steel tubing in random lengths for the 
gear pinion in the timing fuse of artillery shells (.204 in. 
OD x .067 in. ID) 


Filling tubing orders that range from a few feet to millions, in 
a wide variety of materials, shapes and sizes, calls for the 
resources Superior has to offer. Why not investigate the 
advantages of using us as a source of tubing. Bulletin 41, a 
guide to the selection and application of Superior tubing, is 
yours for the asking. Write Superior Tube Company, 2034 
Germantown Ave., Norristown, Pa. 


Syoerir fube 


The big name in small tubing 


NORRISTOWN, PA. 


All analyses .010 in. to ¥% in. OD—certain analyses in light walls up to 2Y% in. OD 


West Coast: Pacific Tube Company, 5710 Smithway St., Los Angeles 22, Calif. e RAymond 3-1331 
For More Information Write No. 190 on Inquiry Card—Page 32 
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What you should know about 


box a delivery boy 


, a whale of a difference. It 
usually shows up on the sales charts. 


Did you know, for example, that some prod- 
ucts’ sales have increased substantially after 
their containers were redesigned visually? 
And consider this: A single corrugated box, 
in an average service lifetime, can meet and 
influence hundreds of people. Since you’ve 
paid for this valuable display space, why 
not make the most of it? 


Plant ...to point-of-purchase 


Colorfully printed corrugated boxes work 
hard for you in dozens of ways. You can use 
them to promote your brand name—create a 
“personality” for your product—add point- 
of-sale impact. Your designs can tie in with 
special and seasonal promotions and events 
—or your advertising. They can help develop 
dealer preference by speeding identification, 
simplifying inventory control. Even on fac- 
tory warehouse shelves good-looking boxes 
do an important in-plant merchandising job. 


Choosing the design 


The type of design and color to use will be 
governed by the specific marketing needs 
and the product itself. Is it an industrial... 
a staple ...a luxury? Should the mood be 
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design and printing of Union bowes 


gay ...warm...dignified? Is it desirable 
that the design be adaptable to family 
packaging? 


Union’s Package Design Department will be 
glad to analyze each of these factors for 
you, help you take maximum advantage of 
the many merchandising opportunities your 
container offers. 


Making the right impression 

How well your box design succeeds as a 
salesman depends largely on how it is repro- 
duced. And printing on corrugated is an 
exacting science. Roll pressures, for ex- 
ample, must be light enough not to damage 
or weaken corrugations... yet heavy enough 
to insure clear, crisp impressions that will 
stand up (and stand out) even under the 
severest handling and shipping hazards. 


Precision presswork. Modern ma- 
chines automatically print, score, slot 
and stack box blanks —in one fast 
operation. 


Hardworking designs quickly iden- 
tify contents including brand, size, 
count, code number, 


.--Or a traveling salesman? 


The tools for the job are critical too. Today, 
flexible printing plates have been perfected 
so that they can be tailored to the specific 
job to be done. There are new moisture-set 
and oil-base inks to choose from as well as 
new precision machines for the actual 
printing. When these developments are 
teamed with the bright, smooth surface of 
Union containerboard the result is a cor- 
rugated box that gives you the best in pro- 
tection for your products and merchandising 
for your brand. 


Ask to see samples of what has and what 
can be done. Union’s artists and pressmen 
have produced outstanding designs for some 
of the country’s largest and most discrimi- 
nating box users. Their services and talents 
are at your disposal. 


An experienced art staff is at 
your service. Specially trained to get 
the most out of corrugated printing, 
they can help you achieve maximum 
merchandising impact with your box. 


Write for new informative booklet, “Printing of Corrugated Boxes.” 


ONION BOXES 


UNION BAG-CAMP PAPER Corporation 
233 BROADWAY, NEW YORK 7,N. Y. 


Factories: Savannah, Ga.; Trenton, N.J.; Chicago, Ill.; Lakeland, Fla. 


Sales Offices: Eastern Division—1400 E. State Street, Trenton, N.J. 


Southern Division — P.O. Box 570, Savannah, Ga.; P-O. Box 454, Lakeland, Fla. 
Western Division —4545 W. Palmer, Chicago, Ill. 
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You could staff a college of engineering 
from the Alcoa Research Laboratories, 
for 37 of 762 technical experts hold a 
Ph.D. degree and 275 more are Masters 
f Science. Alcoa built this talent pool 
with the same philosophy that raised 
research and development expenditures 
to $18,000,000 in a recession year when 
ther aluminum firms chopped already 
lim budgets 20 to 50 per cent. 
This year, Director Kent Van Horn 


Dr. Kent Van Horn photographed with electron microscope. Photograph by Bruce Davidson 


DOCTOR VAN HORN GETS THE “GREEN LIGHT” 


has the ‘‘green light’’ for a new 
$30,000,000 science center. Yet this 
news is no surprise to men who know 
that Alcoa investments in research cre- 
ated 95 per cent of all aluminum alloys 

. . invented the alclad process to 
thwart corrosion . . . developed anodic 
treatments to give aluminum color and 
abrasion resistance . . . pioneered the 
fabricating techniques that turned alu- 
minum from a curio into a metal with 


over 4,000 product applications. 

For 70 years, Alcoa research has 
helped to put more than just 16 ounces 
of metal into every pound of Alcoa® 
Aluminum. If you have a question on 
aluminum, there is no better place to 
get the answer than Alcoa Research 
Laboratories. You begin by calling your 
local Alcoa sales office. Aluminum Com- 
pany of America, 2017-D Alcoa Build- 
ing, Pittsburgh 19, Pennsylvania. 


Yarcon helps you design it, make it, sell it 








Alcoa has hundreds of 
Kent Van Horns to help you 
design it, make it, sell it 


All of Alcoa’s skills are mobilized to a 
single purpose: To put more than just 
16 ounces of metal in every pound of 
Alcoa Aluminum you buy. Here are 
12 of the dozens of ways to do it: 


1. Research Leadership, bringing you 
the very latest in aluminum alloys and 
applications. 

2. Product Development by specialists 
in your industry and your markets. 


3. Process Development Labs for aid in 
finishing, joining and fabricating. 


4. Service Inspectors to help solve pro- 
duction problems at your plant. 


5. Quality Control to meet top stand- 
ards or match your special needs. 


6. Complete Line including all commer- 
cial forms, alloys, gages, tempers. 


7. Availability via the nation’s best 
stocked aluminum distributors. 


8. Foremost Library of films and books 
to help you do more with aluminum. 


9. Trained Salesmen with a wealth of 
on-the-spot information. 


10. Sales Administrators constantly on 
call to service your orders. 


11. Year-Round Promotions expanding 
your old markets, building new ones. 


12. The Alcoa Label, leading symbol of 
quality aluminum, to mark your goods. 


Added Values 
With Alcoa 


D 
Aluminum a 


VALUES 


. . is a case book of Alcoa special 
services and a guide to their availa- 
bility in design, manufacture and sales. 
Your copy, with some of the most re- 
warding information you may ever 
read, is waiting and it’s FREE. Write: 
Aluminum CompanyofAmerica, 2017-D 
Alcoa Building, Pittsburgh 19, Pa. 

For More Information Write No. 150 

on Inquiry Card—Page 32 
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Letters To 


The Editor 





IN THIS CORNER WE HAVE... 
Dear Sir: 

Harlan E. Cross, chairman, 
N.A.P.A. Standardization Com- 
mittee, called my attention to an 
article by Norman P. Levine en- 
titled, “The Hidden Threat of 
Standardization” which appeared 
in PurcHastnc Magazine (March 
2 issue). 

This article is based on a mis- 
understanding of what standards 
and standardization mean in the 
true sense. Actually, the defini- 
tion of a standard has two mean- 
ings: (1) A standard of length, 
weight, time; in short, the vast 
work that is done by the National 
Bureau of Standards in establish- 
ing the physical embodiment of a 
standard, (2) The second defini- 
tion relates to what is considered 
at the present time to represent 
the consensus of those more 
skilled in the art of what is the 
best procedure or process for 
making a particular item. 

It is also possible that a stand- 
ard might relate to a code such as 
a building code. In any event, 
standards are dynamic and are 
not static and represent the up- 
to-date views as to the best means 
of accomplishing a given result. 

Mr. Levine seems to indicate 
that an item bought in accordance 
with a nationally recognized spec- 
ification, and which is a “stand- 
ard” item, is necessarily an item 
that requires no further thought 
on the part of the purchasing 
agent. As a result, “negotiation” 
of price is circumvented and the 
purchasing agent is reduced to 
the status of a clerk. 

He further states that the pro- 
cedure of purchasing an item 
under a_ specification stultifies 
competition and hence is monopo- 
listic in character. Nothing could 
be further from the truth. 

The item made in accordance 
with a standard is open always 
to competition as to price, and 
the standard clearly sets forth re- 
quirements of what the item is 
supposed to do so that the advan- 
tages of good engineering specifi- 
cation is made available to all. 

The manufacturer can make a 


better product and hence reach a 
larger market by producing a 
more reliable and worthwhile 
product by process control. The 
purchasing agent should be alive 
to such possibilities and should 
know where he can purchase the 
best possible item under stand- 
ard specifications. 

As far as it is known, the items 
bought under standard specifica- 
tions may not necessarily have a 
predetermined price. Certainly 
the price is not higher for stipu- 
lated quality and the price is not 
administered. 

J. R. Townsend 
President 
American Standards Association 


New York, New York 


... AND IN THIS CORNER ... 
Dear Sir: 

I am gratified and amazed that 
my article has stirred up some 
sort of controversy among pur- 
chasing agents because I had al- 
most come to believe that pur- 
chasing agents were beyond con- 
troversy. 

Perhaps Mr. Townsend is right 
in his statement that the article 
is based on a misunderstanding of 
what standards and standardiza- 
tion mean in a literal sense. The 
fact is that the article concerns 
itself primarily with the purchas- 
ing agent’s relationship to stand- 
ardization and deals with stand- 
ards in the actual sense as they 
intrude on the business life of 
the purchasing agent. 

I have no quarrel with the 
American Standards Association. 
Their work is valid and good. 
The only matter I am concerned 
with is the effect standards have 
upon one particular group in the 
industrial world; namely, the 
purchasing agent. I attempted to 
point out to the purchasing agent 
that standardization was not the 
panacea which many envisage. 

With regard to Mr. Townsend’s 
views on standardization foster- 
ing competition, I would suggest 
that he take a position in a pur- 
chasing department of an indus- 
trial concern for a short period— 

(Turn page) 


45 











STAINLESS 
STEEL 
STRIP 


THROUGH 
SUPERB FACILITIES... 
SUPERB QUALITY and 
DEPENDABLE DELIVERY 


What do Wallingford Steel’s new facilities— 

a new metallurgical laboratory, Sendzimir Mill 
installations, and automation gaging systems— 
mean to you, the user? 


They mean better flexibility in the scheduling and 
delivery of strip to help you schedule 
your production more efficiently. 


They mean Jetter stainless steel and super metals with 
uniform quality and gage, lustrous finish, and 
exceptional resistance to high heat, corrosion and wear. 
Our exceptionally rigid quality control—X-ray __ 
gaging for strip thickness, sensitive elongation gaging 
for rolling operations—and laboratory sampling 
of our strip before shipping, assure you stainless 
strip which is unsurp: 3 


In summary, the stainless steel strip you need 
when you need it ! 


FACILITIES FOR WIDTHS UP TO 27”—THICKNESSES 
DOWN TO .001”—EXTREMELY CLOSE TOLERANCES 
MAINTAINED 


Write for complete data. 


THE WALLINGFORD STEEL CO. 


Progress in Metals for over 37 Years 


WALLINGFORD, CONN., U.S.A. 


COLD ROLLED STRIP: Super Metals, Stainless, Alloy 
WELDED TUBES AND PIPE: Super Metals, Stainless, Alloy 


For More Information Write No. 151 on Inquiry Card—Page 32 
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perhaps he will change his mind. 
In any event, I think contro- 

versy is something that purchas- 
ing agents do not indulge in very 
often. How can we learn the ulti- 
mate truths about the profession 
in which we are engaged unless 
we do argue about it from time to 
time. 

Norman P. Levine 

Director of Purchases 

Casco Products Corporation 

Bridgeport, Conn, 


VALUE ANALYSIS 
Dear Sir: 

For a study in the area of value 
and purchase analysis program, 
I would like to obtain as much 
information from you as possible 
regarding the following: estab- 
lishment, functions and objectives 
of a value analysis program; in- 
formation as to what can be ex- 
pected from a value analysis pro- 
gram; information regarding prac- 
tical examples of savings that you 
care to supply; and any forms or 
procedural materials that you 
might be able to give me for a 
value analysis program. 

Would it also be possible to ob- 
tain the May 12, 1958 issue of 
PURCHASING Magazine? 

Our purchasing agent, Jim Wil- 
liams, who receives your publica- 
tion and is a member of the pur- 
chasing agents association, in- 
forms me that you would be able 
to supply me with considerable 
information on the subject of 
value or purchase analysis. 

John P. Gueldenzopf 
Assistant Manager 
Hyster Company 
Danville, Illinois 
@ Unfortunately our supply of re- 
prints covering the general area 
of value analysis is exhausted. Mr. 
Gueldenzopf and others interested 
in value analysis will be pleased 
to hear that we will again 
thoroughly cover this very popu- 
lar subject in our June 8, 1959 
issue. All advance orders will be 
billed at the reduced rate of $1.00 
each. 


A POINT OF VIEW 
Dear Sir: 

Your publication generally has 
appeared to offer material that 
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YOUR "iz" 
TRUCK 


BATTERY 





Exide Industrial Division, the Electric Storage Battery Company, Philadelphia 20, Pa. 





is 


WHAT! 87% MORE WORK CAPACITY ? 
THIS TRUCK GOT IT WITH EXIDE-IRONCLAD 


Can any truck really work two full shifts 
in succession, moving heavy loads, even 
up ramps? The one shown above has 
been doing it successfully for over a 


year ... since being equipped with one 
of the new, more powerful Exide- 
Ironclad Batteries. 


The truck is used to move heavy loads of 


wood at the State Box Company, Sacra- 
mento, Calif. It was purchased originally 
to work one shift, entirely indoors. But 
increased production called the truck 
into service outdoors too. This meant 
moving up and down ramps such as you 
see in the picture. 


For More 


Aprit 27, 1959 


The original battery had a capacity of 
500 ampere-hours and fitted into the 
compartment with room to spare. This 
was plenty of power for one shift opera- 
tion, but not enough for the two shifts 
frequently required during rush seasons. 
The new Exide-Ironclad Battery packs 
936 ampere-hours and still fits into the 
same compartment. These more power- 
ful batteries are available in sizes for 
every electric industrial truck. You get 
more work capacity . . . more power 
per dollar. 

For more details on the new Exide-lronciad Batteries, write 
for a copy of the 8-page, iustrated brochure #6230. 


EXIDE CHARGERS SAVE 


You actually get more charging capacity 
for the price in these vertical chargers 
now offered by Exide. Simplified, stand- 
ardized construction reduces the cost of 
components, and savings are passed on 
to you. You also save on upkeep. Clean 
cooling air is drawn in at the top. So 
there’s less dirt accumulation. Oversize 
bearings last far longer. In addition, the 
vertical design saves two-thirds of the 


50 years ...never matched. Exide first pat- 
ented the tubular positive plate battery in 
1909. Today Exide-Ironclad is still un- 
matched for power, life and economy. 
Improvement has been constant. And now 
new materials and construction advances 
put it farther ahead than ever. 


YOU MONEY TWO WAYS 


floor or shelf space needed for mount- 
ing. Write for the new brochure giving 
complete information. 


Exide 


Information Write No. 192 on Inquiry Card—Page 32 








Niaster of Every Nut and Bolt... 


wm RIBEID 
Hex Wrench 


Wide-open fast-action multi-sided grip 
on every hex, square and flathead! 


Quick adjustment—stays to size... . 
this new Hex Wrench goes on easily, 
won’t slip off—harder you pull, the 
tighter it grips . . . no more skinned 
knuckles or rounded nut shoulders! 
Narrow jaw for close quarters. 
Famous RIG@Bib heavy-duty design, 
guaranteed housing, comfort- grip 
handle. Three sizes for %" to 2” 





nuts. Make your work easier and 
faster — buy new Ritaip Hex 
Wrenches at your Supply House! 


“Got the RIFSID 
name on if?... 
Okay, I'll take it!” 





¢ 
PER LLLED 


The Ridge Tool Company i" Elyria, Ohio, U.S.A. 


HTH 
THREADED PIPE... it’s Tight... it’s Best... Costs Less! 
For More Information Write No. 152 on Inquiry Card—Page 32 
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is sound and logical. As a_per- 
sonal opinion, the article, “Should 
Purchasing Costs Vary With 
Sales Volume?” which appeared 
in your March 16 issue seems to 
us, however, to be considerably 
far-a-field. 

With respect to “contract work” 
the analysis developed appears 
to have some area of reasonable 
application. A purchasing activity 
servicing a consumer products 
manufacturing organization, how- 
ever, can and, very possibly will, 
experience an increase in pur- 
chasing workload (and theoreti- 
cally purchasing costs) with a de- 
creasing sales volume as to the 
company’s products. 

R. G. Evans, 

Purchasing Agent 

Engineering and Research Staff 

Ford Motor Company 

Dearborn, Michigan 
@ We agree that purchasing costs 
should not always vary with sales 
volume in consumer goods indus- 
tries. It was shocking to us to 
learn that some companies cut 
their purchasing staffs last year 
in direct ratio to the reduction in 
sales. It is the policy of PurcHas- 
ING Magazine to run articles that 
reflect different points of view. 
The article mentioned above rep- 
resents the author’s opinion on 
buying for contract work. 


WHO’s ON FIRST? 
Dear Sir: 

First let me say that I agree 
wholeheartedly with Paul Far- 
rell’s fine editorial “The Lions 
Lie Down With The Lambs” 
(March 16 issue). Not only is the 
editorial itself well thought out, 
but the title is both apt and 
scholarly. 

Sober reflection, however, sent 
me apprehensively to the diction-: 
ary for reassurance. Alas, none 
was forthcoming. Buyer and sell- 
er; which is lion, which is lamb? 

A lion, says Webster in rela- 
tion to persons, is “one like a lion 
either in courage or ravenous 
cruelty.” A lamb is “innocent, 
gentle or weak as a lamb.” 

First impulse, being a buyer, 
was to assign to the salesman the 
role of king of the beasts. Cour- 
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“* — ANCOR £22 BY WHEELING 


STEEY 


3 steps to 
a permanent 
steel floor 


That’s all there is to it. Three simple 
steps...and you have a quiet, per- 
manent floor. It’s a safe floor, too. 
There are 33 concrete safety islands in 
every square foot. Write for details on 
Ancor Rolled Steel Floor Plates. 
Ackermann Manufacturing Company, 
subsidiary of Wheeling Steel Corpora- 
tion, Wheeling, West Virginia. 


IT’S WHEELING STEEL! 


Remove loose flooring material and 
pour a 11%” to 2” layer of fresh concrete. 








While it’s wet, position Ancor Plates Let concrete harden around the 53 steel 
and gently tap them to proper level. anchors on each plate. Floor’s ready! 


For More Information Write No. 193 on Inquiry Card—Page 32 
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FABRICATION 


TO YOUR SPECIFICATIONS 


Components and weldments of all 
types ... tanks, bases, covers, guards... 
are quickly and accurately fabricated 


by Kirk & Blum craftsmen. 


Complete facilities to 4%” thicknesses in 
mild and stainless, aluminum, monel 


and other alloys. 


Send your prints for prompt quotation. 


L\/() YEARS OF 
OU SERVICE 


eeeeecece 
eeeeeeecece 


« Flum 


THE KIRK & BLUM MANUFACTURING CO., 3125 FORRER ST., CINCINNATI 9, OHIO 





=F 


his 5 $ 
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ageous? Certainly; to face buyers 
day after day. He is ravenous for 
orders, with the cruelty perhaps 
reserved for the sales manager. 

But this approach, unfortunate- 
ly, left the P.A. in the role of the 
lamb. Gentle? Yes. Innocent? 
Perhaps. But weak... .? And cer- 
tainly we no longer expect to be 
fleeced. Here would be a con- 
tradiction of all that has been ad- 
vocated by your excellent publi- 
cation for many years. 

Yet reversing the situation is 
no help. No amount of conjecture 
can call to mind a lamblike sales- 
man. Although it must be ad- 
mitted that some vendors, in 
moments of frustration, might 
possibly ascribe the lion’s raven- 
ous cruelty to the buyer. 

Tell me, am I lamb or lion? 

Worried P. A. 
@ This above all—to thine own 
self be true. 


STICK TO THE FACTS 


Dear Sir: 

Your March 2 issue has reached 
my desk and I will state un- 
equivocally that it is the most 
comprehensive and factual article 
(“Autos And Trucks: Does it 
Pay To Lease Them?”) on auto- 
mobile leasing I’ve ever read— 
and I’ve been reading them for at 
least a decade. 

Please accept my congratula- 
tions. 

Sidney R. Rose 

Executive Vice President 
The Mautner Agency 
Milwaukee 3, Wisconsin 


oe, ee 


| 
Pye cH ASG 


“Chief, . . . P’d like to apply for a 
transfer. . .” 
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POWELL 


BRICATED 


Sectional-Powell Lubricated Plug Valves, Single 
Gland type. Also available with Flanged Ends. 


Powell Lubricated Plug Valves have many advantages Available in sizes 144”, through 16”, depending on the 
over conventional types of Valves: type required—semi-steel 175 and 200 pounds WOG; 
Simple design: only 3 basic parts—body, bonnet, plug. carbon-steel ASA 150 and 300 pounds. Also in other 


ick eg alloys on special order. 
ete shut-off. ; , 
Quis, comp Pay For complete information, write for our new Lubricated 
Tapered Plug assures positive seating. Plug Valve Catalog, Number PV-5. Or contact your 
Machined surfaces of plug and body are not exposed local Powell Distributor. 


in open position. The Wm. Powell Company e Cincinnati 22, Ohio 
Cavity-free straight passage assures streamlined flow. Dependable Valves Since 1846 


POWELL...world’s largest family of valves 


For More Information Write No. 194 on Inquiry Card—Page 32 
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Information For Your Catalog Files 





’ SHIPPING CONTAINERS 


A four-page two-color bulletin presenting a line of 
vulcanized fibre reusable shipping containers. De- 
scribes three basic types—standard padded, dunnage 
board, and shock cradle. Illustrated with photographs 
and line drawings. Tables list specifications and rec- 
ommended container types for various classifications 
of equipment. 


National Vulcanized Fibre Co. 
Write No. 1 on Inquiry Card—Page 32 


SPEED GEARS 


An eight-page bulletin describing hydraulic variable 
speed gears. Contains photographs, schematics, and 
rating tables. 

Crofts U.S.A. Inc. 


Write No. 2 on Inquiry Card—Page 32 


SPROCKETS 


Contains a listing of stock sprockets and flexible 
couplings for roller chains. Includes full dimensions, 
revised prices, and mounting and dismounting in- 
structions. 


Acme Chain Corp. 
Write No. 3 on Inquiry Card—Page 32 


SWITCH DEVICES 


Catalog 67 describes lighted indicator and pushbut- 
ton switch devices, The 20-page bulletin shows in 
color the versatility of the series. Features full di- 
mension drawings of all major items, as well as pho- 
tegraphs of all items in the series. 

Micro Switch 


Write No. 4 on Inquiry Card—Page 32 


TRACER CONTROLS 


Bulletin GEA-6122 describes tracer control systems. 
The eight-page’ bulletin discusses many applications, 
including verticle boring mills, skin milling machines, 
and center-drive lathes. Numerical positioning and 
contouring controis are also included. 

General Electric Company 


Write No. 5 on Inquiry Card—Page 32 


TRANSFORMERS 


Bulletin No. 151 describes a line of variable trans- 
formers. Provides operating data and dimensions on 
tandem assemblies and enclosed or portable trans- 
formers. Features tables to facilitate selection by 
type or application. 

Ohmite Manufacturing Company 


Write No. 6 on Inquiry Card—Page 32 


TRANSMISSION 


A four-page brochure covering design and perform- 
ance features of Hystamatic transmission. Describes 
transmission and includes a cutaway showing com- 
ponents. 


Hyster Company 
Write No. 7 on Inquiry Card—Page 32 


TUBES 


A catalog on Trufin, an integral finned tube. Lists 
sizes, alloys, heat transfer data, and application data. 
Wolverine Tube 


Write No. 8 on Inquiry Card—Page 32 


UNIVERSAL JOINTS 


A catalog covering a line of single and double uni- 
versal joints. Has prices and specifications, plus in- 
formation on disassembly, reassembly, and lubrica- 
tion. Includes a conversion table between static 
torque inch-pounds and horsepower at 100 rpm. 
Curtis Universal Joint Co., Inc. 


Write No. 9 on Inquiry Card—Page 32 


V-BELTS 


A circular containing specifications of standard sizes 

of single groove V-belt pulleys. Also describes spe- 

cial sizes of welded pressed steel pulleys. 
Nagle-Chase Manufacturing Company 


Write No. 10 on Inquiry Card—Page 32 


VALVES 


A catalog covering a line of single piston type hy- 
draulic operating valves. Describes the features of 
the valves with tables, illustrations, and photographs. 

Homestead Valve Manufacturing Company 


Write No. 11 on Inquiry Card—Page 32 


WIRE PRODUCTS 


A six-page folder describing various types of ferrous 
and nonferrous wire. The different spools and coils 
are pictured, along with brief descriptions of these 
put-ups. Also included are wire gauge tables. 

H. K. Porter Company, Inc. 


Write No, 12 on Inquiry Card—Page 32 
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TENSION- 10 keer your souren assemsus TIGHTER toncer 


Wherever products are subject to move- Spring Lock Washers are quality con- 
ment, vibration, stresses and strains, trolled throughout their manufacture 
more than tight fastenings are neces- and offer the reactive range and pres- 
sary to keep assemblies tight indefinite- sure necessary to keep bolted assemblies 
ly. There must be constant tension in 
the assemblies and the one sure way to 
accomplish this is by the use of famous 
Reliance Spring Lock Washers. They 
not only retard “nut creep,” but auto- 
matically compensate for bolt stretch, 
thread wear, expansion and contraction 
due to temperature changes. 


tighter longer. Reliance Spring Lock 
Washers have proved for fifty years an 
accepted standard in industry, and are 
produced in four standard series: light, 
medium, heavy and extra heavy 

for each screw and bolt size. 


For more information please write 


: 9 2 for Engineering Bulletin W-50 
Made of cold drawn spring steel in or request a visit from one of 


Reliance’s own cold finished mill, the our fastening engineers. 


RELIANCE DIVISION 
in MANUFACTURING COMPANY 
513 CHARLES AVENUE 


2 MASSILLON, OHIO 

SALES OFFICES: New York * Cleveland * Detroit * Chicago * St. Lovis * San Francisco * Los Angeles 

sconces Engine Valves » Tappets @ Hydraulic Valve Lifters e Valve Seat Inserts » Jet Engine Parts » Hydraulic Pumps, 

Motor Truck Axles # Permanent Mold Gray Iron Castings # Forgings « Heater-Defroster Units ¢ Automotive Air Conditioners 

Fastening Devices # Cold Drawn Steel # Stampings # Gears « Leaf and Coil Springs ¢ Dynamatic Drives, Brakes, Dynamometers 
For More Information Write No. 195 on Inquiry Card—Page 32 
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POWER 


Plane, Mode 


Sander, Model 57S—7” discs, quick- 

— spindle lock ; free speed : 4,500 
4 duty ball bearings; 10 

amps., 115 or 230 v.; wt. 14 Ibs. 


! 


3 
Heavy-Duty %” Drill 384 has high — 


torque ; capacity: %’’ steel. 4%’ wood. © 


and needle bearings; net 84% Ibs. 


to hoost job efficiency 
with REMINGTON tools 


sprocket chain driv 
sealed 


in grease 


Electric Drill, Model 125— 14” cae 
pacity, geared key chuck ; 5-amp. mo- 
tor; removable auxiliary handle; ball 
and needle bearings; wt. 834 Ibs. 





Powerful, rugged, easy to 
handle—Remington Power 
Tools help you “post out- 
put and ease the tough jobs. 
They’re precision-built for 
long service and minimum 
maintenance. Your Rem- 
ington distributor stocks 
and services the industry’s 
widest selection of power 
tools and parts. 





CHOOSE THE POWER MOST 


EFFICIENT FOR YOU. REMINGTON 
POWER TOOLS ARE AVAILABLE IN 
AIR - ELECTRIC - GASOLINE 
ACTUATED 


AND POWDER 
MODELS 


Powerful 5-amp., AC-DC motor; ball 
F 


Electric Saw, Model 86—8 14‘ blade; 
cuts full 2%”; bevel cuts to 2%,"; 
powerful 15 amp. motor; complete 





with blade, wrench and carrying case. 


| A 


Screwdriver, Mode! 143SR—Rever- 
sible; capacity: No. 10 wood screws; 
adjustable clutch for pre-set tension; 
ball bearings ; locking trigger switch. 


Remington 


Remington Arms Company, Inc., Bridgeport 2, Conn, 


1N CANADA: Remington Arms of Canada Limited, 


36 Queen Elizabeth Bivd., Toronto, Ont. 


a ee FREE POWER TOOL CATALOGS Ce a oda 


Remington Arms Company, Inc., Bridgeport 2, Conn. 


Please send 


Position 





OC Chain Saws 


AB-4 


without obligation—catalogs on Remington Contractor & Industrial Tools checked below: 


) Electric Tools ©) Alr Tools () Flexible Shaft Machines () Concrete Vibrators 


OC Stud Drivers 











Zone 


State 
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Catalog Files 





MOTORS 


Bulletin GEA-6814 lists high- 
speed synchronous motors. The 
four-page catalog describes design 
features, construction, and applica- 
tions of constant speed motors. Illus- 
trations show manufacturing tech- 
niques and typical installations. 


General Electric Company 


Write No. 13 on Inquiry Card—Page 32 


PIG IRON 


A 28-page booklet describing 
merchant pig iron production. Gives 
a detailed account of various grades 
produced. Tells about available field, 
laboratory, and mill metallurgical 
services. 


Republic Steel Corporation 


Write No. 14 on Inquiry Card—Page 32 


PIPE PLUGS 


A bulletin describing the advan- 
tages and installation of pipe plugs. 
Lists sealing and locking qualities. 


Lock Thread Corporation 
Write No. 15 on Inquiry Card—Page 32 


SAWING MACHINES 


The 26-page brochure describes 
contour sawing machines. Floor plan 
layout and full technical specifica- 
tions are given 


Doall Company 


Write No. 16 on Inquiry Card—Page 32 


SLINGS 


A 24-page catalog describing 
Gripper woven wire slings. Lists ad- 
vantages, typical uses, technical 
data, and specifications. 


Cambridge Wire Cloth Company 
Write No. 17 on Inquiry Card—Page 32 


STENCIL INKS 


Bulletin No. 58 covers stencil inks 
in spray cans. The four-page catalog 
lists colors and advantages of these 
inks. 


Reynolds Ink, Inc. 


Write No. 18 on Inquiry Card—Page 32 
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DELROYD 


VERSO WORM GEAR 


SPEED REDUCERS 


smaller space 


and 


more horsepower 
per dollar 


Make this 
value 
analysis 
NOW! 


Aprit 27, 1959 
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1. Involute helicoid thread form has 
highest load capacity of any type of 
worm gear. 

2. Fan cooling and ribbed construction 
give maximum effect of heat dissi- 
pation, 

3. Centrifugally cast bronze dished 
gear—dry well construction. 


4. Unit may be mounted in any posi- 


a new standard 
in worm gear design 


@ 


tion. Alternate mounting surfaces. 

5. Tapered roller bearings used 
throughout—provide maximum load 
capacity. 

6. Heat treated alloy steel gear shaft 
with bearing and sealing diameters 
provide a strength of 185% of an un- 
treated shaft of the same diameter. 


Send for Catalog No. 5018 


eA Steam Turbine Company 


807 Nottingham Way, Trenton 2, New Jersey 


7 ire oo 
ieee 


| 


| 
: 























Many stee/ suppliers 


make routine call/s 


Be sure you choose 
the supplier who 
makes personalized 


service calls 





He’s easy to find. He’s the one supplier who offers 
you fast, flexible district office service. He’s the sales- 
man from Granite City Steel Company. 


To provide customers with steel-buying help in a 
hurry, Granite City Steel maintains eight sales offices 
in Middle America. When you need a question an- 
swered, a problem solved, our salesman is your 
direct link with the Mill. 


He's cooperative. He knows steelmaking. He’s 
familiar with your products and production problems. 
Most important, he knows that customers in Middle 


America come first . . . and that means you/ 

At Granite City Steel, we believe that quality service 

is just as important as quality steel. May we prove it GRANITE CITY STEEL 
to you? STEELMAKERS TO MIDDLE AMERICA 


ingots, Slabs and Plates « Hot and Cold Rolled Sheets « Porcelain Enameling Sheets 
Electrical Sheets « Electrolytic Tin Plate * “Strongbarn” and Industrial High-Tensile 


nized Flat Sheets. HOME OFFICE: Granite City, III. SALES OFFICES: Dallas » Memphis « Kansas = 8 -. 


Galvanized Corrugated Steel Roofing and Siding « Galvanized Culvert Sheets * Galva- 
City « St. Louis « Minneapolis *« Houston « Moline « Tulsa 
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Purchasing People in The News 





George B. Vieweg Jr. has been 
appointed special projects assis- 
tant, purchasing division, Wheel- 
ing Steel Corporation, Wheeling, 
W. Va. Mr. Vieweg has been 
commissioner of the Department 
of Finance and Administration, 





George B. Vieweg, Jr. 


State of West Virginia, since 1957. 
Prior to that, he was director of 
purchases, J. L. Stifel and Sons, 
Inc., Wheeling. Mr. Vieweg is af- 
filiated with the National Asso- 
ciation of Purchasing Agents and 
the Tri-State Purchasing Agents 
Association. 


The Data Processing Division 
of International Business Ma- 
chines Corporation has announced 
the promotion of John L. Calla- 
han to the position of purchasing 
manager for the division. He is 
succeeded as assistant for pur- 
chasing in the manufacturing de- 
partment by H. S. Sheriff. Mr. 
Sheriff was purchasing agent for 
the IBM plant in San Jose, Calif. 
Forrest A. Detrick has been ad- 
vanced to purchasing agent at the 
San Jose plant. 

Mr. Callahan, who will be 
located at divisional headquarters 
in White Plains, will be responsi- 
ble for all purchasing activities 
for the Data Processing Division. 
He joined IBM in 1940 at the En- 
dicott plant. He served in various 
capacities in the purchasing de- 
partment before being named to 
his former post in the manufac- 
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turing department. Mr. Sheriff, 
the new assistant for purchasing 
in the divisional manufacturing 
department, joined IBM in 1936. 
He will be responsible for all 
plant purchasing activities and 
will make his office in White 
Plains. Mr. Detrick, who joined 
IBM in 1937, was formerly assis- 
tant purchasing agent at the San 
Jose plant. In his new post, he 
will be responsible for all pur- 
chasing activities at the San Jose 
facility. 


Roy Kabella has been appointed 
purchasing agent for The Silcrest 
Company, millwork manufactur- 
ers in Wausau, Wisconsin. Mr. 
Kabella, was with Corn Products 
Company, Argo, Illinois, for 5 
years. Then he joined Ford Motor 
Company, Aircraft Engine Divi- 
sion, as a buyer for seven years. 
His last position was with O. A. 
Sutton Corp., of Wichita, Kan- 
sas, where he served as assistant 
purchasing agent. He is a mem- 
ber of the National Association of 
Purchasing Agents. 


Charles W. Selover has been 
named manager of purchases for 
Eastern Chemical Division, Hook- 
er Chemical Corporation, Niagara 
Falls, New York. Mr. Selover will 





Charles W. Selover 


still do the purchasing function 
for the Niagara plant and will 
also continue as manager of pur- 
chases for the Durez Plastics 


Division plants at North Tona- 
wanda, N. Y. and Kenton, Ohio. 
His office will remain at Niagara 
Falls. Mr. Selover came to Durez 
in 1929 in the accounting depart- 
ment. He was appointed assistant 
treasurer and credit manager in 
1937. He became purchasing agent 
for Durez in 1947. After Durez 
and Hooker merged he was named 
purchasing agent for raw ma- 
terials at Hooker. 


Markel Electric Products, Inc., 
Buffalo, N. Y., has named Lester 
M. Markel vice president in 
charge of purchasing. He was the 
former purchasing agent for the 
company. 





Lester M. Markel 


National Can Corporation an- 
nounced the appointment of 
George C. Farmer as purchasing 
agent of the Atlantic Division. His 
headquarters will be in Baltimore, 
Md. Mr. Farmer most recently 
was purchasing agent of Diecraft, 
Inc. Before that he was with 
Rheem Manufacturing Company 
as expeditor, buyer, and then 
senior buyer in purchasing. He 
is a member of the Purchasing 
Agents Association of Baltimore. 





SEE PAGE 186 FOR MORE 
PURCHASING PEOPLE IN 
THE NEWS 
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HOW NEAR IS YOUR PHONE? Bridgeport’s new and expanded ware- 
house service on aluminum, brass and copper is just that close! 

Of course, the added convenience of fastest delivery is only one of the 
advantages Bridgeport offers. You can also count on “all-the-way-through” 
quality that’s the result of exacting care in alloying, tempering, finishing and 
testing. Careful adherence to tolerances, too. In fact, when you dial your 
Bridgeport warehouse, you're dialing a tradition—of service, of quality! 

What's more, these same warehouse facilities are the perfect service source 
for special aluminum shapes, extrusions. Copper and brass alloys, too. Start 
today to.get prime products, prime service—from Bridgeport! 


Bridgeport Aluminum 
Screw Machine Rod 


Alloys: 2011-T3 2017-T4 
2024-T4 6061-T6 


Diameters: Y2” to 2” Rounds or 
Hexagonals 


Lengths: 12-foot standards 


PuRCHASING 








waiting: 


source for AILU™M I TUM 


Check these Bridgeport warehouses and offices for fast, local service 


Bridgeport Aluminum CHICAGO: LAfayette 3-2230 LOS ANGELES: RAymond 3-5101, SAN FRANCISCO: UNderhill 1-2551 
Coiled Sheet CLEVELAND: CEdar 1-5180 PArkview 1-5171 NEW YORK: EXeter 2-4290 
DENVER: MAin 3-0273, AComa 2-4108 MINNEAPOLIS: FEderal 9-7061 PHILADELPHIA: JEfferson 5-3900 
ST. LOUIS: CEntral 1-0076 NEWARK (Hillside): Bigelow 3-0044 § PROVIDENCE: Willams 1-2100 


Alloys: 1100 3003 3004 5005 
5050 5052 5357 


Widths: Up to 24” + Gauges: .006 A. BRIDGEPORT BRASS COMPANY 
way BAdgepyrt Bridgeport 2, Connecticut + Sales Offices in Principal Cities 
T : All ial. Slitti oo ° pe ° , ° ° 
TT? a Specialists in Metals from Aluminum to Zirconium 


For More Information Write No. 198 on Inquiry Card—Page 32 
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NEW ENGLAND DIVISION 
Milford, Connecticut (Trinity 8-1761) 


p 
{Smale 


PENN DIVISION 
Hatbore, Pennsylvania (Osborn 5-4560) 


Qas, ssa 
ILLINOIS DIVISION 
Aurora, Illinois (Aurora 2-4278) 





E 
OHIO DIVISION 
Elyria, Ohio (Fairfax 3-3177) 


= 
PACIFIC DIVISION 


Norwalk, California 
(Phone Whittier: Oxford 3-3777) 


> 


MILFORD 
MANUFACTURING 
PLANTS 


are within overnight 
bin Sled dlalemelt-jf-lalet—me}| 


your assembly line. 


To give you unmatched service on tubu- 
lar rivets, Milford has five manufactur- 

ing plants and twenty sales offices 

strategically located across the country’s 

industrial beltline. 

For the answers to delivery problems 
. .. get in touch with Milford first! 


MILFORD RIVET 
& MACHINE CO. 


MILFORD, CONNECTICUT . HATBORO, PENNA 
ELYRIA, OHIO » AURORA, ILL. « NORWALK, CALIF. 
For More Information Write No. 155 
on Inquiry Card—Page 32 
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FOB-=“tilosofy of buying” 





W nen YOU MIX pre-produc- 
tion purchase analysis, the latest 
patter from Madison Avenue, and 
the complete lack of inhibition 
that marks modern life, the re- 
sults can be a little startling. This 
somewhat old-fashioned depart- 
ment just goggled the other 
morning when this four-page per- 
sonal announcement was received 
from Mr. and Mrs. L... : 

“They said—It Couldn’t be 
Done, Couldn’t be Done, Couldn’t 
be done. 

BUT... after 10 years of Ex- 

haustive Research 

L & L HAVE done it! 

Though still in the development 
stage, production experts estimate 
a gala showing by ‘Labor’ Day 
1959.” 

® & 


W un ON the subject, we’d 
like to report on a new develop- 
ment that may change the whole 
course of editorial freeloading: 
Seymour Manufacturing Com- 
pany recently held a “press party” 
by mail in scores of magazine 
editors’ offices. The editors got 
the story without having to leave 
their desks (which ordinarily 
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would mean getting up from the 
desk, walking to a nearby hotel 
or plush restaurant, enjoying a 
couple of drinks and a good lunch, 
picking up a heavy envelope, and 
walking back to the desk.) 

Seymour’s press kit, delivered 
to the office, contained photos, 
news releases, technical data— 
and a dehydrated Martini. 

The idea is basically sound, 
but it has frightening overtones. 
Editors may be moving toward 
the 90 hour week while every- 
body else is moving toward the 
30-hour week, if this business of 
sending in dehydrated stuff to 
keep them at their desks catches 
on. Maybe somebody will come 
up with a collapsible bed that can 
be stowed in a desk drawer at six 
every morning and popped out at 
midnight so the editor won’t even 
have to go home. 


F ascrnatinc fragment of a 
conversation overheard in the 
New York subway last week: 
“Do they have television?” 
“They do. Ah, that’s the coming 
thing all right.” 





“Hi! How was the vacation?” 





Frank DeCRANE, director of 
purchases for Lamson & Sessions 
of Cleveland, has no complaint 
about not getting enough recogni- 
tion for purchasing. His manage- 
ment not only recognizes what a 
good job purchasing does for the 
company, but also wants the 
world—particularly sales pros- 
pects for its fasteners—to know 
about it. Frank was featured in 
a striking full-page ad in our 
March 2 issue (page 18), explain- 
ing how creative buying plays 
a vital part in creating customers 
for L & S. He told how purchas- 
ing can frequently suggest im- 
proved or alternate materials to 
do a better job at lower cost; 
how modern purchasing substi- 
tutes imagination and ingenuity 
for “rubber-stamp” thinking to 
provide better service for cus- 
tomers. 


H: WHO STICKETH neck out 
should not shrink from making 
moral decision. 

In our January 5 column, we 
discussed the Christmas gift prob- 
lem and by indirection criticized 
the president of a remembrance 
advertising firm for criticizing 
our senior editor’s stand on gifts 
for purchasing agents. The presi- 
dent was Mr. Charles Ward of 
Brown & Bigelow. Just two 
months later we received a news 
release describing B & B’s new 
Imperial Redi-Flame gas lighter 
for cigarettes, cigars, and pipes— 
and a sample of the handsome 
lighter. 

The problem is: what to do 
with the lighter? Can we in good 
conscience keep it? Would we be 
compromising our principles and 
laying ourselves open to a charge 
of hypocrisy? Does this beauti- 
fully made lighter, complete with 
a five year supply of isobutane 
fuel, fall in the category of ad- 
vertising material? 

Please help us out of this 
dilemma, To the reader submit- 
ting the best suggestion as to 
what to do with the lighter, 
we'll award a paperback copy 
of Niccolo Machiavelli's “The 
Prince.” Entries are limited to 
100 words and should be submit- 
ted before June 1. 
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Make NEWARK your source of supply for Wire Cloth and Wire 
Cloth Products. We weave all of our own cloth from which we 
fabricate parts for our customers...thus insuring both quality 
of cloth and accuracy of construction. 


Newark Wire Cloth is available in all standard widths, all 
meshes, all commercial metals...the Newark line is a complete 
line even up to 400 mesh cloth. And if your problem is one of 
parts design, our engineers will be glad to 


NEWARK 
aid. May we quote on your requirements? fe*accuracy 


Tire Sloth 


COMPANY 


351 VERONA AVENUE « NEWARK 4, NEW JERSEY 
For More Information Write No. 156 on Inquiry Card—Page 32 
For More Information Write No. 157 on Inquiry Card—Page ard 





ay CN Spring Flow 


Custom-tailored packaging of springs 


that cuts costs and 
speeds operations 
in your plant 


Spring Flow is a systematic approach to 





the problems of handling and storage of 
springs, wire forms, small stampings, in cus- 
tomer plants. It overcomes time-wasting 
tangling, and the distortion that often re- 
sults from tangling. It can be engineered 
for specific applications to expedite hand or 


automatic assembly. 














Spring Flow lowers handling and assembly costs — eliminates distortion — protects finish 


Spring Flow makes use of a variety of modern materials, 
dispensers, containers. The extent to which it may be 
applied depends on the complexity of each individual 
part and handling requirements. The cost of Spring 


Flow is frequently offset by resulting savings. 


Associated Spring Corporation 


Wallace Barnes Division, Bristol, Conn. and Syracuse, N. Y. Raymond Manufacturing Division, Corry, Penna. 
B-G-R Division, Plymouth and Ann Arbor, Mich. Ohio Division, Dayton, Ohio 


The potential benefits of Spring Flow almost defy 
imagination. Ask for a Spring Flow proposal for 
your springs or other fabricated-metal products. 
Or find out more about this exclusive service by 


writing for the new booklet—‘‘Spring Flow.” 


General Offices: Bristol, Connecticut 


Seaboard Pacific Division, Gardena, Calif. 
Cleveland Sales Office, Cleveland, Ohio 


Gibson Division, Chicago 14, Ii! F. N. Manross and Sons Division, Bristol, Conn. Dunbar Brothers Division, Bristol, Conn. 
Milwaukee Division, Milwaukee, Wis. San Francisco Sales Office, Saratoga, Calif. Wallace Barnes Steel Division, Bristol, Conn. 


Canadian Subsidiary: Wallace Barnes Co., Ltd., Hamilton, Ont. and Montreal, Que. Puerto Rican Subsidiary: Associated Spring of Puerto Rico, Inc., Carolina, P.R 


$eo8 











Suffixes and prefixes with a cylindrical 
roller bearing number spell a big 
difference in price and service... 


Cylindrical roller bearings are manufactured in the vari- with confidence that the bearing you order will be the 
ations shown above, as well as many others. They are bearing you get. Call our nearest branch. 

supplied with separators of cast bronze or pressed steel. 
Some have a full complement of rollers, no separators. 











Straight inner race; separator; retaining rings in outer race. 
Single flanged inner race; separator; retaining rings in outer race. 
Double flanged outer race; bronze separator; single flanged inner race, 
Double flanged inner race; straight outer race; bronze separator. 
Straight inner race; double flanged outer race; bronze separator. 
If you buy or authorize replacement bearing purchases, Double flanged inner race; single flanged outer race; retainer on 
make certain you order by all suffixes and prefixes sie ig opposite side; non-separable; steel retainer. 

searings, Inc. have complete stocks of all types in all sizes Double flanged inner race; single flanged outer race, retainer on 
and can advise which is best for each application . . . Buy opposite side; non-separable; full roller, no separator. 


Providing bearing service BEARINGS, INC. 


in the North» QHtO: Akron * Canton * Cincinnati * Cleveland « Columbus * Dayton © Elyria* Hamilton* Lima * Lockland * Mansfield * Toledo Youngstown * Zanesville 
INDIANA: Ft. Wayne « Indianapolis * Muncie * Terre Haute » PENNSYLVANIA: Erie * Johnstown ¢ Philadelphia + Pittsburgh © York 
WEST VIRGINIA: Charleston * Huntington * Parkersburg * Wheeling® NEW JERSEY: Camden 
and NEW YORK: Buffalo, Balanrol Corp.» MARYLAND: Baltimore DELAWARE: Wilmington 


inne Sour FIXTE BEARINGS, INC. 


FLORIDA: Jacksonville» GEORGIA: Atlantas KENTUCKY: Lovisvilles LOUISIANA: Baton Rouge * New Orleans 
N. CAROLINA: Charlotte * Greensboro *» $. CAROLINA: Greenville » TENNESSEE: Chattanooga * Kingsport + Knoxville * Nashville 


. 


Each can be called interchangeable with the other, yet 
none are. All variations are prweed differently and each is 
designed to fit particular applications. 


AnA we 


a 
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Highlights of This Issue 





“ The P.A.s' Problems 


What’s bothering purchasing people these days? 
What do they want more help on? One way to 
find out is to ask those experienced purchasing 
agents and buyers who are actively trying to im- 
prove their knowledge of the field. A leading 
teacher of purchasing questioned just such a 
group in his Stanford University night course. 
After determining the six major areas in which 
purchasing agents wanted more information, he 
went to top purchasing executives on the West 
Coast to see (1) if they were interested in the 
same problems and (2) what they, were doing 
about them. His article tells what he found out 
about committee representation for purchasing, 
performance measurements, policies on leasing or 
buying, make-or-buy decisions, forecasting, and 
the learning curve. 

See Page 69. 


“ What Purchasing Power Means 


The value you get in your buying doesn’t de- 
pend only on the volume of business you give to 
suppliers. If it did, there would be no need for 
small or even medium size departments. It de- 
pends on the way you exercise your purchasing 
power—whether it’s in the thousands or the mil- 
lions—to become a desirable customer. The latest 
article in Stuart Heinritz’ series tells you how 
to get more for your buying dollar by the in- 
telligent use of that power. 

See Page 86. 


“ Forms, Forms, Forms 


You may need help in designing a new form, or 
installing a completely new set of forms. Or 
maybe you’re curious about how others handle. 
certain aspects of their purchasing paperwork. 
In either case, you'll be interested in a new, 
regular feature that begins in this issue—the 
Forms Forum. It starts with a general article 
on how to save money on forms design. In fol- 
lowing issues we'll present illustrations and de- 
scriptions of actual purchasing forms now being 
used in all types and sizes of companies. 


See Page 142. 


Credits: Cover photo courtesy of The Metropolitan Museum of Art, 
gift of Thomas F. Ryan, 1910 





Don't Miss Purchasing's Annual 


Value Analysis Issue—June 8. 
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INCREASED CHAIN 
LIFE 4 TIMES” 


—says FASTERFAT, Division of 
National Seo Products Limited 








‘3 





“Two years ago we switched 

from the lubricant we were then 
using to your LUBRIPLATE, and we are 
pleased to inform you that we have had 
very excellent satisfaction from its use. 
High speed silent chains on the drives of 
our fish meal cookers, which were for- 
merly worn out in about six months, are 
still in service after two years.” 


REGARDLESS OF THE SIZE AND 
TYPE OF YOUR MACHINERY, 
LUBRIPLATE GREASE AND 
FLUID TYPE LUBRICANTS WILL 
IMPROVE ITS OPERATION AND 
REDUCE MAINTENANCE COSTS. 


LUBRIPLATE is available 
in grease and fluid densi- 
ties for every purpose... 
LUBRIPLATE H.D.S. 
Moror OIL meets today’s 
exacting requirements for 
gasoline and diesel 
engines. 

















For nearest LUBRIPLATE distributor see 
Classified Telephone Directory. Send for 
free ““LUBRIPLATE DATA BOOK”... a 
valuable treatise on lubrication. Write 
LUBRIPLATE DIVISION, Fiske 
Brothers Refining Co., Newark 5, N. J. 
or Toledo 5, Ohio. 


SKE BROTHERS REFINING, 
* + 1. E00 


For More Information Write No. 158 
on Inquiry Card—Page 32 
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YALE TRUCK OPERATES UNDER ALL CONDITIONS 


With speed, safety and stability... come rain, shine or rugged terrain! 


Bringing loads of 15,000 to 20,000 lbs. over 
rugged terrain in any weather is part of a day’s 
work for the Yale G-3. Twin cylinder lifting! Low 
center of gravity! I-beam frame assembly! Extra- 
rugged overall construction! It all adds up to 
stability never before attainable in a gas truck 
of this capacity. 

As for speed! The Yale G-3 travels at 20 mph! 
Lifting speeds up to 60’ a minute—extra-fast, 
controlled lowering, too. Operations are carried 
out with unusual safety. Operator, seated be- 
tween widely spaced uprights, has absolutely 


i, 


unhindered forward view. Excellent ground visi- 
bility to rear of truck, too. 

The Yale G-3 is easily convertible to LP-gas. 
Available with fluid coupling, standard trans- 
mission or Yale’s fully automatic Torque Trans- 
mission. For further information about this 
rugged member of Yale’s profitable line of indus- 
trial lift trucks and hoists, contact your Yale 
representative. Or write for brochure #5230 to: 
The Yale & Towne Manufacturing Company, 
Materials Handling Division, Philadelphia 15, 
Pennsylvania, Department GT 1-H. 


INDUSTRIAL LIFT TRUCKS 
TRACTOR SHOVELS - HOISTS 


YALE & TOWNE 





Yale Materials Handling Division, a division of The Yale & Toba dieetetaiiie Company. Manufacturing Plants: Philadelphia, Pa., San Leandro, Calif., Forrest City, Ark. 
Products: Gasoline, Electric, Diesel and LP-Gas Industrial Lift Trucks » Worksavers » Warehousers « Hand Trucks « Industrial Tractor Shovels » Hand, Air and Electric Hoists 





EDITORIAL 





Best Buy 
of the Year 


PURCHASING MAGAZINE 
AprRIL 27, 1959 
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In HIS popular history of America in the first half of the 
Twentieth Century, The Big Change, Frederick Lewis Allen 
twitted businessmen about one of their most revered institutions, 
the annual convention. The serious purpose of the gatherings, he 
said, is often submerged in fun and entertainment. Nevertheless, 
he concluded, the people who run and attend the conventions 
have a sound idea. They have learned that it is to the long-range 
interest of all to pass information around—‘“very much as the 
members of the American Historical Association have learned 
that it is to the long range interest of the science and art of 
history to pass information around.” 


Of all the fine things that could be said about the conventions 
of the National Association of Purchasing Agents, nothing de- 
scribes their purpose any better than that simple phrase—‘“to 
pass information around.” They have been doing this now for 
forty-four years, to the incalculable benefit of those who have 
had the foresight to attend them. In June, another chapter in 
this extraordinary record of mutual education will be written 
when N.A.P.A. holds its annual convention in New York. 


The N.A.P.A. convention needs no special justification. Its 
appeal is the same in good times or bad times, in the steamboat 
age or the space age. The programs you hear and participate 
in, the views others exchange with you almost automatically key 
themselves to the purchasing problems of the times. You’re only 
one step further away from the mainstream of modern purchasing 
thought when you fail to exploit the informational contacts of 
a national convention. 


And to be honest about it, the help you get at a convention 
is just as effectively absorbed in an atmosphere of good fellow- 
ship. N.A.P.A. conventions are serious, decorous affairs, but it’s 
a pious exaggeration to hold that they should be all work and 
no play. The good fellowship and entertainment that have been 
part of these annual affairs have been no impediment to learn- 
ing. 


Come to New York June 14-17 for the 44th Annual Convention 
of the National Association of Purchasing Agents. It’s bound to 
broaden your personal and professional horizons. There isn’t a 
better buy you could make this year. 
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y Steel Bu 


yers Get Strike Fever: IRON 
Hedge Buying Begins 





Report on Ryerson stocks 
as steel squeeze tightens 


Steel stocks at Ryerson are at an all-time 
record high—in tons, types and sizes. For- 
tunately, Ryerson anticipated a squeeze 
situation and began laying in stocks of steel 
months ago. You can depend on Ryerson to 
furnish steel of high, uniform quality and 
to maintain its regular policy of fair, pub- 
lished prices. 


Avoid loss of cost controls 


Don’t let the steel squeeze trap you into 
scrapping cost control programs based on 





I-v-B-M 


Increased Value in Buying Metals 


sound inventory policies. You’ve proved the 
economies of avoiding long-term commit- 
ments—and the high “cost of possession” 
that goes with them. Call Ryerson for risk- 
free steel buying and get the steel you need 
when you need it—cut to exact size and 
ready to use. 

Your Ryerson representative is well quali- 
fied to review the facts and help you get the 
maximum value for your steel-buying dol- 
lars. Ask him to analyze your requirements 
with vou the next time he calls. 


4) RYERSON STEEL 


Member of the <QQ>> Stee! Family 


STEEL » ALUMINUM « PLASTICS »« METALWORKING MACHINERY 


NATION’S MOST COMPLETE SERVICE CENTERS IN PRINCIPAL CITIES COAST TO COAST 
For More Information Write No. 201 on Inquiry Card—Page 32 


Ask about this Ryerson Plan for 1959 
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6 Problems 
P.A’s Are Thinking About 


By Lamar Lee, Jr. 


W ume TEACHING purchas- 
ing at Stanford University, I kept 
a record of subjects in which stud- 
dents showed a special interest. 
I wanted particularly to find out 
in what areas they wanted more 
information than they could get 
from a textbook. 

Six such areas developed: meth- 
ods of forecasting, leasing versus 
buying, evaluating the purchasing 
department, committee represen- 
tation for purchasing, make-or- 
buy and the learning curve. 

Since continuing research is an 
essential part of purchasing edu- 


Tue SIZE of the purchasing de- 
partment and its organizational 
location determine the extent of 
its committee representation. The 
purchasing executives interviewed 
who report to the president or the 
operating vice-president of the 
company are normally members 
of the executive or operations 
committee. They also serve on 
purchasing, production, account- 
ing, product development, and 
make or buy committees. 

They feel strongly that only by 
being members of top executive 
committees can they gain the 
necessary knowledge and spirit of 
company development, sales fore- 
cast, and profit which makes effec- 
tive purchasing possible. Those 
purchasing agents reporting to 
lower corporate management felt 
handicapped by lack of such 
knowledge. 

In substantially every case, the 
departments interviewed were 
represented on all committees 
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cation, it was decided to collect 
more information on these six sub- 
jects. Several months ago under 
the joint auspices of the National 
Association of Purchasing Agents 
and Stanford’s Graduate School of 
Business, I carried on this re- 
search with the help of 36 of the 
West Coast’s top purchasing ex- 
ecutives (listed at the end of this 
article.) They generously shared 
their time and knowledge with the 
university. 

The research project was di- 
vided into two parts: 185 hours 
were used in interviewing and 


dealing directly with materials. 

From the organizational changes 
that have taken place in the past 
five years, it is apparent that pur- 
chasing’s ability and knowledge 
are being recognized. This rep- 


traveling, 65 in preparing, ana- 
lyzing and interpreting data col- 
lected. Actual interviews lasted 
an average of a little over two 
hours. 

All the purchasing men inter- 
viewed showed the same keen in- 
terest in the subjects as shown 
by my students, The material that 
follows is a summary of their 
opinions and experiences. 


Wr. Lee is Assistant Professor of Business Manage 
ment of the Graduate School of Business, Stanford 
University. Bejore o Stanford he had a 
distinguished caree Navy procurement. 
fe was Assistant Chief for Supply Management 
when he retired in 1957 as a rear admiral, 


resents progress. The general feel- 
ing, however, is that it is too slow. 

This isn’t only a selfish, point of 
view. One purchasing executive 
unhappy about not being on his 
company’s product development 
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“Only by being members of top executive committees can purchasing agents 
gain the necessary knowledge and spirit of company development, sales, 
forecast, and profit that make effective purchasing possible.” 
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committee expressed it this way: 

“My department knows mar- 
kets, prices, trends, substitute ma- 
terials, products that are in short 
and long supply. They know the 
fields in which there are already 
too many suppliers and fields in 
which there are too few. This is 
basic information that would be 


Mosr MANAGEMENT and 
production handbooks have a 
master control sheet for evaluat- 
ing the purchasing department. 
Why don’t purchasing people ac- 
cept these? Why doesn’t the Na- 
tional Association of Purchasing 
Agents award the editors of these 
handbooks the prize they offered 
to the person or organization solv- 
ing the problem? 

The answer is that they are 
really not evaluations. They pro- 
fess to compute purchasing effi- 
ciency by (1) comparing prices 
paid by purchasing with average 
market prices and (2) by measur- 
ing the cost to process purchasing 
documents (purchase orders, etc.) . 
But these are not valid yardsticks. 


helpful to any product develop- 
ment committee. Compare this to 
the information finance brings to 
this particular committee, and 
then teli mé who you think could 
normally make the greatest con- 
tribution.” 

This executive was not bitter or 
exercised. He definitely did not 


In the first instance, the price of 
the immediate order is generally 
compared with the price of the 
lest order. A rising price trend, 
under such a formula, will make 
the department appear inefficient, 
regardless of how. skillfully it 
buys. A falling price trend, on the 
other hand will make it appear 
efficient despite poor purchasing. 

Measuring the cost per purchase 
order can be just as deceptive. 
A buyer may take considerable 
time and care in negotiating a con- 
tract; bis actions may save his 
company many thousands of dol- 
lars. The fact that the order costs 
more than some theoretical aver- 
age is not significant. 

Actually, the reverse is true. 


Internal Measurements for Porehocng. 


ge of total expenditures; cost per pur- 
order; percentage of orders under $10, 


ns of pre-p 


ment research, for 


quantities, negotiation te 
trol, and training programs. 


_ evaluation continues. 


want finance taken off the com- 
mittee. He just couldn’t under- 
stand why purchasing was not 
represented.. He and his contem- 
poraries feel much the same way 
about the executive committee. 
They have difficulty understand- 
ing why the knowledge they have 
is not used to full advantage. 


If buyers were aware that they 
were to be evaluated or paid on 
the basis of the cost of processing 
orders, they would be inclined to 
negotiate faster and less skill- 
fully. Worse yet, they could re- 
duce the cost per order by pay- 
ing higher prices or by simply 
issuing a greater number of orders 
for smaller quantities. 


Need Set of Standards — 


Everyone said he would like to 
have a set of standards against 
which his department could be 
measured. All want top manage- 
ment to be able to see the good 
job purchasing is doing and the 
important contributions it makes 
to company profits. Unfortunately, 
no such standards now exist. 

There was unanimity of opinion 
that savings brought about by 
value analysis can be proved and 
recognized. Savings from substi- 
tutes, design changes, better pack- 
aging, reduced transportation 
charges—can easily be demon- 
strated and credited to the buyer. 

Many of the larger companies 
are now successfully measuring 
other types of cost reductions. 
These include quantity changes, 
forward buying, more economical 
sources of supply, improved pur- 
chase practices, and increased re- 
turns from sales of scrap. All sav- 
ings in this category are certified 
by a committee. Generally the 
committee has representives from 
at least two other departments of 
the company. A very few com- 
panies were skeptical of this form 
of evaluation. 

The search for a method of 
The Na- 
tional Association of Purchasing 
Agents has a national committee 
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studying the problem. Some of 
the purchasing executives inter- 
viewed expressed concern that 
unrealistic measurement stand- 
ards may be adopted. They are 
particularly apprehensive about 
failure to discriminate between 
the inter- and intra-departmental 
aspects of the problem. Measure- 
ments good for one are not neces- 
sarily good for another. Not to 
recognize this fact can result in 
misleading and unpleasant situa- 
tions. 

Purchasing is an art not a 
science. Its most important deal- 
ings are with people—people 
in other departments of the 
company and people representing 
vendors, How does one measure 
the value of good vendor rela- 
tionships? How does one measure 
the vast savings that accrue when 
production, engineering, and pur- 


chasing work in complete har- 
mony? 

Because it isn’t possible to 
measure intangibles such as these, 
it doesn’t follow that nothing can 
be done to evaluate the purchas- 
ing department. Those interviewed 
emphasized that there are two 
parts to the problem. The first 
concerns measurements for man- 
agement. The second concerns in- 
ternal departmental measurements 
for the purchasing executive's 
confidential use. 


Gaining Management 
Recognition 


Some of the things being con- 
sidered or done in connection with 
internal measurements are shown 
in the illustration. 

Without doubt, the variables in 
purchasing responsibilities make 
it hard to set standards for de- 


QO N THE subject of leasing ver- 
sus buying, there are substantial 
differences of opinion. For ex- 
ample, one purchasing executive 
stated, “It’s obvious that the profit 
in this field is for the lessors, I 
haven’t discovered a worth while 
leasing arrangement yet. The boys 
want their money back too fast. 
Buying is best.” Another bought 
only periodically to set the pace 
for those from whom he leased. 
His leases include large quantities 
of office, transportation, and con- 
struction equipment. Another 
thinks it is one of the most profit- 
able areas in purchasing. 


More Than Economics 


All those interviewed appreciate 
that decisions to lease cannot al- 
ways be determined by economics 
alone. A city might be convinced 
of the economic wisdom of pur- 
chasing new buses for its munic- 
ipally owned transit system; how- 
ever, it would prefer leasing the 
new buses to floating bonds and 
paying increased taxes. Similarly 
a company can calculate the ad- 
vantages of purchasing new ma- 
chinery; but a poor cash position 
can force a decision to lease. 
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All the purchasing executives 
interviewed saw the value of leas- 
ing where demand fluctuates con- 
siderably. This is particularly true 
on such items as trucks, construc- 
tion equipment, and oil tankers. 
Leasing has definite advantages 
for a small firm that may need 20 
trucks on a given day but only 
10 the next. The same holds for 
a large firm that has irregular 
demand for expensive equipment, 
such as oil drilling rigs. Some rigs 
cost a million and a half dollars, 
making anything short of full use 


ACE MANUFACTURING COMPANY 


anette: a 


partmental evaluation by man- 
agement. Purchasing agents spend 
anywhere from 15 per cent to 90 
percent of total expenditures de- 
pending on the type of company 
and industry they’re in. 

One cannot deny the importance 
of evaluation in informing man- 
agement of purchasing’s contri- 
bution. Its late development, how- 
ever, suggests there are other 
ways to gain increased manage- 
ment recognition. Perhaps an ana- 
lysis of those departments already 
fully participating in management 
would be helpful. How did they 
attain this statuts? Can others fol- 
low the same route? Marshall 
Field once said the successful 
business man is he who knows 
how to emulate successful busi- 
ness men. Perhaps his advice 
offers a solution here. 


most unprofitable. 

Most agree with Professors Eite- 
man and Davisson of Michigan 
and Professor Griesinger of Har- 
vard that leasing does not save 
taxes—it postpones them. Many, 
however, are still able to convince 
themselves that tax savings are 
possible. 

The lease has proved partic- 
ularly satisfactory for those using 
machines with rapid technical ob- 
solescence, For example, one pur- 
chasing executive who buys for 
hospitals leases all X-ray equip- 


snipping tk 
= ri 
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“Leasing is an area in which the purchasing executive must do detailed 
‘detective work.’ Great care must be taken to include in truck leases, for 
example, provision for responsibility of the lessor in case of breakdown.” 
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ment. The terms of the lease pro- 
vide for the installation of the 
latest X-ray machines at intervals 
not exceeding three years. Be- 
cause of the low resale value of 
obsolete X-ray equipment, this 
has proved economical and has as- 
sured the buyers of always getting 
the latest type of X-ray equip- 
ment. 

Purchasing's Detective Work 

Companies using leasing em- 
phasize that this is an area where 
purchasing must de detailed “de- 


tective work.” Wherever possible, 
the P.A. should get detailed cost 
breakdowns. Lessors have a habit 
of submitting quotations based on 
retail prices rather than costs, In 
the automobile leasing field, for 
example, it was pointed out, you 
should be able to lease a deluxe 
model for the same price as a 
custom model. The overall cost to 
the lessor is the same. The higher 
resale value of the deluxe model 
balances out its higher initial cost. 

The interviews also brought out 


On THE problem of make or 
buy, discussion clearly showed 
that even short-term costs prop- 
erly compared can be misleading. 
Take this example: 
Cost to purchase a part: 
Price F.O.B. vendor’s 
plant 
Transportation, inspec- 
tion, and _ miscel- 
laneous costs 


Cost to make the same part 
Direct labor 


Without analysis, 
appears advantageous. 
But if 50% of burden costs exist 


purchasing 


when the plant is operating at less 
than capacity, then when idle ca- 
pacity is available the part should 
be made, rather than bought. Out- 
of-pocket costs in this case will 
be only $5.50. 

This example considers only 
the element of cost. Before a de- 
cision can be reached, vendor re- 
lations and future labor contracts 
would have to be considered. 

There is no single simple 
formula containing a reasonable 
number of variables on which to 
base a decision. The answer for 
small companies, with their 
limitations of capital and credit, 
is seldom the same as that for 
large companies. Small company 
and large company solutions even 
differ within thmselves, depend- 
ing on product, seasonality, in- 


The Make-or-Buy Arguments 


Make 


Economy 

Uses idle capacity and helps 
absorb overhead 

Better control of quality 
Helps company keep em- 
ployment high 

Better control of inventories, 
schedules, engineering 
changes, deliveries 

No transportation problems 
on fragile or hard-to-ship 
items 

Protects experimental or se- 
cret processes 

Reduces dependency on 
others 


. .. or Buy? 


@ Economy 

@ Checks your quality and 
costs against others 

@ Takes advantage of sup- 
pliers’ specialized skills and 
research 
Conserves equipment and in- 
vestment capital, permits in- 
creased sales without physi- 
cal expansion 
Increases sources of supply 
Only way to get certain pat- 
ented or proprietary items 
Permits your production de- 
partment to concentrate on 
areas of greatest efficiency 
Supplier assumes market risks 


that sometimes leasing is prefer- 
able to buying, even when capital 
is available. The capital could be 
employed more profitably in other 
areas—expansion of the sales or- 
ganization, more research, increas- 
ing inventories to meet seasonal 
demands, and to take advantage 
of cash discounts. Choice between 
such alternatives can usually best 
be made by a committee headed 
by finance, but including mem- 
bers from all departments con- 
cerned, 


dustry, growth, stability, capital, 
credit, fluctuation of demand, and 
company objectives. Each com- 
pany must proceed independently 
in its search for its particular 
solution. 

How can this best be done? As 
might be expected, a wide range 
of opinions was expressed by 
those interviewed. These differ- 
ences are based on conflicting 
management outlooks, which in 
turn reflect the varying responsi- 
bilities assigned to purchasing. 

Who Decides 

In smaller companies, it was 
felt that the president should 
take part in make-or-buy de- 
cisions. In larger companies, the 
president was thought to be too 
far removed from such problems. 

All agreed that many depart- 
ments have something to con- 
tribute to make-or-buy studies. 
Engineering has thoughts on spe- 
cifications and quality. Produc- 
tion knows schedules and areas 
of manufacturing efficiency. Fi- 
nance analyzes capital expansion 
costs. The comptroller furnishes 
inventory costs. Sales relates the 
problem to its long-term sales 
forecast. Accounting checks cost 
comparisons. Purchasing has vital 
market, cost, vendor, distribution, 
and statistical information. 

Who should tie this information 
together? Some small company 
P.A.’s think it should be the presi- 
dent. Mast large company P.A.’s 
think it should be a committee. 
All believe the purchasing agent 
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should serve as committee chair- 
man. 

Most of those interviewed feel 
the importance of the make-or- 
buy problem in their companies 
is not fully appreciated. 

One of the objectives of Gen- 
eral Electric’s value analysis pro- 
gram is to determine the items 
specialty suppliers can sell cheap- 
er than General Electric can make 
them. The G.E. approach has in- 


creased the profits of most com- 
panies that have adopted it. 
Nevertheless, this application of 
value analysis is, in fact, a post- 
audit review of the “make-buy” 
decision. As such it doesn’t re- 
turn optimum available profit, 
which can accrue only from a 
pre-audit. 

For many reasons, including 
competition and data deficiencies, 
a pre-audit is not always practical 


Tue NATIONAL Association 
of Purchasing Agent’s Monthly 
Business Survey (published 
monthly in the N.A.P.A. Bulle- 
tin) appears to be the tool most 
widely used by purchasing people 
for forecasting. Nearly everyone 
interviewed stressed this. Gen- 
erally speaking it is considered 
the best single all-around fore- 
casting tool. If purchasing execu- 
tives were restricted to one fore- 
cast, this would be their choice. 
It was fully recognized that the 
survey won't replace personal 
judgment and that it is not uni- 
formly applicable to all industries. 

In addition McGill’s commodity 
and forecasting services are high- 
ly rated. It is interesting to note 
that McGill was encouraged by 
N.A.P.A. to establish these ser- 
vices, 

Purchasing Magazine, which 
has done so much for the wur- 
chasing profession, is highly re- 
spected by all participating in 
the study. It has sponsored many 
research projects of great value. 
Those interviewed were unani- 
mous in praising its constructive- 
ness, its value, and its high re- 
liability. Its forecasting record 
has proved rewardingly accurate 
through the years. In addition to 
these general sources of forecast- 
ing information, all interviewed 
told of using services and publi- 
cations directed toward their spe- 
cific industries. Aircraft purchas- 
ing groups, for example, closely 
follow Space Aeronautics, and 
those especially interested in 
metals follow The Iron Age. 
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Approximately half of those in- 
terviewed stated that after they 
take purchasing action on a fore- 
cast they do not normally in- 
crease inventories. Rather they 
increase the unit quantities and 
time limitations of their contracts. 
They let suppliers carry the bulk 
of the inventory. 

Large companies, such as the 
aircraft companies, attempt to 
project their basic material prices 
ahead at least two years. Long 
term contracts make this neces- 
sary. Small companies, and large 
companies for other than basic 
materials, work on an average 
projection of six months. For ex- 
ample, one company estimated 
that the price of primary alumi- 
num would increase 2% per year 
until 1960. Another projection 


and a post-audit must be used. 
Consider however, the increased 
profit opportunities available to 
those who can and do organize 
to make the decision (pre-audit) 
at the time the product is initially 
released by engineering. If the 
decision is made at that point, 
needless costs for equipment, ma- 
chine set-up, and labor can be 
translated into profit. 


had lead prices continuing to de- 
cline through the 3rd and 4th 
quarters of 1958. 

All indicated that they use the 
Bureau of Labor Statistics Com- 
modity indexes extensively as 
guides. Some of the larger com- 
panies develop a combination of 
indexes to satisfy their specific 
needs, Escalator clauses, on the 
whole, are not generally favored. 
When escalation was used, how- 
ever, it was usually geared to 
appropriate sections of the Bu- 
reau of Labor Statistics Whole- 
sale Price Index. 

In addition to their own fore- 
cast many purchasing agents pre- 
pare forecasts for other company 
purposes such as budgets, stand- 
ard costs, and future pricing of 
the company’s products. 


Tose WHO use the learning 
curve are most enthusiastic sup- 


porters of this relatively new 
procurement technique. Those not 
using it fall into two groups. The 
first feels relatively certain that 
it’s not applicable to their com- 
panies; hence, they have little in- 
terest in it. The second group 
feels that it is important to pur- 
chasing and, should be under- 
stood by all progressive purchas- 
ing executives. They are not sure 
that it can be applied to their 


operations. The majority, regard- 
less of whether they are present- 
ly using it or not, seem to feel 
that its full potential has not yet 
been recognized by industry in 
general. 

Since there are so many types 
of learning curves in use through- 
out industry, I asked for ex- 
amples and definitions from the 
purchasing executives in the air- 
craft industry which uses the 
learning curve extensively. 

The learning curve was defined 
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as a statistical relationship be- 
tween hours of production and 
the number of units produced. 
This relationship is predicated on 
the fact that as a company re- 
peats an operation it learns to do 
it better. It becomes progressively 
more efficient in speed and skill. 
More units are turned out in a 
shorter period of time and waste 
and spoilage are reduced. Unit 
labor and material costs are 
lowered. 


How Learning Curve Works 


As a result of this learning, 
there is a percentage relationship 
between units produced and costs. 
The percentage is not a fixed one, 
rather it is one that varies with 
different materials and among dif- 
ferent industries. In the aircraft 
industry, for example, the per- 
centage tends to be 80%; hence, 
80% learning curves are used 
in that industry. An 80% learn- 
ing curve is interpreted this way: 
when the total quantity of items 
produced is doubled, the cumula- 
tive average time required to 
produce the new total is only 80% 
as great as previously. 

For example, if 10 units were 
produced in 100 hours, 10 addi- 
tional units would be produced 
in 80% of 100 hours, or 80 hours. 
A third order, for 20 additional 
units (again double the units al- 
ready produced) would be pro- 
duced in 80% of 80 hours, or 64 
hours of production. The curve 
flattens out as production in- 
creases. This explains why the 
relationship of 80% can continue. 


for 


Laleor hour: 
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Time is reduced by 20 per cent 
each time production doubles, 
but the quantity is increased by 
100 per cent; it therefore ap- 
proaches infinity even faster. 

When actually working out 
learning curves, most users pre- 
fer to work with log-log graph 
paper. The primary reason for 
this is that a constant rate of 
change (like 80%) shows as a 
straight line on log-log graph 
paper. A secondary advantage is 
that a large number of units can 
be plotted on a single sheet of 
paper. The log-log scale “com- 
presses” numbers both vertically 
and horizontally. 

Suppose for example, we 
wanted to figure the direct labor 
costs for buying 220 additional 
units after we had already pur- 
chased 80 units. From our graph, 
we look on the horizontal axis 
for 300 units. We read off the 
cumulative average direct hours 
worked on the vertical axis, 33 
hours. Then we multiply these 
two figures (300 x 33). This gives 
us the total hours of direct labor 
for the new and old orders, 9900 
hours. Subtract the time for the 
first order (80 x 51.2) 4096 hours. 
This gives us the total hours of 
direct labor for the new order 
(9900-4096), 5804 hours. Divide 
by 220 io get the direct labor cost 
per unit (5804), 26.4 hours. The 

220 
curve can of course be readily 
interpreted in dollars of cost in- 
stead of direct labor hours worked 
by converting the vertical axis 
into dollars. Our answer would 
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then be in dollars of cost rather 
than hours of direct labor worked. 


What Kind of Curve? 


To use this purchasing tech- 
nique cne must know the per- 
centage of learning applicable. 
Should a 60% or 90% curve be 
used? To answer this question 
requires knowledge of costs, his- 
tory, and the factors affecting the 
statistical relationship itself. The 
learning curve is not a tool for 
novices; but what sound pur- 
chasing technique is? 

The reason for the relationship 
between the constant reduction 
in hours of production and units 
produced is not fully known. 
What is fully known, and what 
is important is that it does occur. 
It is also known that the occur- 
rence is the result of “learning.” 
Some of the factors contributing 
to the reduction of production 
time are known. Foremost among 
those discussed were: 

( 1) The worker becomes more 
efficient with experience. 
( 2) Spoilages and 

are reduced. 

( 3) Supervisory and worker 
planning time before commencing 
the job is reduced. 

( 4) Machine efficiency is in- 
creased by changes in speeds, 
feeds, and sequences. 

( 5) Tooling is improved as a 
result of knowledge gained. 

( 6) Multi-purpose machines 
are replaced by special purpose 
machines, 

( 7) With increased produc- 
tion, engineering modifications 
and changes decrease. 

( 8) Management techniques 
and controls improve with experi- 
ence. 

( 9) Bottlenecks are removed. 

(10) Morale increases with in- 
creases in confidence. 

A knowledge of costs is impera- 
tive for using this technique. 
Those purchasing executives pres- 
ently using learning curves in- 
dicated that most suppliers are 
willing to give cost information. 

Initially there may be resis- 
tance but this resistance tends 
to break down after the supplier 
gains some experience in work- 
ing out the curve. It is then that 
he sees its objectivity as a meth- 
od of pricing. One significant dif- 

(Please turn to page 192) 
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P.A. John Rabbe: “It’s tough—buy- 
ing for a job shop. But there’s a lot 
you can do to make it easier.” 


Wuars THE biggest problem 
of the job shop P.A.? 

“Scheduling purchases,” de- 
clares John Rabbe, purchasing 
agent for the Bickford Division 
of Giddings & Lewis Machine Tool 
Co., Cincinnati, Ohio. 

As Rabbe explains the situa- 
tion: “Job shop P.A.’s are always 
buying against hurry-up produc- 
tion schedules. Customers want 
delivery just as though they were 
buying an off-the-shelf item. This 
puts the P.A. in a squeeze. The 
lead tine on many of the parts 
he buys for a job is often greater 
than the time remaining to the 
delivery date. 

“Then to further complicate 
scheduling of purchases,” Rabbe 
continues, “these parts have to 
arrive in the right sequence. Some 
parts require work after they ar- 
rive, others don’t. But all parts 
have to be ready for assembly at 
the same time.” 

For Rabbe the problem is this: 
the Bickford Division has a wide 
range of customer requirements 
in the sub-units of its products— 
radial end upright drilling ma- 
chines. It’s impossible to acquire 
much of an inventory of com- 
pleted machines since most of the 
units are built to customer order. 


How Problem Was Licked 


To ease his purchase scheduling 
difficulties Rabbe does two things. 
One, he purchases parts for key 
sub-units in advance of customer 
orders. These sub-units are then 
built for stock. So when a cus- 
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Scheduling— 
The Biggest Problem 


In Job-Shop Purchasing 


Many job-shop P.A.’s consider scheduling purchases their 
biggest problem. Here’s what one P.A. does to ease this 


problem. 
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This is the Bickford Division’s traveling requisition, It’s kept in pro- 
duction control. Based on lead times estimated by purchasing, pro- 
duction control sends traveling requisition cards to purchasing with 


a quantity to buy notation, 


tomer places an order, sub-units 
can be quickly assembled into a 
finished machine. 

Two, he works closely with pro- 
duction control. After Rabbe de- 
termines initial lead times—based 
on study and estimate—he gives 
them to production control where 
they are put on traveling requisi- 
tion cards (see cut). Based on the 
lead times furnished by Rabbe, 
production control, at the appro- 
priate time, sends traveling re- 
quisitions to purchasing with a 
quantity to buy notation, 

This system is particularly help- 
ful in handling rush orders—espe- 
cially if some of the parts that 


have to be purchased to fill the 
order have long lead times in re- 
lation to the promised delivery 
date. When production control re- 
ceives the specs on an order from 
engineering, it can quickly scan 
the list and check the lead times 
of the various items from the 
traveling requisition cards. 

As a result production control 
knows almost immediately which 
items purchasing will have to get 
to work on right away. This means 
purchasing can get off to a flying 
start on the tough jobs. Frequent- 
ly the time saved is the difference 
between meeting and missing a 
delivery date. 
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It’s Easy to Control 
Stock Withdrawals 


Many companies are wasting time and money because 
manufacturing people withdraw incorrect amounts 
of material from stockrooms and warehouses. Here’s 
the simple procedure Spartan Aircraft is using to 


save thousands of dollars. 


By MAKING the withdrawal of 
materials from the warehouse a 
direct function of production con- 
trol, Spartan Aircraft Company of 
Tulsa, Okla., has given a new 
meaning to material control. 

This has been accomplished by 
use of a new form and a procedure 
to match. Completely prepared in 
the production control office the 
requisition is forwarded to the 
line supervisor who withdraws 
the materials from the warehouse. 

The so-called “pre-written” req- 
uisition has brought the elements 
of inventory and manufacture to- 
gether and centralized the re- 
sponsibility in the production 
control office. 


Nine-Week Schedule 


No longer a builder of aircraft, 


Spartan concentrates on mobile 
homes—the modern version of the 
house trailer. As a result the pur- 
chasing is keyed directly to the 
number of trailers scheduled for 
production. 

The engineering pattern used to 
control the parts in the assembly 
of a mobile home is the engineer- 
ing bill of materials. The tabulat- 
ing department  card-punches 
items from this bill of materials 
and produces a tabulated bill. Pro- 
jected by machine, this then be- 
comes a_ nine-weeks’ material 
schedule. 

Without efficient means of con- 
trolling actual withdrawals of 
parts from stock, this schedule 
would fall short of accomplishing 
its purpose. On the production line 
there is a natural tendency to 
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The material requisition is made up in material control and is given to the 
line supervisor to use in accordance with production schedules. This “pre- 
written” form is the basis for the entire system. 
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draw more parts than will be 
needed for the job. Small parts, 
such as screws, might be requisi- 
tioned in quantities sufficient for 
a year’s output. Or, conversely, 
only a single day’s supply might 
be ordered. 

A second phase of this problem 
of stock withdrawals is the fact 
that workers are inclined to sub- 
stitute parts. The specified part 
might not be quite as easy to in- 
stall as another with which the 
workman is already familiar. So, 
he draws the more-familiar part 
from stock. The “pre-written” req- 
uisition system eliminates this 
problem. 

An additional goal was the re- 
duction of the variety of parts 
carried in inventory. Despite com- 
plete reliance and close adherence 
to the engineering bills of mate- 
rial, frequently parts can be sub- 
stituted without cheapening or 
endangering the efficient operation 
of the product. 

Divorced from the problems of 
parts inventories, an engineer 
might specify the use of a certain 
part that must be especially or- 
dered, while the inventory might 
contain large quantities of a com- 
parable item. 

The tabulated bill of materials 
carries a complete listing of mate- 
rials by trailer model. It is fur- 
ther subdivided according to vari- 
ous floor plans used—there may 
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Clyde N. Davidson (seated) manager of production 
control and D.H. Downey (left) together with W. S. 
Abel study the nine-week material schedule to 
project production line usage. 


» 


Individual parts requisitions are written up from the 
listings by a clerk in the material control office. 


| 


The engineering department’s bill of materials is 
made up into a tabulated listing in the machine ac- 
counting department, where cards are key punched. 


An IBM accounting machine prepares a nine-week 
material schedule from cards punched from the bill 
of materials. This weekly breakdown is used to con- 
trol materials flow during production. 


be as many as four different ver- 
sions of a single model. The bill 
shows material code, description 
of materials, type and unit of 
measure, and usage for each floor 
plan. 

The machine accounting depart- 
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ment takes this information, adds 
the name of the buyer for the 
particular material and a nine- 
week projection of requirements. 
Each week is represented by a 
single column. At the far right are 
three columns showing: balance 


on hand, on order, and buy. 
Revise Schedule Monthly 


The buyer now has all the in- 
formation he needs to procure ma- 
terials for the forthcoming manu- 
facturing periods. The schedule is 
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In the warehouse, parts are issued as specified by the “pre-written” requisi- 
tion. The stock clerk notes any variances. 


After use, requisitions are returned to the material ceutrol office where 
totals are run for checking purposes. When completed the information is 
posted to the running material schedules. 
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brought up-to-date and reissued 
by the tab department each 
month. 

This schedule also gives mate- 
rial control the basic data needed 
to prepare the “pre-written” req- 
uisition. 

The requisitions, which were 
designed by The Standard Regis- 
ter Company, Dayton, Ohio, are in 
two parts. The first copy is for the 
accounting department, the second 
for delivery use. 

Measuring 842 inches wide and 
3% inches long, they bear pre- 
printed requisition numbers for 
numerical control, as well as a 
line of boxes for insertion of dates, 
code numbers, account numbers, 
item description, quantity, and 
unit of measurement. (see cut). 
Below this line is a box for in- 
sertion of the actual quantity de- 
livered, to be filled in by the 
stock clerk. 

Both copies of the requisition 
are delivered to the line super- 
visor who uses them to withdraw 
material from the warehouse. If 
he draws any quantities of mate- 
rials that do not conform to the 
requisition, this is noted. The 
forms later are returned to mate- 
rial control, so any discrepancies 
material-wise or quantity-wise are 
automatically noted for whatever 
action might be necessary. 


Scientific Costing 


After the actual withdrawals are 
made, the first copy of the requi- 
sition is returned to material con- 
trol. Here, a clerk runs a tape on 
totals of codes, sub-codes, quan- 
tity, and unit measurements. She 
then forwards the day’s batch of 
used requisitions to the tabulating 
department. Cards are punched to 
show inventory adjustments as 
well as receivals. From the com- 
bined decks of cards, a daily trans- 
action record is produced. 

The link that has effectively 
tied the entire system together 
and made it function as a whole 
is the “pre-written” requisition. 
Costing is now on a completely 
scientific basis. Changes in specifi- 
cations are quickly put into effect. 
Line supervisors are more con- 
scious than ever of stock usage. 
And if somewhere along the line 
too many variations in stock req- 
uisitions do begin to occur, they 
are quickly spotted. 
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A Yardstick 


For Measuring 


Safety Stocks 


By Peter Baily 
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This is the yardstick used to determine the order points for the exam- 


ple described in this article. 


Mosr PURCHASING agents 
could find a score of uses for a 
reliable crystal ball. Purchasing 
policy decisions would be much 
simpler if we had advance know- 
ledge of which way prices were 
going and most of the headaches 
would be removed from inven- 
tory control if we knew exactly 
how long it would take to get 
replacements and exactly how 
much stock would be used up 
while they were on the way. 
Considerable progress has re- 
cently been made in applying to 
these forecasting problems the 
20th century version of the cry- 
stal ball: probability theory. Un- 
fortunately probability theory, 
though dear to its practitioners, is 
a little terrifying to most of us. 
It’s so much more complicated 
than the good old crystal ball. 


Mr. Baily is an active member of the Purchasing 
Officers Association in England, 
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Take a single item in the in- 
ventory, analyze how actual is- 
sues vary about average, devise 
a probability distribution to fit 
the facts, and you have a sound 
approach to the when-to-order 
problem. But this approach can 
hardly be used for the thousand 
and one small items which make 
up the bulk of most inventories. 
It takes too long and costs too 
much. What’s needed is a work- 
ing approximation, a soundly 
based rule of thumb to replace 
guesswork, This is the purpose of 
the chart shown on this page. 


How It Works 


To illustrate how it works, 
let’s suppose we stock % hex 
nuts. We use 1500 a week, it 
takes two weeks to get replace- 
ments, and we want to know 
when to order replacements. 

As often as not, actual issues 
in a week will be more than 1500, 


and we have to set the order 
point high enough to allow for 
these fluctuations in consumption. 
To do this, we also need to know 
how much is issued at a time. 
If the nuts are stocked and is- 
sued in gross boxes, one extra is- 
sue adds 144 to consumption, 
while if they are issued one at a 
time the consumption fluctuations 
are likely to be much smaller. 
Let’s assume that the nuts are 
issued in grosses. 

Now we proceed as follows. 
The lead time is two weeks, the 
consumption is 1500 a week, so 
the amount likely to be used 
while the order is on the way is 
3000. On the chart we lay a 
straight-edge from 3000 in the 
bottom scale to 144 in the top 
scale. We read off safety stock on 
the middle scale; it turns out to 
be about 2000. The order point 
is safety stock plus the amount 
likely to be used before the or- 
der arrives in: 2000 plus 3000. Re- 
placements should be ordered 
when stocks fall to 5000. (If the 
nuts were usually issued in doz- 
ens, 500 should be ample for 
safety stock and the reorder point 
would be 3500.) 


- 


Trial and Error 


How safe are these safety 
stocks? Theory says, very safe 
indeed. But the chart works by 
predicting the likelihood of a sta- 
ted variation from the average 
consumption, and average change. 
Furthermore the chart is based 
on the Poisson distribution which 
is itself an approximation, In 
actual practice the degree of pro- 
tection is not excessive. Tests in- 
dicate that if replacements are 
ordered at the indicated order 
point, between one and two de- 
liveries out of a hundred may re- 
quire emergency action to obtain 
receipt on time. (If you want to 
invest in bigger stocks to get 
more protection, slide the middle 
scale over to the left. Trial is the 
only way to find what stock lev- 
els give the protection you want, 
in your particular set-up.) 

Compared to the refinements of 
statistical method, this chart is 
a blunt instrument. But we all 
know that the low-cost, easy-to- 
use foot rule and yardstick still 
have their uses, crude as they are 
in comparison to a micrometer! 
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A 2-Man 3-Form 
Purchasing System 


Purchasing is, if anything, even more important to the 
small firm than it is to the large one. So procedures must 
be kept simple to make time for better buying. 


Tue PRESIDENT and general 
manager of Ringmaster, Inc., St. 
Louis, do all purchasing for the 
.firm, 

This isn’t a case of top manage- 
ment pushing purchasing into a 
back seat. The two executives are 
the’ purchasing department. And 
they run their buying operation 
with all the dedication to sound 
purchasing policies and proced- 
ures you'd find in the biggest de- 
partments in industry. 

More than 60% of Ringmaster’s 
sales dollar is spent in purchasing. 
As a manufacturer of custom- 
made looseleaf binders it’s in a 
highly competitive field where top 
quality, quick delivery and the 
right prices win out. That’s why 


Ringmaster’s President 
Richard Federbush 


purchasing is the personal con- 
cern of President Richard Feder- 
bush and General Manager and 
Purchasing Agent I. S. Federbush. 


Only Three Forms 


Ringmaster concentrates on 
speed and simplicity in its pro- 
cedures, speed and reliability in 
its relation with suppliers. The 
three basic forms in its purchas- 
ing system are the Production 
Order, Request for Quotation, and 
Purchase Order. 

One copy of the three-part pro- 
duction order is sent to purchas- 
ing by the order clerk. From this, 
purchasing determines what non- 
stock items must be bought to fill 
the order. (Non-stock items must 


be bought in about 60% of the . 


cases.) The top portion of this 
copy, bearing the customer’s name 
and address, is perforated. It is 
removed by the order clerk for 
use as a shipping label. 

When quotations are needed, a 
simple three-part form is used. 
Two copies are sent to the vendor, 
one to be returned with the quote, 
one for his file. 

The purchase order is a three- 
part snapout form—a switch from 
a four-part padded type. The snap- 
out form is handled more easily 
and rapidly, and eliminates hand- 
ling of carbons by the purchase 
order clerk. 

First copy of the purchase order 
is for the vendor. There is no 
acknowledgment copy. “We used 
to insist on acknowledgments” 
says Mr. I. S. Federbush. “But we 


found that there was no use try- 
ing to get acknowledgments from 
certain people. It was just a waste 
of time tracking them down and 
trying to force them to send you 
a piece of paper.” 

Second copy of the purchase 
order goes to receiving, and is 
eventually filed with the paid in- 
voice. The third copy goes to pur- 
chasing and is filed alphabetically 
by vendor. A modest cost saving 
was accomplished by eliminating 
the imprint of the company name 
from this copy. “There’s hardly 
any need to advertise our com- 
pany to our own purchasing de- 
partment,” says Mr. Federbush. 


Cultivate Suppliers 


Deliberately, Ringmaster places 
anywhere from 55% to 95% of its 
purchase in all categories with 
one or two suppliers. A supplier 
earns this big slice of the business 
on two scores: (1) his ability to 
maintain high quality and prompt 
delivery and (2) to be flexible in 
solving special problems. 

Ringmaster realizes that a ven- 
dor must operate on a low margin 
to compete for some of the items 
it buys in volume. So purchasing 
tries to reciprocate by ordering 
from him the lower-volume items 
of a similar nature on which profit 
margins are more favorable. On 
the other hand, if Ringmaster’s 
requirement for a specific item is 
unusual or complex enough to be 
unattractive on its own merit, 
suppliers of similar items are ex- 
pected to provide special service 
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Most non-stock items are ordered 
against production order (A). Top 
of purchasing’s copy of this form is 
perforated and is detached by order 
clerk for use as a shipping label. 
Supplier fills in and returns one 
copy of request for quotation (B). 
-part snapout purchase order 
without acknowledgment copy (C) 
replaces padded four-part form. 
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in producing the item. A small 
order of 30 outsize ring-binders, 
for example, might call for the 
same number of special cartons. 
At almost any price, this is a low 
or non-profit proposition for a 
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box-maker. Ringmaster feels that 
a major supplier of standard boxes 
should be: willing to take the job 
on. 

“As people who do the purchas- 
ing,” says Richard Federbush, “we 


RINGMASTER, INC. 





Prorchaneng Ont 





are the determining factor in the 
success or failure of a particular 
sales effort. Small as we are, we 
can’t afford not to stay completely 
up-to-date on our buying policies 
and procedures.” 
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Commodity Classification System 


Here are some ideas of how to manage inventories more 


effectively through use of a commodity classification system. 


By Art Pearson 


A CAPITAL equipment invest- 
ment usually receives much closer 
attention from management than 
an equal investment in inventory. 
This is indeed a paradox. For 
proper inventory management can 
produce a greater profit. 

Proper management of inven- 
tories can reduce the cost of pur- 
chased materials as much as 15%. 
In addition, it can reduce by 20- 
40% the indirect cost of servicing 
the inventory. This would include 
purchasing, receiving, inspection, 
warehousing, and accounts pay- 
able. The plain fact is that inven- 
tories deserve at least as much 
attention as capital equipment in- 
vestments. 

Yet all too often inventory man- 
agement is limited to keeping a 
30-, 60-, or 90-day supply of mate- 
rials on hand. Reduction of inven- 
tory investment under this con- 
cept consists of nothing more than 
reducing the amount purchased 
for inventory—cut from a 90- to 
60-day supply, for example. The 
primary result of this kind of con- 
trol is a snowballing increase in 
buying workload which increases 
the real cost of materials. Active 
items become potential shortages 
while slow-moving items continue 
to weigh down the investment in 
inventory. 


Recommendations 
What steps can you take to de- 


Mr. Pearson is the author of a number of articles 
that have appeared in Puncuasinc Magazine in re- 
cent years. In his “spare” time, he manages to keep 
busy as a@ staff assistant et the Northrop Division of 
Northrop Aircraft in El Segundo, Calif. He also 
teaches @ course in purchasing, is an extremely ac- 
tive N. A. P. A. member and is currently chairman 
of the N. A. P. A. committee on evaluating purchas- 
ing performance. 
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velop profitable inventory man- 
agement? Good basic planning for 
the organization and management 
of the inventory should come first. 
Next would come the preplanning 
of the method for handling the in- 
ventory. Good controls are then 
needed to assure compliance with 
the plan. In outline, here are 
some specific recommendations for 
carrying out these steps. If fol- 
lowed, profitable inventory man- 
agement can result. 


Basic Planning 


(1) Provide related identifica- 
tion of each item and related 
families of items through Stand- 
ard Classification of Materials. 
One location only for each item 
and that item identified to that lo- 
cation. 

(2) Code identify each item 
through a system of significant re- 
lated numbers. 

(3) Justify establishing an item 
as an inventory controllable mate- 
rial. 

(4) Publish a catalog of all 
items that can be kept up to date 
at nominal cost. 


Planning—Methods 


(1) Reorder quantities based on 
dollar usage either annual or pro- 
duction run, i.e., economical de- 
livery quantities. 

(2) Reorder families of items 
instead of a single item. 

(3) Reorder most items before 
the reorder point is reached, 

(4) Use tight control on the 10 
percent of the items involving 85 
percent of the money. Value items 
as indicated by the economical 
delivery quantity. 


(5) Make full application of 
purchasing techniques such as 
blanket orders, requirement or- 
ders, inventories held at vendors 
plant for direct shipment to using 
department. 


Basic Controls 


(1) Periodically review slow 
moving items. 

(2) Periodically review inac- 
tive or dead items. Determine the 
reason for the condition and take 
proper action. (Insurance items 
such as repair parts etc., would be 
excepted). 

(3) Note extreme surges in 
usage, and determine the cause 
and possible correction. 

(4) Audit physical inventory to 
inventory records. 

(5) Make an analysis of items 
reported short for disbursement 
and determine cause. Especially 
shortages of low dollar items 
where the cost of increased in- 
ventory is negligible. 


Method Controls 


(1) Screen special requisitions 
to eliminate duplication of pur- 
chase of the same or similar items 
already carried in inventory. 

(2) Establish open stock sys- 
tems on low-dollar items. 

(3) Establish techniques in 
warehousing to provide maximum 
withdrawal quantities on each 
item bin, 

(4) Establish physical mini- 
mum stock levels to set up ex- 
pedited purchasing action. 


Code System 


We try to apply all of these 
principles to our inventory man- 
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Promotes Good Inventory Control 





No brand names for Northrop requisitioners. They use a supplies 
catalog with materials classified by purchasing’s code numbering 


system. 


agement program at Northrop. 
Our program is based upon a 
standard classification of mate- 
rials. We use code identifications. 
Major classifications are arranged 
so that each is an independent 
commodity unit (see cut). Items 
in each commodity classification 
are sub-classified alphabetically 
by noun name, and serially num- 
bered within the sub-classification. 
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Our code numbering system 
consists of an eight digit number: 
XX—XX—XXXX 

/Item serial no, 
Sub Classification 
Major Classification 

Major classifications follow the 
accounting pattern. The sub-clas- 
sification identifies the items by 
noun description (nuts, bolts, 
belts, etc.) It is the prime filing 


classification within the major 
classification group. The item’s 
serial number is a non-significant 
number assigned to each item in 
numerical sequence, alphabetical- 
ly. Sufficient numbers’ were 
skipped between items to allow 
for new items to be numbered in 
their proper descriptive sequence. 


The Benefits 


The standard classification and 
code numbering system were in- 
corporated into an industrial sup- 
plies and equipment catalogue. 
Together they provide these ad- 
vantages: 

@ Positive identification and full 
description of each item requisi- 
tioned. Greater accuracy. 

@ Abbreviated but precise method 
of requisitioning. Less typing is 
required. 

@ Uniform method of stating re- 
quirements on requisitions and in- 
vitations to bid. 

@ Uniformity of terminology 
throughout the procurement sys- 
tem. 

@ Show need for more simplifica- 
tion and standardization, 

@ Aids in purchase of commercial 
standard designs, sizes, packaging, 
etc. 

@ Accurate purchase record and 
statistics through catalog number- 
ing system and punch card tabula- 
tion, 

@ Uniform base for inventory and 
store records. 

@ Better competition through the 
elimination of trade names. 

®@ Simplifies scheduling of pur- 
chases. 

@ Provides base for inspecting de- 
liveries, checking invoices, etc. 
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How to Handle Those Nuisance 


By R. P. Erickson 


Lixe ALL purchasing depart- 
ments, we have had our troubles 
with nuisance orders—those five- 
and-dime items that can end up 
costing you more in paperwork 
than the item itself. 

What we wanted was an effi- 
cient, low-cost method of handling 
these peanut purchases, We set- 
tled on the cash-pickup system. 
But before adopting this method 
we looked into other techniques 
such as trying to combine pur- 
chase orders, C.O.D. systems, 
monthly statement setups, check- 
payment pickups, blanket orders, 
etc. In every case we found that 
these other techniques cost more 
because of the addition] audits 
and controls that are needed or 
else they just weren’t as efficient 
as the cash-pickup. 


How System Works 


The way we handle our cash- 
pick-up purchases is extremely 
simple. Here’s how it works: 

(1) We have placed a top limit 
of $50 on cash-pickup purchases. 
The only exception to this is 
when we make a purchase from a 
vendor we are not likely to do 


business with again. In a case like 
that we sometimes ignore the dol- 
lar limit on relatively small value 
purchases because we have found 
that the cost of bookkeeping en- 
tries for these one-shot deals is 
just too high. 

(2) When a buyer receives a 
requisition for $50-or-under pur- 
chase, it is up to him to make all 
the arrangements with the vendor. 
All cash-pickup requisitions must 
have an authorized signature. This 
prevents extra-curricular pur- 
chases and provides a means of 
supporting the invoices that are 
sent to accounting. 

(3) We have two men who are 
responsible for picking up items, 
paying for them, and delivering 
them. They start out each day 
with $150. At the end of the day— 
or sooner if necessary—they give 
their invoices and original requisi- 
tions to their supervisor for ap- 
proval before turning them into 
the cashier for reimbursement. 


Faster Service 


The pickup men normally leave 
whatever items they have bought 
in the purchasing department dis- 





has been made into a cash pickup. 
not receive a cory as usual, 


to you a8 soon as possible. 


BUYER, 


CASH PICKUP NOTICE 


This is to inform you that your requisition for the material described below 
No formal order will be made, so you will 
Arrangements will be made to deliver the material 





DESCRIPTION, 








NAME 


STA. 














This notice is sent to requisitioners who may not be familiar with the pur- 
chasing department’s cash-pickup technique. 
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patch point, a bin labeled with the 
name of the requisitioning depart- 
ment. A Thermofax copy of the 
requisition with the price written 
in is left with the item. The item 
is delivered to the requisitioning 
department. 

One of the advantages of having 
the material delivered this way is 
that it’s faster because it elimin- 
ates receiving department and 
other intraplant handling. In ad- 
dition, it reduces traffic in the 
normally very active receiving de- 
partment. 


Car Phone For Emergencies 


For emergency pickups we use 
a car-phone which makes it pos- 
sible for our buyers to contact 
the pickup coordinator instantly. 
This speedy buying method has 
helped us out of a number of jams. 

What may be a new wrinkle in 
our cash pickup system—even for 
companies that have been using 
this method—is that we found 
cash-pickups work just as well 
with factory items as with the 
local stock items. On small value 
factory orders, the buyer keeps 
the requisitions in his own pickup 
file until the local dealer informs 
him that he has received ship- 
ment. The buyer then arranges a 
regular cash-pickup purchase. 


700 Pickups 


How important are cash-pickups 
in our overall purchasing opera- 
tion? The figures speak for them- 
selves: 

® For last few years, we have 
averaged 700 pickup requisitions 
per month. 

@ The purchasing volume of 
these incidental items averages 
$80,000 to $85,000 per year. 

Total cost of our cash-pickup 
Mr. Erickson is in the purchasing depart- 
ment of the Minneapolis-Honeywell Reg- 
ulator Company, Minneapolis, Minn. 
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Purchases 


system comes to about $921 per 
month. This includes the salaries 
of the two pickup men, mileage 
for one personal car, rental of a 
car phcne, departmental charge 
for use of one company car, and 
parking fees. 

As a result, the cost of proc- 
essing a pickup requisition runs 
around $1.31. This, of course, does 
not include the cost of the buyer’s 
time in setting up the purchase. 
But even with this charge added, 
the total cost of the cash-pickup 
purchase is considerably less than 
a regular purchase. 

Of course, it’s easy with a sys- 
tem like this to prove on paper 
that you are saving money. But 
you may be deluding yourself. 
You aren’t really cutting costs 
unless ycu reduce the number of 
employees needed to handle a 
particular operation or else free 
someone for other necessary work. 
In our case, we found out that 
once we put the cash-pickup sys- 
tem into effect we were able to 
get along with one less typist. 


Vendors Like I# Too 


In addition to the fact that the 
cash-pickup system saves money, 
is faster, and reduces paperwork, 
there is another important advan- 
tage. The local suppliers like it 
too. For the supplier, cash-pick- 
ups eliminate delivery costs, re- 
duce or eliminate packing labor 
and packaging materials and cut 
down paperwork. They also like 
the idea of getting cash on the 
line. In fact, some vendors now 
allow a 5% cash term discount on 
our pickup purchases. 

Certainly there is no one sys- 
tem for handling the nuisance pur- 
chase. Different companies have 
different problems. But from our 
experience, I would say that it 
pays to look into the cash pickup 
technique. It has certainly proved 
itself so far as we are concerned. 
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There isn’t a purchasing department anywhere that doesn’t have 
trouble with “peanut” purchases. Often the cost of processing 
paperwork to buy these small-value items is way out of proportion 
to the value of the item itself: Here’s how one purchasing depart- 
ment makes use of a cash-pickup system to solve its nuisance- 


purchase problem. 
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The pickup men keep a daily running record of their purchases. This form 
is helpful if any of the pickup items get lost or are sent to the wrong 
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After a pickup is made the merchandise is delivered to the purchasing de- 
partment’s dispatch point. A Thermofax copy of the requisition is left with 
the item to indicate which department requested the merchandise. 
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Getting More From Your 


Purchasing Power 


Many P.A.’s confuse purchasing power with purchasing 
volume. It’s true, of course, that volume is important. 
However, if you look at purchasing power from the sup- 
plier’s viewpoint, you will see that there are many ways 
a purchasing executive can get more for each dollar he 


spends. 


By Stuart F. Heinritz 


One OF THE FACTORS that 
looms importantly in any con- 
sideration of purchasing is the 
buying power of the purchasing 
agent or his company. The term 
is often used rather looscly, as if 
ii were merely a matter of pur- 
chase volume. If this were the 
whole story, we could simply 


86 


equate buying power with big 
business, and there would be little 
that the purchasing agent—espe- 
cially the buyer for a small or 
moderate size concern—could do 
about it. Volume obviously has a 
significant influence on purchas- 
ing power, and cannot be disre- 
garded. But to stop there is to 


take a very superficial view. 

There is a clue to the real na- 
ture of purchasing power in the 
classic statement of the economic 
law of supply and demand. Here 
effective demand is defined as the 
willingness and the ability to buy 
at given price levels. This im- 
mediately introduces two addi- 
tional factors, in which volume is 
only incidental. Further, in this 
definition demand is related to 
effective supply—the ability and 
willingness to sell. So now we 
have not only a statistical situa- 
tion but the interplay of buyer 
and seller. which is the essence 
of all purchasing. 

With these factors in mind, we 
are ready to take another and 
more complete look at purchasing 
power. We find that it has both a 
quantitative and a qualitative as- 
pect, plus a personal relationship. 
Thus it is not simply an attribute 
that is inherent in volume re- 
quirements, but one that is ca- 
pable of being cultivated to make 
most advantageous use of re- 
quirements in any quantity. 


The Seller's View 


We can learn something about 
purchasing power, too, by looking 
at it from the viewpoint of the 
seller. He seeks an outlet for his 
product wherever the -demand 
exists, and he is usually trying 
to sell as much of it as he can. 
This indicates the large user, the 
volume buyer, as the most desir- 
able customer. One or two fat 
contracts with the big users, and 
his whole sales problem might be 
solved. But there are certain con- 
ditions attached to this easy solu- 
tion that frequently temper the 
seller’s willingness to sell alto- 
gether on the criterion of volume 
usage. 

For example, there’s a very real 
business hazard in committing all 
or a major portion of his produc- 
tion to a single sales outlet which 
may be here today and gone (to 
another supplier) tomorrow. If 
he’s not aware of this himself, it’s 
quite likely that his banker will 
call it to his attention. But even 
if he is confident of the continuity 
of the big buyer’s patronage and 
sews it up with a.long term con- 
tract, he faces a corollary hazard 
of becoming a captive source of 
supply, sacrificing to some degree 


PURCHASING 





his independence of policy and 
action.: That can become a very 
undesirable position in spite of 
high sales volume. 

The extreme case occurs when 
the big customer happens to be 
one who abuses the power of large 
volume purchases to dominate 
and exploit his supplier. That is 
happily less prevalent today than 
it was a generation ago, but there 
are still enough instances of such 
practice to validate the argument. 
A single outlet for the seller is 
just as poor business as is a single 
supply source for the buyer. 


Broad Base Is Better 


So a good deal depends on the 
size and capacity of the seller 
company. The large producer can 
handle the large orders with a 
minimum of jeopardy to his own 
position. He can cope with the big 
buyer on equal terms, still main- 
taining a prudently broad base of 
distribution. But in any case, with- 
in the scope of total production 
and sales capacity, the seller is 
better off when dealing with sev- 
eral or many customers with rela- 
tively moderate-sized accounts 
than with a single large outlet. 
This tends to discount or modify 
the volume theory of purchasing 
power, 

Consequently, while the seller 
will naturally continue to culti- 
vate the big user in the hope of 
building sales volume, he will also 
consider other factors of desir- 
ability in building a more diver- 
sified customer list. He sets a high 
value on the probability of con- 
tinuing business, an assurance that 
is lacking in the more restricted 
outlets. This is the sort of thing 
that can be developed and held 
by the right kind of service and 
customer relations. In a competi- 
tive business world he may not be 
100% successful in retaining this 
loyalty, but the law of averages 
is on his side. And while the loss 
of an order or an account may 
be painful, it is no longer a ca- 
tastrophe. 

In evaluating demand and in 
picking his customers, he will also 
consider the “ability to buy” as 
well as the willingness and desire. 
The small user may not have the 
unlimited capital resources of his 
larger competitor, but he doesn’t 
need this kind of rating. It’s a 
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What Do You Know About 
VALUE ANALYSIS? 


Maybe a little, maybe a lot. But whether you’ve had a Value 
Analysis program going for years or are only thinking of 
starting one, you'll need the information that will appear 
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All the latest Value Analysis techniques will be explained 
and demonstrated by experts. You'll learn how to develop 
a Value Analysis program, how to overcome obstacles, 
how to analyze materials, processes, packaging, etc. Don’t 
miss this practical exercise in Applied Value Analysis! 
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reduction! Pre-publication price is only $1.00. After publi- 
cation, copies will be $1.50 each. Send your order now to 
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relative matter. If his capital and 
credit are adequate, commensu- 
rate with his smaller require- 
ments, he is every bit as good a 
business risk. Then the seller can 
seek the desired volume in the 
cumulative total of such accounts 
rather than in one big round fig- 
ure. 

A third point the seller con- 
siders is the growth potential of 
the customer. It may be following 
the line of least resistance for most 
immediate results to seek sales 
volume by battling for a larger 
share of an existing, established 
demand. It is also the line of 
greatest competition. That battie 
never ceases, and the more succes- 
ful our seller is at any given stage, 
the more vulnerable he becomes 
to the counterattacks of competi- 
tors following the same course. A 
far stronger, if slower, process is 
to consolidate the basic position 
and to grow along with the in- 
creasing requirements of growing 
customers without destroying the 
distribution balance of his own 
sales. 


The Desirable Customer 


The purpose of analyzing these 
selling objectives and policies is 
to translate them into terms of 
buying techniques to enhance pur- 
chasing power. It is predicated of 


course on the existence of cer- 
tain requirements or demand, for 
that is the whole basis of the cus- 
tomer-supplier relationship. The 
buyer’s special job is to handle 
this procurement so as to focus 
the issue beyond establishing the 
material need as a desirable order 
and also to establish his com- 
pany as a desirable customer. This 
is the aim of all good purchasing, 
just as good salesmanship strives 
to establish the supplier company 
as a desirable source from which 
to buy. 

To the extent that the buyer 
can accomplish this, he creates a 
position of purchasing power with- 
out direct reliance on sheer vol- 
ume. This approach is somewhat 
analogous to the policy of pur- 
poseful negotiation instead of pub- 
lic advertisement or widespread 
invitations for competitive bids, 
thereby taking the emphasis away 
from price as the sole or decisive 
criterion in the placing of an or- 
der. Both volume and price are 
important, but they do not stand 
alone. They should be considered 
within the framework of a more 
fully rounded analysis. 

Some of the specific points of 
emphasis have already been sug- 
gested. A record of stability in 
vendor relations gives promise of 
continuity of business. Prompt 
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payment of business obligations 
establishes good credit, the ability 
to buy. A reputation for coopera- 
tion and fair dealing lays the 
foundation for a favorable busi- 
ness relationship. Progressive, 
successful management is the 
basis for expected growth, in- 
cluding the expectation of larger 
material requirements. 

These are factors that must be 
supported by fact, not merely 
claims, lf these conditions do not 
exist in fact, the purchasing agent 
has a preliminary job to do in 
putting his house in order. This is 
not dodging the factor of volume, 
and it does not replace that all- 
important consideration. It is the 
necessary setting to take advan- 
tage of whatever volume there 
may be. 


Making the Most of Volume 


This brings us back to the vol- 
ume of requirements, which was 
the starting point for this entire 
discussion and is the most difficult 
hurdle for the small company 
buyer to surmount. There’s just 
so much to be purchased. The 
buyer is usally keenly aware of 
this limitation, He can’t actually 
increase the quantity, but he can 
and should—present it and use it 
in a way that reflects its full 
magnitude and makes it most at- 
tractive to the seller, 

If he is buying a certain item 
in quantities of 60-days’ supply, 
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the individual order quantity may 
not be particularly impressive. 
But if he negotiates in terms of 
his annual requirements, even 
without entering upon a_ full 
year’s contract, the quantity um- 
der discussion is increased six- 
fold and assumes much more re- 
spectable proportions and gets the 
seller thinking in térms of the 
size of the account, not the size 
of the order. The individual order 
may not be large erfough to earn 
a quantity discount, but in a num- 
ber of items a cumulative quan- 
tity discount may be earned on 
annual purchases. 

Related items may be combined 
and procured from one source to 
change a lot of small nuisance 
purchases into one more attractive 
composite order. Instead of buy- 
ing miscellaneous mill supplies 
individually at the retail hard- 
ware store, the total requirements 
for a month or a quarter may add 
up to a quantity sizable enough 
to interest a distributor and place 
the total quantity into a more 
favorable trade and quantity dis- 
count bracket. 

Similarly, if there is one fairly 
substantial requirement, smaller 
items in a related category can 
often ride on the coattails of that 
one big order. For example, a 
buyer has only one big printing 
order, such as a catalog, to award 
each year. The rest of his printing 
requirements are relatively small 


“... you suggested perpetual inventory ..., you live with it...” 


jobs and he pays accordingly. It 
is perfectly legitimate to use the 
leverage of that one big order to 
extend the buying power it rep- 
resents so as to include the lesser 
jobs, and this does not preclude 
getting competition. 


Stress Growth Potestial 
If there is a real prospect of 


expanding business as, for ex- 
ample, in the initial stages of pro- 
ducing and marketing a new prod- 
uct, where first quantities are rel- 
atively small, be sure that sup- 
pliers are aware of the potential. 
This has to be handled consci- 
entiously. There can be no ir- 
responsible promises of fantastic 
volume in the future, nor negotia- 
tion for carload prices on the ac- 
tual immediate requirement of a 
few hundred pounds, But a frank 
and realistic estimate of ultimate 
volume puts an entirely different 
aspect on the buying power rep- 
resented in the initial require- 
ment and on the desirability of 
that order. The forward-looking 
supplier has a selfish interest of 
his own in getting in on the 
ground floor. 

A final point has to do with the 
selection of the supplier. Buying 
power is relative to the capacity 
of the producer. This may be pri- 
marily a matter of size, but other 
factors also are involved such as 
the balance of his operations, the 
utilization of certain equipment, 
the scheduling of work to main- 
tain full volume. 

The general principle here is 
that, other things being equal, 
the buyer is in a stronger posi- 
tion when his orders are signi- 
ficant in the supplier’s business 
and are not routine grist for the 
mill. A thousand dollar order may 
be only ar accommodation trans- 
action for one supplier, and the 
buyer’s thousand dollar purchas- 
ing power will have little effect. 
To another supplier, that same or- 
der will command far greater at- 
tention and appreciation, and the 
modest purchasing power is mag- 
ified beyond the dollar value. 

The purchasing agent has dol- 
lars to sell, few or many. The 
value he receives in return de- 
pends largely on the way he 
utilizes that purchasing power by 
winning the status of being a de- 
sirable customer. 
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How to Get More Buys 


Per Requisition 


There’s less paperwork for both buyers and requisi- 
tioners with Doughnut Corporation of America’s 
requisition form. Requisitioners get 15 items on a 


single form; buyers have room for three sources. 





REQUISITION ON PURCHASING DEPARTMENT DCA) Mayflower Doughnut Carp 
sir TO ADORE SS 


city 
= — 
a ‘ a c , 
« / f 
SUPPLIER'S name, ~ ama 4 Sts st “ Ao bay 


ADORESS s 4 © 
4 é y a 
peonde ran n srare ide ae 
4 P r< é , 


ATT. OF 


= 
TEMS gS 
Le 

t 4 

SUPPLIER'S NA Laeger ie afm 
ADORE SS « Ja 


crry 


e/a ArT. of 


A ae 
ROUTE 7 4 : - ~_\nouTe = 


— rom, 
te Jeu 7 
Tew 
».0. 00 BEE + cont 
j 


S LLL Bott wen REO 











Doughnut Corporation’s requisition form is designed to cut paper- 
work for both buyer and requisitioner. Requisitioners list require- 
ments in lower part of requisition; purchasing fills in supply 
sources in upper part. 


| 

Many purchasing departments 
require a separate requisition 
form for each item purchased. The 
requisitioner indicates his require- 
ments on the form. The buyer 
selects the source and indicates it 
on another part of the form. And 
finally a typist uses the data from 
both requisitioner and buyer to 
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type the purchase order. 

This process is an efficient one 
for purchasing. But is also creates 
a lot of paperwork for the requisi- 
tioner who must fill out a separate 
form for each item he wants pur- 
chased. Of course, the requisi- 
tioner can always put a number 
of items on a requisition. But this 


can create problems in purchasing. 
Even when the items are similar, 
purchasing may want to give the 
business to more than one source. 
But the typical requisition form 
has room to list just one vendor. 


Cuts Paperwork 


R. H. Bradley, purchasing agent 
of the Doughnut Corporation of 
America plant in Ellicott City, 
Md. has a solution to the requisi- 
tion problem that cuts paperwork 
for both buyer and requisitioner. 
His requisition form has a space 
for three vendors. And it is de- 
signed so as to permit 15 items 
to be ordered at one time. The 
buyer merely lists the item num- 
bers in the box provided opposite 
each supplier’s box on the requisi- 
tion. The typist then can easily 
make up an order for each sup- 
plier with the required items 
listed on it. 

“With this system, we average 
three or four orders for each 
requisition,” Bradley reports. The 
system is one reason why Brad- 
ley, a buyer, and a secretary are 
able to issue as many as forty 
orders per day. 

Doughnut Corporation’s requisi- 
tion form, when completely filled 
out, (Requisitioners fill out the 
lower part of the form indicating 
requirements; purchasing fills out 
the upper part indicating supply 
sources) has all the data neces- 
sary to type the order. In addition, 
there is space for requisitioners 
to show quantity of material on 
hand and quantity used each 
month. This makes it possible for 
purchasing to analyze the re- 
quested quantity to make certain 
that this is the economic 
amount to buy. 
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Herman Decatur, purchasing agent for Cincinnati Milling Machine Company, greets 
one vendor, while another registers at the receptionist’s desk. Through the alcove 
to the right is the vendor’s waiting room. 


How to Get More Out of 
Vendor Interviews 


Tu PURCHASING depart- 
ment at Cincinnati Milling Ma- 
chine Company has a definite pro- 
gram for getting the most out of 
its interviews with vendors. The 
program is based on two prin- 
ciples: 

@ The fewer distractions there 
are during an interview, the 
nearer the vendor and buyer can 
come to the real purpose of the 
interview: the communication of 
useful information. 

@ The more courteous and con- 
siderate you are to vendors, the 
more vendors will do for you. 


How It Works 


As part of its program to make 
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vendor interviews as effective as 
possible, purchasing set aside four 
rooms which are only used for 
interviewing vendors. 


About the rooms: 

(1) There are no telephones. 
Once the door to the interviewing 
room is closed, the only way an 
interview can be interrupted is for 
someone to knock on the door. 
Cincinnati’s buyers aren’t inter- 
rupted during an interview for 
anything that isn’t of real im- 
portance. 

(2) With the door closed, the 
room is essentially sound-proof. 
This helps the interviewing by 
providing a private as well as a 


quiet place to talk. 
Something Extra 


Cincinnati’s system for making 
its interviews pay off begins when 
the vendor pulls into the visitors’ 
parking lot, The lot is convenient- 
ly located directly across the 
street from the reception lobby 
and purchasing offices. 

“A little thing, maybe,” says 
Herman Decatur, purchasing 
agent for Cincinnati, “but don’t 
think the vendors don’t notice it.” 


Reception Procedure 


When the vendor walks into the 
reception room one of the first 
things he sees is a cutaway model 
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of a Cincinnati milling machine 
mounted on a turntable. Vendors 
—particularly new ones—usually 
spend quite a bit of time study- 
ing the machine to see how they 
can fit their products into Cin- 
cinnati’s requirements. 

This is the procedure followed 
by the receptionist when a vendor 
comes to her desk: 


Greeting the Vendor 


(1) The receptionist calls the 
appropriate buyer and finds out 
when he can see the vendor. The 
receptionist then tells the vendor 
how long he will have to wait. 
Cincinnati tries to keep vendors 


A Cincinnati buyer inter- 
views a vendor in the pri- 
vacy of one of the four 
rooms set aside for this 
purpose. For the conven- 
ience of both vendor and 
buyer, interview rooms are 
located between the recep- 
tion area and the purchas- 
ing department. 
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waiting no more than ten minutes. 

(2) While the vendor is at the 
reception desk, he is asked to fill 
out a small form which has spaces 
for information such as company 
affiliation, time of arrival, and 
time of departure. The form en- 
ables the receptionist to give in- 
formation about the vendor to 
anyone who might call him either 
during or after the interview. In 
short, the receptionist tries to act 
as the vendor’s secretary while the 
vendor is at Cincinnati. 

(3) While the vendor is wait- 
ing for the buyer, he can sit 
either in the main reception room 
or in an adjacent room which is 


well equipped with telephones, 
desks and master binders contain- 
ing catalogs and descriptive mate- 
rial on all standard Cincinnati 
products. 


The Result 


When the interview begins, the 
vendor is usually in a good frame 
of mind because of the courteous 
and thoughtful treatment he has 
received. Combine the vendor's 
favorable attitude toward the com- 
pany with the interviewing know- 
how of Cincinnati’s buyers and 
the result is a highly effective 
interview for both buyer and 
seller. 


For the convenience of 
salesmen, the vendors’ room 
is equipped with desks, 
telephones, and a_ variety 
of literature on Cincinnati 
products, 





Basic Guides for 
Better 


Pump Purchasing 


Pumps are an item that just about every industrial pur- 


chasing agent has to buy—usually on a fairly regular basis. 


It’s a difficult job because of the infinite variety of pumps 


that are available. Here are some suggestions that will 


make pump buying easier. 


Tuere's a very good reason 
purchasing agents should know 
the ins and outs of pump buying 
—mainly the fact that it’s the kind 
of item that is purchased fairly 
regularly in almost every type of 
industrial operation. What makes 
the job difficult for the P.A. is 
the fantastic number of types of 
pumps that are available. 

While there are just three kinds 
of pumps used in industry (cen- 
trifugal, reciprocating, and ro- 
tary), there are, within each kind, 
hundreds of design variations, 
several different combinations of 
materials, and five or more dif- 
ferent types of drive. The com- 
plexity of the problem is indicated 
by a typical descriptive label for 
a centrifugal pump: “single-stage, 
double-inlet, double-suction, hori- 
zontal, motor-driven, general- 
purpose volute-type centrifugal 
pump”. To further illustrate the 
complexity, one pump manufac- 
turer recently standardized the 
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parts for his line of general- 
purpose end-suction centrifugal 
pumps. His reason: 70,840 differ- 
ent pumps could be obtained from 
the combinations of parts, drives, 
and methods of sealing the shaft. 
And this is just one type of cen- 
trifugal pump. 

So to say that it’s important to 
have a sound procedure for pur- 
chasing pumps is no exaggeration. 


The Procedure 


Here’s a suggested procedure. 
Following it will enable you to 
buy the exact type of pump you 
want. The essence of the proced- 
ure is to “divide and conquer”— 
divide the pump purchasing prob- 
lem into five phases and conquer 
them one at a time. 

Hydraulic Conditions. The two 
factors that, in general, determine 
how big a pump is needed and 
what kind it should be, are head 
and capacity. 

Roughly speaking, head is the 


pressure the pumps must develop. 
This pressure may be expressed 
in pounds per square inch, feet 
of liquid, or some other unit. The 
important thing to remember 
about head is that you must spe- 
cify a value and a unit on the 
purchase order. Typical heads are 
100 psi, 40 ft of water, and 70 psf. 

Capacity is the amount of liquid 
a pump will handle in a unit time. 
Depending on how big the pump 
is, its capacity may be expressed 
in gallons per minute, gallons per 
hour, cubic feet per second, or 
any of a number of other units. 
And, like head, you must specify 
a capacity value before you can 
purchase a pump. Typical capac- 
ity values are 100 gpm, 50 cfs, 
and 70 gph. 

In some installations the head 
or capacity requirements may 
vary through a narrow or wide 
range. If there is any variation, 
note it on the pump purchase or- 
der. When specifications on the 
requis:tion are vague or incom- 
plete, check with the engineering 
department to see if there will be 
any head or capacity variations. 

Metallurgical Considerations. 
Pumps, and their component 
parts, can be built of hundreds 
of different materials, depending 
upon the service requirements. 
While metals are the most com- 
mon. choice, plastics, rubber, 
stoneware, glass, and a variety of 
other materials are steadily gain- 
ing popularity. 

There are two ways of obtain- 
ing the correct materials to safely 
handle a given liquid: (1) specify 
exactly what you want, with no 
or few acceptable alternates, or 
(2) completely describe the liquid 
and its pumping conditions and 
allow the pump manufacturer to 
choose the best materials. 

If you choose the first method, 
you must work closely with the 
engineering department to see 
that they supply sufficient data. 
You will find the “Standards of 
the Hydraulic Institute” particu- 
larly helpful. (Available from 
The Hydraulic Institute, 122 East 
42nd Street, NYC 17, N.Y., at 
nominal cost.) 

Should you decide to have the 
pump manufacturer choose the 
materials to be used in the unit, 
give complete information in the 
purchase order on the following 
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points: (1) solution to be pumped 
(if possible, list the common name 
of the solution, like black liquor, 
molten bizmuth, etc.); (2) prin- 
cipal corrosives in the solution 
(like sulfuric acid, acetic acid, 
etc.); (3) other impurities or con- 
stituents in the solution not cov- 
ered by (2) (like sulfates, chro- 
mates, etc.); (4) the temperature, 
viscosity, vapor presssure, and 
specific gravity of the solution; 
(5) aeration of the solution, if 
any; (6) any gases in the solution, 
or any solids in suspension; (7) 
the material of the piping that will 
be connected to the pump; (8) 
any previous experience with the 
solution; and (9) what you con- 
sider an economic life for the 
pump and its components. 

While this might seem to be an 
extremely big task, it will pay off 
in helping the pump manufacturer 
do some value analysis for you. 

Type of Drive. Give complete 
details concerning the type of 
drive you wish to purchase for the 
pump. Do not accept incomplete 
drive specifications from engineer- 
ing or any other department. In- 
sist that the drive be adequately 
described. If the drive is to be 


an electric motor, list the voltage, 


frequency, number of phases, 
shaft speed, type of motor, horse- 
power, etc. 

When purchasing a steam tur- 
bine, state the type of turbine, 
horsepower, steam pressure, 
steam temperature, shaft speed, 
type of governor, etc. 

Installation Requirements. This 
concerns the problems connect- 
ed with mounting the pump on a 
foundation, in a pipline, in a well, 
or in a pit. Since all pumps are 
fitted with a base of some sort, 
find out if the standard base is 
suitable. If special mounting feet, 
tings, or other parts are needed, 
state this in the purchase order. 

Other items related to pump 
installation requirements include 
auxiliary piping connections and 
théir sizes (usually % in., or 
larger), drain holes and rim for 
the baseplate, size of anchor-bolt 
and grout holes, nameplate and 
arrow showing direction of ro- 
tation. All these data should be 
supplied by your engineering de- 
partment. 

Miscellaneous Considerations. 
These may vary from the special 
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CAPACITY (GPM) 





TOTAL DYNAMIC HEAD. a 





Discharge Line 
Pipe Di 


PUMP DATA 


Use a separate sheet for each pumping condition, 


(or fill in below) 


Material of Pipe___ ee eS 





Vertical Head in Feet 


Taeel Lengeh in Best 





Number of Bends 
Number of Valves. 


———Long or Short Sweep___ 
ee eee 








Condition of line (age, deposits, etc.) 


Suction Line 
Pipe Di 





*Vertical Lift in Feet. 


——— Material of Pipe_ 
Vertical Head in a Fo dnhatertemoennineanecrinceisinmaseme te mane ba Feet pom 





Number of Bends. =f 


Long or Short Sweep ___ 





Number of Valves. 








Condition of line 


Type of Valves 





* This refers to the distance the pump 
primiog pump is required and will be quoted upon. 


CORROSIVE OR LIQUID HANDLED 


is shove the source of 
. State maximam 


liquid suppl Cates ees Gummi gue. tela 
dese Gan la be be satisfactory for priming. 


——— 











Temp 
Specific Gravity 


Viscosity ( ipoises) 





Solids, if any 





r 


%, with max. particle size___ 








To imsure a lete and 


use back page for supplying full 








information on liquid handled. 


DRIVE 
Belt. 


Motor. 





If motor drive, shall we furnish motor? Yes. 


___.No. 





, Oe  —————EE 


Special Requirements: belt drive speed, couplings, steam turbine, etc cag 


Type Motor 














PUMPING CONDITIONS 





Grease Seal 


_————— iF , 
‘Water Seat eusinmainnge 








Special Seal 





Temperature fluctuations_— 





(Sudden changes in temperature must be mentioned. ) 
Will pump be used for circulation in closed system or for transfer? _ 
Will pump be operated at times against closed discharge? —— 








This is the kind of data sheet that can be a big help to a P.A. in specifying 
to a vendor the kind of pump that is required. On complex jobs it’s 
usually advisable to send the vendor a sketch of the installation. 


problem met in  sub-miniature 
pumps for aircraft use to the di- 
mension problems met when try- 
ing to ship the huge pumps used in 
irrigation and similar large-capac- 
ity, low-head installations. 

Best way to handle these prob- 
lems is to work them out with your 
engineering department. For ex- 
ample, the question of whether 
a pump should have a standard 
packed shaft gland or a mechan- 
ical seal can be answered best 
by the engineer who choses the 
pump. So if he does not include 
this information in his specifica- 
tions, request more specific in- 
formation. 

If the engineering department 
wants special parts fitted to the 
pump, include complete details 


in your purchase order. Here, 
again, the parts must be adequate- 
ly described by the engineering 
department before you can prop- 
erly go about placing an order 
for them. 


Summing Up 


Following this procedure should 
enable you to specify on the pur- 
chase order exactly what type of 
pump you want. And probably 
the most important part of the 
procedure is getting engineering 
to give complete specifications. So 
if the original request from en- 
gineering is vaguely worded, as 
it often is, insist on a complete 
rewording. Never allow a pur- 
chase order to go through with- 

(Please turn to page 188) 
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What Does GC.LF. 


Really Mean? 


What's the difference between a contract with an F.O.B. 
point and a C.1.F. agreement? When is the title for goods 
transferred from seller to buyer? What documents are 
needed to complete a C.1.F.. contract? These are just a few 
of the many aspects of C.I.F. agreements covered in this 


article, 


By Paul H. Johnson 


-E 

HE C.F. contract is often en- 
countered in business. The initials 
stand for the words “cost, in- 
surance and freight” and mean 
that the price quoted and agreed 
upon covers not only the cost of 
the goods at the point of shipment, 
but also the cost of their insur- 
ance and freight to the destina- 
tion. The initials are shown either 
capitalized, or in the lower case, 
or sometimes the order is changed 
to read C.F.I., all of which have 
the same legal consequence. The 
abbreviation C.AF., or c.af., 
means cost and freight without 
insurance. 

Through business usage many 
distinctions have developed be- 
tween the C.F. sales contract 
and an ordinary F.O.B. sales con- 
tract. One of the main distinctions 
involves the way in which title is 
transferred. 

One court said that a C.LF. 
contract of sale is a well-known 
form of shipping contract, and is a 
contract for the sale of goods to 
be performed by the delivery of 


Mr. Johnson is in the purchasing department of 


Sinclair Oil Co., Tulsa, Oklahoma. In addition, he is 
2 practicing attorney in Tulsa, 
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certain stipulated documents. In 
an ordinary sales contract the key 
to the title is determined by the 
transfer of possession of the goods 
whereas in a C.I.F. contract the 
title is transferred with possession 
of the documents. Or, as stated by 
another court, a C.I.F. contract 
contemplates a sale of goods by 
a tender or delivery, not of the 
goods, but of the documents re- 
lating thereto. 


Who Takes the Risk? 


What is the distinction between 
a sales contract showing the desti- 
nation as the F.O.B. point and a 
C.I.F. contract? In both cases the 
vendor must pay the freight to 
destination. The main distinction 
between the two types of con- 
tracts lies in the transfer of title. 
Under a C.I.F. contract freight fig- 
ures substantially only as part of 
the purchase price, not as a reser- 
vation of the title. Under a C.LF. 
contract the general rule is that 
transfer takes place at the time of 
delivery of the goods to the car- 
rier and all risks in shipment are 
on the buyer, Also, after the goods 
are shipped under a C.LF. con- 
tract the buyer cannot revest title 


to the goods without the seller’s 
consent, as by refusing to accept 
the goods upon delivery. 

To comply with his obligations 
under a C.I.F. contract the vendor 
must ship the goods specified and 
deliver to the buyer certain docu- 
ments. These documents must in- 
clude a bill of lading and an in- 
surance policy covering loss or 
damage during transit. Also usual- 
ly included, although not re- 
quired by the contract, are such 
other papers as an invoice and 
a receipt showing payment of 
freight. 

One court said: “A contract of 
sale C.LF. is not a sale of docu- 
ments relating to goods, but a 
sale of goods to be performed by 
delivery of documents.” Never- 
theless, the documents must be 
valid and effective instruments at 
the date on which they are ten- 
dered. The tender of the docu- 
ments need not be deferred until 
after the goods have been deliv- 
ered to the buyer, nor is it neces- 
sary for the buyer to wait until 
the goods have been inspected 
and accepted. 

A certificate of insurance in- 
stead of the insurance policy has 
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Stylette Plastics, Inc 
Pittsburgh, Pa 


“Since Cities Service Pacemaker 300 T- 
Injection molders operating perfectly.” 


Daniel A. Goetz, President and Charles 
R. Goetz, Dan’s twin brother and Vice 
President of Stylette Plastics, agree on 
the value of a superior hydraulic oil. As 
Dan Goetz says, “we produce millions 
of ‘giveaway’ items every year. These 
items must be inexpensive . . . and to 
obtain the lowest cost possible we must 
produce in quantity and without expen- 
sive down-time on our injection mold- 
ing machines. We had previously had 
trouble with our hydraulic oil and | 
think it was primarily due to the heat 
involved. We called in the Cities Service 
Lubrication Engineer and he switched 
us to Pacemaker 300 T. Since using Pace- 
maker 300 T, our six injection molders 


have been operating perfectly.”’ 

Pacemaker T is a premium hydraulic 
oil with excellent heat resistant proper- 
ties and suitable for every type of hy- 
draulic system. These oils have high 
viscosity index to minimize viscosity 
change with changing temperatures. 

They are also fortified to resist oxi- 
dation and to give maximum protection 
against corrosion and rusting. 

Contact your nearby Cities Service 
office for an experienced Lubrication 
Engineer to show you what advantages 
Pacemaker T can offer in your opera- 
tion. ..or for further information, 
write: Cities Service Oil Company, Sixty 
Wall Tower, New York 5, N. Y. 


Pranree Wan Tee 


The Goetz Twins, owners of Stylette 
Plastics went into the plastics business 
in Pittsburgh in 1952 on the recommen- 
dation of their professor at Duquesne 
University. They started with $1,500 and 
bought a nine ounce injection molding 
machine to make plastic tile. 
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been held not to comply with 
the terms of a C.LF. contract. 
Also, the bill of lading must be 
a through bill from the point of 
shipment to the point of destina- 
tion. 

The seller under a C.LF. con- 
tract has two primary responsi- 
bilities. First, he must ship the 
goods and second he must tender 
the necessary documents to the 
buyer. 

A fine point arises as to who 
has title (and is obliged to stand 
any loss) between the time of 
shipment and the time of delivery 
of the documents. A New York 
court has answered the problem 
by stating: 

“Tt is incumbent upon the seller 
to deliver or to tender delivery 
of the papers within a reasonable 
time efter the date agreed upon 
for the shipment of the goods, 
and that on performance of that 
duty by the seller it becomes the 
duty of the buyer to accept the 
documents which will entitle him 
to receive the goods if they ar- 
rive, and to enforce any claim 
or liability there may be either 
against the carrier or insurer. 
Therefore it becomes immaterial 
in whom title was, either at the 
time of or prior to the delivery 
or tender of delivery of the docu- 
ments. It likewise becomes im- 
material whether the goods have 
been lost in transit before or are 
so lost after the delivery or ten- 
der of delivery of the documents.” 


Buyer Must Pay 
Consequently, upon the tender 


THAT MACHINE WAS SMASHED 
IN SHIPMENT. I'M NOT GOING 
TO PAY YOU FOR IT. 


of the documents the buyer is 
obligated to pay even though the 
goods have been destroyed dur- 
ing transportation, because the 
risk passes to the buyer upon 
delivery to the carrier. It is im- 
material that at the time of such 
tender the seller knew of the 
destruction of the goods. 

The insurance policy is an im- 
portant part of a C.LF. contract. 
It has been held that it is the duty 
of the seller actually to insure 
the cargo in order to comply with 
his contract. Such compliance is 
a condition precedent to the at- 
tachment of any liability on the 
buyer to accept the goods on 
arrival. And even though the 
cargo arrives safely, the buyer 
may refuse to accept it on the 
grounds that the seller did not 
insure the cargo. 

The obligation under a C.LF. 
contract to tender a proper policy 
of insurance is not performed by 
the vendor’s guaranteeing to hold 
the purchaser covered by insur- 
ance. Nor is a contract requiring 
insurance of the goods against all 
risks satisfied by the procuring of 
a policy which does not fully 
protect the buyer. Although the 
seller must procure an insurance 
policy on the transportation of 
the goods, he has the option of 
either paying for the policy him- 
self or billing the premium to the 
seller and deducting the amount 
from the purchase price on the 
invoice. 

The price fixed under a C.LF. 
contract includes the freight to 
the destination. The seller may 


YOU HAVE TO- You've 
ALREADY ACCEPTED 
THE DOCUMENTS THAT 
COVER IT. 


The risk of ownership passes to the buyer when seller delivers the 
goods to the common carrier and the buyer accepts documents 
giving him title to the merchandise. 


either pay the cost of the carriage 
or allow it on the purchase price, 
and has the option of prepaying 
the freight or deducting it from 
the invoice. 

A C.LF. sale is executed by the 
delivery of documents by the 
vendor tc the vendee and not by 
the physical delivery of the actual 
goods for which the documents 
are the evidence of title. The bar- 
gain must be kept as made and 
to complete the contract the 
buyer can no more refuse the 
documents and ask for the goods 
than can the seller withhold the 
documents and tender the goods. 

The cbligation of the seller to 
deliver the necessary documents, 
and that of the buyer to pay the 
price, are concurrent conditions 
in the nature of mutual condi- 
tions precedent and where valid 
and effective documents are ten- 
dered, the buyer can obtain the 
goods only by paying for them. 
As a matter of commercial 
practice a draft is sometimes 
forwarded with the documents 
which must be executed by the 
buyer to receive delivery of the . 
documents. 

Either party may waive per- 
formance of the exact require- 
ments of the C.I.F. contract, 
either expressly or by implica- 
tion, arising from acts or conduct 
in the negotiation and formula- 
tion. It should be remembered 
that the name a contract is given 
does not conclusively determine 
the rights and, privileges under 
the contract. The court will look 
at the substance of the agreement 
so that the designation of the 
contract as one of the kind known 
as a C.LF. contract only creates 
an inference that it is one of that 
character, which inference will be 
overcome by express provisions 
showing that the parties intended 
otherwise. 

The old cliche “It’s the little 
things in life that count,” is cer- 
tainly applicable to the law of 
purchasing. These three letters in 
a quotation or purchase order, 
“C.LF.,” may seem to be a little 
thing in the contract but the con- 
sequence of their being there may 
be of great significance. A bet- 
ter understanding of the “little 
things” can help a purchasing 
agent do a more effective job 
for his company. 
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-In continuous lengths: the bronze casting you want in the shape you want! Asarco will cus- 
tom cast practically all standard tin-bronze alloys in the shapes, lengths and diameters you need. 
Custom-shapes in long lengths instead of individual castings. Uniformity and machinability of bronze 
alloys with no hard or soft spots: no sand, dirt, or dross to dull tools or reduce cutting speeds. Superior 
physical characteristics: impact, tensile, and yield strength, and hardness, improved as much as 
100% over the same alloys cast by other methods. Asarcon® 773 (SAE 660), general purpose bear- 
ing bronze, is immediately available from stock in 260 sizes, rods and tubes in 14" to 9” diameters, 
lengths up to 105”. Special shapes can be made to order. Write: Continuous-Cast Products Dept., 
American Smelting and Refining Company, Barber, N. J., Kingwell Bros., Ltd., 457 Minna St., San 
Francisco. In Canada: Federated Metals Canada, Ltd., Toronto and Montreal. 
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WHAT’S MAKING NEWS? 


Most executives charged with the responsibility of 
plant expansion—or modernization—could use a few 
more dollars in the building fund and quite a lot less 
advice on how to spend them. There is, however, an 
interesting way to stretch that building fund . . . a way 
in which one of industry’s chemicals plays a part. This 
and the activities of Dow chemicals in other areas of 
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#. management interest are reported here in concise form 
| for busy readers. 
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You may wish to check certain 
items in this advertisement and 
forward to those concerned in 
your company. 
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Now Industry Builds on Poles, 
_ Stretches Construction Dollar 


Pole-type buildings are en- 
joying record popularity with 
businessmen these days. Rea- 
son: firms solve their warehous- 
ing problems for as little as 
50% of the outlay needed for 
conventional buildings. Savings 
come from triple duty perform- 
ance of Penta-treated poles— 
they serve as foundation, stud- 
ding and roof support. Build- 
ings are sturdy, permanent and 
adaptable to a variety of uses. 


The pole building idea is catching 
on fast with budget conscious indus- 
try. The urge to save building dollars 
is expressed in warehouses, machine 
shops, equipment garages—even show- 
rooms and offices! The experiences of 
companies in three different fields show 
how much more management men get 
for their money when they elect to 
erect on poles: 


International Paper Company recently 
built a 100,000-sq.-ft. warehouse for 
wholesale storage of building materials. 
Built on Penta-treated poles, the 577 


PENTA-TREATED POLES serve as foundation, provide 30’ x 24’ clear-span bays 
in this warehouse built for International Paper Company, Kansas City, Kansas. 
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ft. long structure is equipped with a 
reinforced concrete floor, walls of 
weather-impervious plywood siding. 
Construction cost, including air condi- 
tioning and heating equipment for a 
3,000-sq.-ft. office section, was approxi- 
mately $4.00 per sq. ft. The poles, 
which serve as foundation, studding 
and roof support, were set widely 
apart to provide maximum span at 
minimum construction cost. 

Pole building “showed them” in 
Missouri, too. Sho-Me Power Corpora- 
tion, an electric utility, built a two- 
story, 11,340-sq.-ft. warehouse on 


] INDUSTRIAL SOLVENTS 


' Metal finishing's easier, faster, safer 
with the right cleaning solvent for the 


ylene chloride, Chlorothene® and 
three grades of trichloroethylene. 





Penta-treated poles for $2.04 per sq. ft. 
Cost included a reinforced concrete 
floor, aluminum siding and roofing, a 
loading dock and an electrically oper- 
ated door. 


A major chemical company used the 
pole building formula to save approxi- 
mately 50% on a new 54,000-sq.-ft. 
warehouse for bulk chemicals storage. 
The completed cost of $2.68 per sq. ft. 
bought them a built-up flat plywood 
roof, aluminum siding, reinforced con- 
crete floor, lighting, a sprinkler system 


and loading docks! 


The savings realized by building on 
Penta-treated poles has helped many 
industries do a big job with a small 
building budget. Because branded poles 
are set firmly in the ground, buildings 
go up fast and have excellent wind re- 
sistance. They can be designed to fit any 
space requirement—odd size buildings 
are an economical reality. And they are 
easily expanded to meet the need for 
additional space. 


And the treated poles used in indus- 
trial construction today are clean— 
clean looking, clean smelling, and clean 
to the touch. That’s because Penta 
(short for Pentachlorophenol) is used 
as the wood preservative. It forms a 
long lasting shield, right in the wood, 
that wards off termites, rot and decay. 


Poles and crossarms treated with 
Penta are used extensively by utility 
companies for their transmission and 
distribution lines. Railroads have long 
recognized the value of Penta-treated 
wood for crossties, car lumber, bridges 
and signal poles. And wood treated 
with this clean preservative is becom- 
ing more popular on the home front 
for garages, carports, cottages, fencing 
and outdoor shelters. 


Photos and facts about 20 different 
industrial pole buildings may be 
obtained by writing Dow. 


MURIATIC ACID 


Dowell Division, Dow's right arm in 
serving the petroleum producing field, 
uses muriatic acid in special acidizing 

= treatments to make oil wells more 
productive, more profitable. Also best 
source for fracturing services. 


For More 
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WHITE, PASTEL FABRICS now stay wrinkle- 
free, thanks to Dow's high-purity EDA. 


NEW WRINKLE gages 
wee IN TINTED TEXTILES 


Ethylenediamine 98% is a jawbreaker 
as a word, but many manufacturers of 
cotton fabrics find it mighty worth- 
while to say—and to use! This remark- 
able chemical (its nickname is EDA) 
is made into a resin that gives cotton 
materials high resistance to wrinkling 
and excellent wrinkle recovery. It also 
imparts improved dimensional stability 
and storage stability. This all adds up 
to rapidly increasing use in the 
popular wash and wear field. 

Dow was the first to produce EDA 
98% (98% pure!) in commercial quan- 
tities. This highly uniform chemical is 
used as an intermediate in processing 
a wide variety of products, from albu- 
men to uranium salts and back to 
medicines. Its usefulness extends to 
explosives, leather, petroleum, cosmet- 
ics, insecticides and rubber. 

* . . . 

LIKE TO KNOW MORE about some of 
these products and the stories behind 
them? For idea-stimulating facts and 
figures about these and other chemicals 
making news in industry, write to us 
today. THE DOW CHEMICAL COMPANY, Mid- 
land, Michigan, Chemicals Sales Depart- 
ment 602EE4-27. 


CHEMICALS FOR 
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1ON EXCHANGE RESINS 


In planning expansion or new plants, 
many processors consider using Dowex® 
ion exchange resins to recover usable 
processing materials. Dow offers 
industry's widest line of ion exchange 
resins, backed by plenty of experience. 


“MONO,-, DI-, TRI’ — Ga 
“uum 3 ways to improve gas 


Natural gas processors learn to 
count “mono-, di-, triethanolamine” in- 
stead of “one, two, three” because a 
family of chemicals named ethanola- 
mines plays an important role in their 
operations. Ethanolamines help them 
combat corrosion, contamination and 
other unwelcome characteristics of 
“sour” gas. 

To assist gas processors in coping 
with these and many other problems 
involved in gas conditioning, Dow 
provides a complete laboratory service 
on conditioning problems. 

Dow also maintains 
offers continuous consultation on 
Ethanolamine solutions. This group 
tackles a wide range of problems. 

Natural gas producers can count on 
this kind of comprehensive service 
from Dow’s fully staffed and broadly 
experienced technical group. 


a team that 





DOW CHEMICALS 
BASIC TO INDUSTRY 


Glycols, Glycol Ethers * Amines and 
Alkylene Oxides * Benzene Derivatives 
Inorganic Chlorides * Alkalies and 
Halogens * Solvents * Germicides 
Fungicides * Herbicides * Fumigants 
Hundreds of other Chemicals 
Plastics * Magnesium 


THE DOW CHEMICAL COMPANY 
Midland, Michigan 











INDUSTRY 


. 


_ 
MINING CHEMICALS 


Separan®, Dowfroth® and xanthates 
ore a handy trio in ore recovery. 
These specialized chemicals make a 
tough job easier, more productive. 
Separan recovers metals ordinarily 
lost in uranium, copper operations. 
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Products and ideas 





The “twin-pac” container consists of just three parts—one regular 
slotted carton with extra slots in the end flaps and two scored and 


corner-cut pads. 


A NEW CONTAINER—a di- 
visible corrugated box—has been 
designed by Inland Container 
Corporation. 

The container is known as 
“twin-pac.” It was created for 
Bunte-Brothers-Chase Candy 
Company to meet some of the 
specific marketing problems in- 
herent in the candy industry. It 
can be easily adapted, however, 
in other industries. 


Units of Shipment 
In the candy field, manufac- 
turers must establish a unit of 
hipment that will encourage dis- 
tributors to order each item in 
quantities of at least two dozen. 
Yet the container should make it 
possible for the retailer to carry 

maximum assortment with a 
minimum investment. 

Inland was asked to develop a 
container holding two dozen of an 
item with the following charac- 
teristics: 

@ Easily divisible by the dis- 
tributor, when necessary, into 
two shippable, pilfer-proof con- 
tainers without the use of a knife. 

@ Requiring no taping, gluing, 
or similar operation. after it is 
divided. 
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@ Needing no more set-up or 
packing time than a _ standard 
container. 

@ Comparable in cost to stand- 
ard containers. 

In six months, the container 
company developed about 200 de- 
sign approaches. It carried 39 of 
them to the sample and trial 
packaging stage. The final result 
was the “twin-pac.” 


No Special Partitions 

One of the features of this con- 
tainer is that it eliminates the 
need for special partitions and 
pads. In addition, assembly and 
packing is as efficient as regular 
slotted cartons, because of the 
type of assembly jigs and stitch- 
ing equipment used in manufac- 
ture. And the carton can be in- 
stantly and cleanly divided into 
two parts simply by placing the 
center at the edge of a table and 
pressing sharply downward. 

Among the advantages of the 
“twin-pac” are faster turnover of 
stock, sanitary storage, and elim- 
ination of pilferage. 

Information about “tvin-pac” is 
availablz from Inland Container 
Corporation, 700 West Morris St., 
Indianapolis, Ind. 


New ‘“Twin-Pac’ 


Container 


Easy to Divide 


To divide the container into two, it 
is placed on the edge of a table and 
given a sharp rap downward. It is 
instantly separated into two ship- 
pable, pilfer-proof cartons. 
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ONLY MEAD 
BACKS UP 
CONTAINER 
QUALITY 
WITH A BOND! 


*500,000 bond assures you of |.C.C.-approved quality standards 


Every Mead Bonded Container you buy is bonded to insure that it equals 
or exceeds specifications set up under Rule 41, Uniform Freight Classification 
and Rule 5, National Motor Freight Classification. If a Mead Bonded 
Container does not meet |.C.C.-approved standards, Mead will immediate! ° 
— , rv . containers 
pay the full cost of defective containers or rush replacements to you. 
Mead Containers, Inc. has complete confidence in the quality of its corrugated MEAD CONTAINERS, INC. 
shipping containers produced in 14 strategically located plants. Executive Offices, 4927 Beech St., 
This quality assurance, plus the best in container research and design hd 


National Sales Offices, 230 Park Avenue, 


° s ° ° N k 17, New York*6124 N. Mil k 
services, is yours when you specify Mead Bonded Containers. son Seeaanh Oh nebinceinaeadeaee: 





° ° . P . Subsidiary of 
For information, write or call collect your nearest Mead Containers office. THE MEAD CORPORATION 


For More Information Write No. 205 on Inquiry Card—Page 32 
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Photo-elastic stress patterns produced by models photographed with polarized light are one 
of the modern analytic tools available for ever-increasing perfection of Malleable iron castings. 


Strength is ( Malleable 


The strength crucial in spiraling the heave of diesels’ pistons into unresistible power, in pro- 
tecting lives as automobiles hurtle down endless highways, and in every link of chain that 
swings massive loads overhead, is yours to mold into tomorrow's dynamic engineering achieve- 
ments with Malleable iron castings. Yet Malleable provides this strength in combination with 
toughness, producibility and economy that makes Malleable castings the finest, most versatile 
metal available. 

For information or service, call on one of the progressive firms that identify themselves 


with this symbol— MEMBER 


MALLEABLE 


c\ 


A 
STines coun 


If you wish, you may inquire direct to the Malleable Castings Council, 
1800 Union Commerce Building, Cleveland 14, Ohio, for information. 








These companies are members of the 


© v 
a \ 
STin6es coun? 


CONNECTICUT 

Connecticut Mall. Castings Co., New Haven 6 
Eastern Malleable Iron Co., Naugatuck 

New Haven Malleable Iron Co., New Haven 4 


DELAWARE 
Eastern Malleable tron Co., Wilmington 99 


ILLINOIS 
Central Fdry. Div., Gen. Motors, Danville 
Chicago Malleable Castings Co., Chicago 43 
Moline Malleable tron Co., St. Charles 
National Mall. and Steel Castings Co., 

Cicero 50 
Peoria Malleable Castings Co., Peoria 1 
Wagner Castings Company, Decatur 


INDIANA 

Link-Belt Company, Indianapolis 6 

Muncie Malleable Foundry Co., Muncie 
Terre Haute Mall. & Mfg. Corp., Terre Haute 


MASSACHUSETTS 
Belcher Malleable !ron Co., Easton 


MICHIGAN 

Albion Malleable tron Co., Albion 

Auto Specialties Mfg. Co., Saint Joseph 
Cadillac Malleable Iron Co., Cadillac 
Central Fdry. Div., Gen. Motors, Saginaw 


MINNESOTA 
Northern Malleable Iron Co., St. Paul 6 


NEW HAMPSHIRE 
Laconia Malleable Iron Co., Laconia 


NEW JERSEY 
Meeker Foundry Company, Newark 4 


NEW YORK 
Acme Steel & Mall. Iron Works, Buffalo 7 
Frazer & Jones Company Division 

Eastern Malleable lron Co., Solvay 
Oriskany Malleable iron Co., Inc., Oriskany 
Westmoreland Mall. lron Co., Westmoreland 


OHIO 

American Malleable Castings Co., Marion 

Canton Malleable Iron Co., Canton 5 

Central Fdry. Div., Gen. Motors, Defiance 

Dayton Mall. Iron Co., Ironton Div., Ironton 

Dayton Mall. !ron Co., Ohio Mail. Div., 
Columbus 16 

Maumee Malleable Castings Co., Toledo 5 

National Mall. and Steel Castings Co., 

Cleveland 6 


PENNSYLVANIA 

Buck Iron Company, Inc., Philadelphia 22 
Erie Malleable Iron Co., Erie 

Lancaster Malleable Castings Co., Lancaster 
Lehigh Foundries Company, Easton 
Meadville Malleable tron Co., Meadville 
Pennsylvania Malleable tron Corp., Lancaster 


TEXAS 
Texas Foundries, Inc., Lufkin 


WEST VIRGINIA 
West Virginia Mall. Iron Co., Point Pleasant 


WISCONSIN 


Badger Malleable & Mfg. Co., S. Milwaukee 

Belie City Malleable Iron Co., Racine 

Chain Belt Company, Milwaukee 1 

Federal Malleable Company, West Allis 14 

Kirsh Foundry Inc., Beaver Dam 

Lakeside Malleable Castings Co., Racine 

Milwaukee Malleable & Grey tron Works, 
Milwaukee 46 





How to Get More Strength Per Dollar 
with Malleable Castings 


With few exceptions, strength is the 
most important single design require- 
ment for a metal part. But in the com- 
mercial production of that part, the 
ultimate objective is to manufacture it 


at the lowest possible cost. Malleable 
iron castings take advantage of many 
factors to provide the greatest strength 
per dollar of any ferrous or non-ferrous 
metal. 


Great Strength Range Available 


From the wide range of standard (fer- 
ritic) and pearlitic Malleable irons avail- 
able, a type may be selected that meets 
strength requirements ranging from 
50,000 p. s. i. to 120,000 p. s. i. tensile. 


Table No. 1 shows these strength values 
and other physical measures for 9 
grades of Malleable. Note particularly 
how high yield strengths are in com- 
parison to tensile strengths. Because 
yield strength is generally the measure 
of usable strength, this is especially 
important. 


Also important is the uniformity of 
Malleable’s strength. The heat treatment 
given all Malleable castings produces a 
unique metallurgical combination of 
strength, ductility, machinability and 
impact resistance. At the same time, it 
relieves internal stresses so that Malle- 


Economy Due to 


Malleable’s superior strength-cost ratio 
is due to a combination of the casting 
process, which puts the metal where you 
want it, and the inherent economy of 
Malleable iron. Also, whenever machin- 
ing operations are involved, Malleable 


able’s strength cannot be machined 
away, nor will it be present in some 
parts but missing in others. 


TABLE No. 1 
TENSILE PROPERTIES— 
A.S.T.M. MINIMUM SPECIFICATIONS 


Standard and Pearlitic Malleabie trons 


Ratio of 
Tensile 
to Yield 
a 





Tensile Yield 
Designation Strength Strength 
EAD SL. _D. 5S. Ss Pp. Ss. '. 
Standard 
35018 
32510 
Pearlitic 
45010 65,000 
45007 
48004 
50007 


53,000 35,000 66 
50,000 32,500 65 


D, 45,000 69 
68,000 45,000 — 66 
70,000 48,000 69 
75,000 50,000 67 
53004 80,000 53,000 66 
60003 —s« 80,000 +60,000 75 — 
80002 100,000 80,000 £80 
Strengths up to 135,000 p.s.i. tensile 
and 110,000 p.s.i. yield are produced 
commercially under individual pro- 
ducers’ specifications. 














Multiple Factors 


castings cut finished costs significantly. 
Being the most easily machined of ali 
ferrous metals of similar hardness, the 
cost of the finished part can often be 
reduced to less than that of metals which 
cost less in the semi-finished stage. 


Malleable Provides Strength Plus Other Advantages 


The T-bolt shown in Fig. 1 is used to 
assemble steel channel frames. Small but 
mighty, these 7/16” bolts hold 4 ton 
loads. The tensile strength requirements 
are 90,000 to 100,000 p. s. i., yet ductility 
must be good and tolerances must be 
held to + .005” on the head width, and 
+.020’, —.000” on the inside of the 
head. 


In this application, pearlitic Malleable 
castings proved the only material con- 
sistently capable of sustaining loads over 
8,000 pounds and meeting close toler- 
ances in critical areas. At the same time, 
sufficient ductility was maintained to 
allow upsetting the spring retainer pro- 
trusion on the head. 


The finished Malleable castings cost one 
third less than the next most satisfactory 
material. For both dynamic and static 
applications, today’s Malleable castings 
are truly one of industry’s finest engi- 
neering materials. 


MUST SUSTAIN 
4 TON LOAD 
MINIMUM 


Write for Free Data Unit 


Data Unit 102-Strength, more fully describing Malleable’s strength characteristics, 
is available for use by materials specifiers and users. For your copy, contact any 
member of the Malleable Castings Council or write to Malleable Castings Council, 
Union Commerce Building, Cleveland 14, Ohio. 
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IMPORTANT PEOPLE 


lf you purchase RINGS . . . bands, flanges, angles, circular shapes with conventional 
or non-conventional cross-sections . . . you are invited to make King your Ring Head- 
quarters! * King's Aircraft Products Division has fully-equipped physical and chemical 
laboratories; forming, flash-welding and heat treating equipment Air Force certified; 
a proven record of low rejects, on-time delivery and the ability to handle any job from 
a pilot ring to production runs. * King’s Commercial Products Division forms and 
flash-welds carbon steel rings, segments and special circular shapes for general in- 
dustry. Send for helpful capacity charts covering standard bands, flanges, leg-in and 
leg-out angles. * Up-to-minute literature illustrating and listing facilities in both 
plants is available. Address Dept. P4. * Aircraft Products Division, P.O. Box 759, 
Wilkes-Barre, Pa. * Commercial Products Division, 2915 N. Second St., Phila. 33, Pa. 


For More Information Write No. 207 on Inquiry Card—Page 32 





Products 





Multi-Indexing X-ray 


With Norelco Autrometer, 
multi-indexing X-ray Spectro- 
graph, it is possible for an un- 
skilled operator to quickly identi- 
fy and measure the elements in 
any material by merely touching 
a button. Machine incorporates a 
universal detector and an auto- 
matic crystal changer. These two 
new components eliminate manual 
operations which were occasional- 
ly required with earlier models. 
Now, completely automatic opera- 
tion is provided throughout the 
range of 81 elements in the.atomic 
scale from magnesium (#12) to 
uranium (#92). Instruments Di- 
vision, Phillips Electronics, Inc., 
750 South Fulton Ave., Mount 
Vernon, N.Y. 

Write No. 19 on Inquiry Card—Page 32 


New Copper Finish on 
Laminates Makes Circuit 
__ Printing Easier 


A new copper finish that as- 
sures uniform coverage by all 
types of acid resist inks without 
further surface preparation has 
been developed by Taylor Fibre 
Co., Norristown, Pa., for all of its 
copper-clad laminated plastics. 

The finish also permits good 
solder buildup and _ coverage, 
making soldering easier and sol- 
dered connections more secure. 

The improved printability and 
solderability of clad laminates 
with the new finish results in few- 
er rejects in the production of 
printed circuits and more reliable 
performance when assembled in 
radios, television sets, computers 
and other electronic equipment. 

(Please turn to page 108) 
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BASICS IN COATED ABRASIVES NO. 1 


VVial(evammerey-1cctemr-le)e-\-j)',- mre | [ye 
VVTolUi(om’ cole mele), 


@ Resin Sander Disc 
36F, ALO, M 


Look alikes in basic coated abrasive 
products, sheets, belts, discs and 
rolls, are common. But their major 
differences are vitally important. 


Outdated coated abrasive ordering 
specifications, on items you use 
every day — even in maintenance 
operations, can result in sizable 
losses. Abrasive grains, backings, 


@ Belt Paper Disc 
36, ALO; ECM 


bondings and coatings are all com- 
bined in manufacture to produce a 
specific product for a specific job. 


Coated abrasive product imp: ove- 
ment at CARBORUNDUM is a constant 
process resulting in new uses, new 
applications and new savings for 
customers. Resin bonded coated 
products, for example, were pio- 


neered by CARBORUNDUM and today, 
their correct application provides 
up to 3 to 1 endurance over other 
coated products. 


Buy belts, discs, sheets and rolls de- 
signed for your specific uses. A few 
minutes to review your coated needs 
with your CARBORUNDUM Distribu- 
tor Salesman will be time well spent. 


ANSWER THE RESIN SANDER DISC — 36F, ALO, M, shown on the left, will 
outperform every other type of disc on the rough grinding of welds. Designed to resist heat 
and provide maximum stock removal, this product is bonded with a super 
heat resistant, high tensile strength bonding material coated on a special high impact fibre. 


THE BELT PAPER DISC — 36, ALO, ECM, on the right, is also a super in 
its own right — it’s especially suited for pattern shops and general woodworking uses. 
Electro-coated ALOXITE® grain provides sharpness and durability — and a 
rugged paper backing allows secure gluing of disc on metal back-up plates. 


TRADE MARK 


CARBORUNDUM 


THE CARBORUNDUM COMPANY Coated Abrasives Division NIAGARA FALLS, N. Y. 


For More Information Write No. 208 on Inquiry Card—Page 32 
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TRAFFIC JAM AVOIDED. As recommended by Scott, 
fountain unit for Connecticut General Life Insurance 
Company's print shop employees is centered in the 
room. Towel dispensers located a short distance 
from the fountain draw employees away to avoid 
congestion, speed washing. 


Be, 
RECESSION SAVES MONEY. Recessed soap dis- 
sers, ash trays and Scott towel dispenser-recep- 
cle units are features which speed maintenance, 
uce janitorial costs at Polaroid Corporation's 
andsome new film-processing plant. So are ceiling- 
high tile walls, off-the-floor fixtures, ample lighting. 
T men and one matron service 12 washrooms on 
three floors with time to spare for other work. 


EMPLOYEES LIKE NEW LOOK. Important goal of 

mplete remodeling at the Philadelphia National 

jank was cheerful, comfortable working conditions 

r employees, typified by the pleasant ladies’ wash- 

and lounge. Scott Washroom Advisory Service 

rked with the architect. Reported results— 
ellent!t"’ 


a 





Free aids show how to cut maintenance 
costs, Improve washroom appearance 

and efficiency with help of 
scott Washroom Advisory Service 


a. 

EFFICIENT DESIGN PAYS DIVIDENDS. 
This washroom at John Wanamaker 
department store incorporates many 
of the principles of Scott’s Washroom 
Advisory Service—recessed wall recep- 
tacles, off-the-floor equipment, ample 
lighting at point of use, easy-to-main- 
tain tile walls and floor, proper traffic 
flow from washbowls to towels to exit 
doors. Such efficient facilities pay for 
themselves in maintenance savings 
over the years. 


MIRROR CHECKS PLUMBING TROU- 
BLE. Ladies’ lounge at Mutual Trust 
Life Insurance Company reflects sug- 
gestions from Scott’s Washroom Ad- 
visory Service. Mirrors are located 
away from washbow!ls to prevent hair- 
clogged drains. Lipstick dabs (note 
holder mounted on mirror) save paper 
towel expense. 


Scott’s experience in helping to plan nearly a million washrooms and lounges 
for business and industry is condensed for you in booklet, folder and film form. 
These describe certain basic principles in washroom design that make em- 
ployees’ working environment more pleasant and efficient, while reducing main- 
tenance expense. Send for any or all today. No charge or obligation, of course. 


WASHROOM 


SCOTT PAPER Bhan 


CLIP AND MAIL COUPON TODAY 


Please send illustrated 32-page 
booklet, ‘“‘Scott Washroom Ad- 
visory Service," on planning and 
design of washrooms, locker 
rooms and lounges for even 
traffic flow, minimum main- 
tenance, better appearance. 


Show us your new Washroom 
Advisory Service Fact Finder— 
a circular calculator that quickly 
determines servicing time 
norms, according to your type 
of washroom facilities and the 
number of fixtures. 


We'd like a Value Analysis of our 
present washroom expenses. 
Send “‘Washroom Cost Survey” 
form for analyzing maintenance 
and installation costs. 
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Arrange for us to see your film, 
“The Day that Dooley Found 
Peace,"’a sound-strip film about 
high costs and employee com- 
plaints. How Dooley solves these 
problems may suggest new 
ideas to you! 


SERVICE 


What's new in modern wash- 
room fixtures? Send ‘Sweet's 
Catalog” folder with descrip 
tions and dimensions of Scott 
Washroom Fixtures designed to 
increase efficiency and mini 
mize maintenance time. 


SCOTT PAPER COMPANY, Department P-94 
Front & Market Streets, Chester, Pennsylvania 


Without cost or obligation, please send your Washroom 
Advisory Service aids | have checked above. 


Name 
Title_ 
Company 
Street 


- 


Zone State 


The person below is concerned with washrooms in addi- 
tion to, or instead of, myself. Please send him the same 


information. 
Name 


Title. __ 





shows you 
“HOW’’..:. 


to save up to $5.00 on each 
floor truck wheel replacement! 


Nutting 
“Free Wheeling” Demountable 
Rubber Tired Wheels 


RMD Type — Regular and medium heavy 
duty. Diameters — 4” through 18”. Capa- 
city range — 250 Ibs. through 1250 Ibs. 
per wheel. 


RHD Type — Heavy and extra heavy duty. 
Diametrrs — 6” through 18”. Capacity 
range —550 Ibs. through 1800 Ibs. per 
wheel. 


The world’s only complete line of demountable rubber tired wheels! 
There are 2 good reasons why it makes good sense to equip all your floor 
trucks and trailers with Nutting Demountable rubber tired wheels. First, 
you save costly downtime because tires can be replaced in minutes, 
on-the-job. Second, you can save up to $5.00 on each tire replacement over 
the cost of complete molded-on wheels. In most cases —even complete 
wheel costs are less with Nutting Demountables. (See chart below.) 
Multiply those savings by the number of replacement tires or wheels your 
company buys each year and you'll see why more than ever Nutting is your 
best, and most economical buy! 


*~i aanm 33>* 





* Nutting Demountable * Molded-on Rubber Tired Wheel 





Brand Brand Brand Brand 
Complete Wheel Tire Only A B c D 




















$5.35 $3.25 $8.25 | $6.30 | $7.60 | $4.40 


*6” diameter wheel in normal purchase quantities. 


NUTTING DEMOUNTABLES SAVE TIME—MONEY—GIVE BETTER SERVICE! 








2. Hub, rim. and tire are 
separated and reassem- 
bled with new tire in and tough fibre base de- 
seconds. sign. 


1. Socket, box or offset 
open end wrench loosens 
nuts and bolts. 


3. No stretch, no creep 
with exclusive Nutting rim 


25% Easier Starting and Rolling — Nutting demountables are made with a special rubber 
compound called Formula ‘‘N"’. Formula “‘N” gives you longer wear plus 25% easier roll- 
ing than ordinary tires. For complete money saving facts about Nutting demountables, 
send for your free copy of Bulletin “D”’. 


NUTTING TRUCK & CASTER COMPANY 
| 250 Division Street * Faribault, Minnesota 
Please send copy of Bulletin “D"’. 

















AS 


2A Se pe oo mae 


IE 


Products 





(Continued from page 104) 


from %4” through 144” and lengths 
from 14%” through 24”. Stanscrew 
carriage bolts are offered in sizes 
from +10 through 34” in diame- 
ter, and in lengths from %” 
through 18”. Stanscrew Fasteners, 
2701 Washington Blvd., Bellwood, 
Ill. 


Write No. 20 on Inquiry Card—Page 32 


Micrometer Measures in 
Millionths of an Inch 


The Sheffield Corporation, 
Dayton 1, Ohio, has developed an 
ultra-precise micrometer that is 
accurate to plus or minus ten mil- 
lionths of an inch per inch 
(+.000010”). 

The micrometer, _ illustrated 
above, has a 4” diameter barrel 
for ease of reading. It is available 
for immediate delivery in two 
standard size ranges: 0-1” and 
0-2”. 

Micrometers can be made to 
suit individual requirements with 
graduations on the satin-finish 
thimble and barrel arranged for 
reading right or left, normal or 
reverse. 


Write No. 21 on Inquiry Card—Page 32 


Petctasmse 


NPA 


(ee . (Lose, Tuck AND 
noor Tuck» CASTER COMPANY 
q @ Faribault, Minnesota 
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RS SE ener a 


“Go ahead chief .. . 
thing from A to Z. . .” 


| 
| 
| COMPANY NAME 
| 
| 
| 





Se ere — :, _ ask me any- 
Export Sales: Scheel International, Inc., 5909 North Lincoln Ave., Chicago 45, Ill. 
For More Information Write No. 210 on Inquiry Card—Page 32 
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Expect help from Hal 


Hallowell—one of your top-ranking sources for 
work benches, shop desks, tool stands and shelving 
—also makes chairs and stools for just about every 
job in your plant. 


Talk about choice! There are chairs and stools with 
fixed or adjustable-height steel legs; tubular or 
channel legs; legs tipped with rubber or rubber 
with steel glides. Make a sit-down test. There are 
seats of steel, steel topped with Presdwood, seats 


$ 


Write for complete information to 
Columbia-Hallowell Division, SPS, 
Jenkintown 31, Pa., or SPS Western, 
Santa Ana, Calif. 


Aprit 27, 1959 


lowell in any sit-uation 


“round or contoured, fixed or adjustable in height; 


revolving or stationary. Lean comfortably against 
steel or plywood backrests, clamped or hinged. 


Select from posture or regular models. All Hallowell 
chairs and stools are of sturdy construction with 
baked-on enamel finish. 


And asa last comfortable touch, there are Hallowell 
covered foam rubber cushions for seats and 
backrests. 


Jenkintown - Pennsylvania 


Standard Pressed Steel Co. * The Cleveland Cap Screw Co. 

Columbia Steel Equipment Co. @ The National Machine Products Co 

@ Nutt-Shel Co. e SPS Western @ Standco Canada, ltd. © 
Unbrako Socket Screw Co., ltd, 
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Where to get your “special needs” 
of Stainless and High Alloy 
TUBING & PIPE 


J el-eir-| | 
special 
E-lelela-htcla'ar- late: analys 
: C ses 
relgeleleloadlelammc-1-34-) 


¢-------: 


May [arpenter am 


a) engineering and § THE tolerances 


“CAN DO”’ 
‘= MILL 


\ t-lelalot-halale Mal-iis 


J ol -eik-} oe special 
finishes shapes 


Anytime you come up against unusual needs for an future — are special or just ordinary, 
stainless or high alloy tubing and pipe . . . anytime porated on f ossemaeed oy saeco 
you are faced with hard-to-solve problems Alloy Tube Division, Union, N. J. 
of corrosion, temperature conditions, fabrication, 
installation and design-engineering . . . 
it’s time for you to consult with Carpenter. your master key 
Save yourself time, worry and money by putting to cost-saving 
your “special needs” in our competent and corrosion.contro/ 
experienced hands. Carpenter facilities and technical 
staff are geared to give you specialty services 
not available from other sources. 
Supplying plant engineers, equipment 
builders and product designers with the . ° 
tubing, pipe and “‘bagenhow” to satisfy Stainless & High Alloy 
out-of-the-ordinary needs is a 32-year-old story Tubing & Pipe 
with the Carpenter Alloy Tube Division. Whether 


For More Information Write No. 212 on Inquiry Card—Page 32 
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Cut matching problems 


Strong, stable V-belts reinforced with DACRON’ 


POLYESTER FIBER 


Stay matched on shelf or drive... heres why: 


DIMENSIONAL STABILITY of V-belts reinforced with DACRON 
means that belts won’t stretch or shrink in storage. Less time 
is spent in matching belts, and inventory is kept at minimum. 


QUICK, POSITIVE MATCHING is possible when 
you use V-belts reinforced with Du Pont DACRON* 
polyester fiber. Low moisture regain of DACRON is 
only 0.4% —or 1/20th that of conventional fiber. 
This assures dimensional stability despite humidity 
changes. Belts stay matched for fast installation. 
Greater uniformity means each V-belt of DACRON 
carries an equal share of the load. 

For lower drive and maintenance costs, make 


Enjoy the “Du Pont Show of the Month” on CBS-TV 


Name 


E. 1. du Pont de Nemours & Co. (Inc.) 
Textile Fibers Department 

5518 Nemours Building 

Wilmington 98, Delaware 





LONGER FLEX LIFE OF “DACRON” keeps drive running smooth- 
ly after many months of constant operation. Greater stability 
eliminates costly downtime for adjustments. 


sure the belts you use are reinforced with Du Pont 
DACRON. Du Pont makes the DACRON fiber used 
by belt manufacturers in producing their finest- 
quality belts. E. I. du Pont de Nemours & Co. 
(Inc.), 5518 Nemours Bldg., Wilmington 98, Del. 
* * * 
FREE BOOKLET tells the full story of how you save 
maintenance costs with V-beltsreinforced with DACRON. 
For your copy, fill out and mail the coupon below. 


*"* Dacron” is Du Pont’s registered trademark for its polyester fiber. 





Firm 





REG. U.S. PAT. OFF. Address 
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BETTER THINGS FOR BETTER LIVING 
«+» THROUGH CHEMISTRY 





r---------- 
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NOW ...FROM AUTO-LITE 


LIGHT, QUIET, RUGGED 
ADVANCE DESIGN STARTING MOTORS 








Here is a starting motor built to your design. 


NEW COST REDUCTION SERVICE Auto-Lite talked with engineers throughout 


the country before designing this motor. 
FOR MANUFACTURER CUSTOMERS Then we designed in those features that you 
wanted most. 

Programs that include design, engineering, methods, LIGHTNESS The use of a.new concept’ 
automation and manufacturing are all contributing to the in f tr ti k ’ thi t 
important new cost reduction service of the Electrical a MEDS COMMEUCHER SiGnes Caeser 
Products Group of Auto-Lite. Included are greatly ex- lighter than former designs, yet just as 
panded research and engineering activity, facilities for sturdy. 

field training and servicing and District Managers pre- QUIETNESS A shunt éeil. mounted 
pared to assist customers and prospects in their drive for : a Saad ts Poa Pest» cag 

| senteonpetrn with three series coils limits light load speed 
and improves pinion to ring gear meshing. 
This quiets the motor and extends gear life. 


RUGGEDNESS .. . This design has sur- 

vived rugged tests of heat, freezing, high 

impact, current overload, humidity, and 

Pr dust. Long term, harsh endurance tests 

RELAYS ANO were run; 40,000 to 50,000 starts . .. the 

eAOLTAGE BREAKERS equivalent of 12 years or more of normal 
dating service. 


STARTING 
MOTORS 











Radical brush rigging minimizes arcing at the 
commutator and cuts current loss, due to dust 
grounding, to a negligible factor. And this new 
12-volt model comes with either a positive 
shift or a Bendix drive . . . covers a wide 

oiiioeaen IGNITION LAER variety of applications. 

GOVERNORS cols MORSEPOWER : 

GENERATORS DISTRIBUTORS 


ELECTRICAL PRODUCTS 
GROUP 
THE ELECTRIC AUTO-LITE COMPANY, TOLEDO 1, OHIO 
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GREATLY EXPANDED 
RESEARCH AND 
ENGINEERING FACILITIES 
ASSIST AUTO-LITE 
CUSTOMERS 


In 19 modern laboratories hundreds of 
graduate engineers and scientists, 
assisted by skilled laboratory techni- 
cians and draftsmen, are engaged in 
special . projects for the military and 
industry. 


Each individual laboratory specializes 
in its own area of research and engi- 
neering. Any two or more laboratories 
can be co-ordinated under the Director 
of Research in a team effort to approach 
a particular problem or series of 
problems. 


Attitude of Inquiry 


By maintaining a practical attitude of 
inquiry, Auto-Lite engineering is made 
vital and anticipates the needs of the 
many industries we serve. 


Low voltage ignition, co-axial starters, 
cermets, ceramics, transistorized igni- 
tion have all been under development 
in the Auto-Lite laboratories in recent 
years. 


How you can take advantage of this Service 


As a part of the new Auto-Lite Cost 
Reduction Service, the Electrical Prod- 
ucts Group District Managers are at 
your service. They can tell you how 
Auto-Lite can make available to you 
the skills and know-how of its 19 
engineering and research laboratories, 
its manufacturing facilities, and its 
nation-wide service organization. They 
can help you with your cost reduction 
and product improvement programs. 


THE ELECTRIC AUTO-LITE COMPANY 
ELECTRICAL PRODUCTS GROUP - TOLEDO 1, OHIO 


Please send me further information on. . . 

0 Distributors CD Relays, Solenoids, 
0 Pump & Traction Governor Switches 
Motors C Starting Motors 
(€ FHP DC Motors DC Voltage Regulators 

C Generators C Oil Filled Coils 


Name 





Company sae Position 
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6000 psi Hose Bursts 
at 24000 psi 


The latest product of Aeroquip 
Corp., Jackson, Mich., is 678 hose 
of Teflon for 6000 psi pneumatic 
systems and with a 24,000 psi 
burst pressure. It is designed for 
the more severe requirements of 
missile pneumatic charging sys- 
tems. The 4 to 1 safety factor 
of the hose provides greater 
safety to crews handling very 
high pressure air, helium, nitro- 
gen, and other gases. The hose 
is sturdily constructed for use un- 
der rough handling, and yet re- 
tains great flexibility making it 
easy to handle and coil on reels. 
It is now available in —6 (38) 
and in —8 (%%”) sizes. 

Write No. 22 on Inquiry Card—Page 32 


Glassed Ductile Iron 
Fittings Announced 


o~s © 
Co0° 


Glassed ductile iron fittings will 
be available July 1, according to 
the manufacturer, the Pfaudler 
Co., Rochester 3, N.Y. The new 
fittings (Pat. Pending) are 2% 
to 3 times stronger than conven- 
tional glassed gray iron fittings. 
Thermal shock resistance is also 
markedly increased. Convention- 
al glassed gray iron fittings can 
rupture with sudden internal 

(Please turn to page 116) 





For information on 
conditions, trends and 
markets in the 
chemical industry, 
see the men from 


OLIN MATHIESON 





MATHIESON INDUSTRIAL: Ammonia «Bicarbonate 
of Soda + Carbon Dioxide * Caustic Soda + Chlorine 
* Formaldehyde * Hydrazine and Derivatives * Hypo- 
chlorite Products * Methanol * Muriatic Acid + Nitrate 
of Soda + Nitric Acid + Soda Ash + Sodium Chlorite 
Products + Sodium Methylate + Sulfate of Alumina + 
Sulfur (Processed) + Sulfuric Acid - Urea 

BLOCKSON: Trisodium Phosphate + Trisodium Phos- 
phate Chlorinated +» Sodium Tripolyphosphate + Tetra- 
sodium Pyrophosphate Sodium Hexametaphos- 
phate * Monosodium Phosphate * Disodium Phosphate 
* Sodium Acid Pyrophosphate - Tetrapotassium Pyro- 
phosphate + Sulfuric Acid + Hydrofluoric Acid - 
Sodium Silicofluoride + Sodium Fluoride + Teox® 
120 Surfactant + C-29 Sequestering Agent 

MATHIESON ORGANICS: Ethylene Oxide Ethylene 
Glycol + Diethylene Glycol + Triethylene Glycol - 
Polyethylene Glycols (Poly-G’s®) + Monoethanola- 
mine * Diethanolamine + Triethanolamine + Glycol 
Ethers (Poly-Solv’s®) + Surfactants (Poly-Tergents®) 
* Ethylene Dichloride + Dichloroethylether 


6579-A 


OLIN MATHIESON CHEMICAL CORPORATION 
CHEMICALS DIVISION + BALTIMORE 3. MD. 
For More Information Write No. 215 
on Inquiry Card—Page 32 
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OFFERS ALCOA 
|UMINUM 


ARS! 


e Outstanding quality at low cost 

¢ Withstands loads up to 10,000 psi 

e Runs as much as 20° cooler than other materials 
¢ High conformability to misaligned shafts 

¢ Reduces starting torque and wear 

e Easily, speedily machined to ideal finish 

¢ Proved in rugged rolling mill service 

¢ Now quickly available anywhere in U.S. 


ALUMINUM bar stock is now as near as your telephone! 
Wherever you may be, there’s a Bunting Distributor ready 
to deliver Aleoa® Aluminum bars promptly. 


Call your Bunting Distributor. Try aluminum 
in your plant. See for yourself how aluminum stands up... 
and how much you stand to save! 


Aluminum Company of America 
1839-D Alcoa Building, Pittsburgh 19, Pa. 


ERS TE Es emanate 


f : Your Guide to the Best in Aluminum Value 
atcoa ©. 
; ALUAAINUAA © For Exciting Drama Watch “Alcoa Theatre,” 
; scons company eramenen | Alternate Mondays, NBC-TV, and “Alcoa Presents,” 
i, Every Tuesday, ABC-TV 
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ANNOUNCING 


Bunting 


Alcoa Aluminum Bars 


BUNTING BEARING ALUMINUM is the newest metal offered in bar form as a thor- 
oughly good bearing material. Available in 138 sizes of 13’ tubular and solid bars, 
Bunting Bearing Aluminum Bars are in stock now on shelves of Bunting distributors 
all over America. 


If you are using a low priced bronze bar, this new Bunting Aluminum Bar will 
meet your need for high quality at low cost. Thus the high quality Bunting Pre- 
cision Cast Bronze Bar is augmented by the high quality Bunting Aluminum Bar, 
providing dependable bearing materials covering the entire range of requirements. 


Ask your local Bunting distributor or write for catalog and literature. 


Other Products Available from your Bunting Distributor 


866 stock sizes of Bunting Cast Bronze Bearings and 267 sizes of Bunting 
Cast Bronze 13"’ Bars. 667 sizes of Bunting Sintered Oil Filled Bronze Plain, 
Flange and Thrust Bearings and 84 sizes of Sintered 

Bronze 6)2"’ Bars. Ask for Catalog 58. 


34 # Bunting Cast B Electric M Bea ASK HIM 
i ntin a ron i ft - H ° ° 
acmieal pce Ack re wera 258. ie . Your Bunting dis- 
tributor is listed in 
the classified sec- 
te tion of your tele- 
* phone directory 
untin BOs wore 
e Bars — Bronze 
_ and Bearings— 
Bronze. 


BEARINGS, BUSHINGS AND SPECIAL PARTS OF 
CAST BRONZE OR SINTERED METALS. ALCOA” ALUMINUM BARS. 
THE BUNTING BRASS AND BRONZE COMPANY, TOLEDO 1, OHIO 
BRANCHES IN PRINCIPAL CITIES 


Copyright 1958 by The Bunting Bross and Bronze Co., Toledo, Ohio 


For More Information Write No. 217 on Inquiry Card—Page 32 
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HIGH PRESSURE 
LOW COST 


ihis 8 pound Meehanite Metal casting made for the Joy Manufacturing 
Co. by Hamilton Foundry is a fourth stage air compressor cylinder. Pres- 
sures build up to 6,000 p.s.i. and require a high strength, pressure tight 
and wear resisting casting. Alloyed Meehanite®, oil quenched and tem- 
pered, raised Brinell hardness of the cylinder wall to 275-300, and in- 
creased tensile strength to 60,000 p.s.i. Meehanite was chosen for this 
casting because controlled structure and small uniform flake graphite pro- 
duce pressure tight castings of uniform density and strength. 

Manufacturing costs drop when uniform, high quality castings go through 
production. In this case, Meehanite castings from Hamilton Foundry give 
Joy tight control on finished parts costs by combining dimensional accuracy, 
uniform machinability, a low rejection rate, and delivery on schedule. Pres- 
sure tightness, long service life and fine surface finish insure Joy’s repu- 
tation for product quality. 

When new and unusual design problems arise in the selection of metal 
and the casting of parts, you will find that the skill and integrity of your 
foundry is your best insurance that specifications—and delivery schedules 
-will be met. 


GRAY IRON * ALLOYED IRON + MEEHANITE @® * DUCTILE (NODULAR) IRON * NI-RESIST * DUCTILE NI-RESIST + NI-HARD 


The Hamilton Foundry & Machine Co., 1551 Lincoln Ave., Hamilton, Ohio TW 65-7491 
For More Information Write No. 218 on Inquiry Card—Page 32 
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pressure or external impact. 

Thermal shock resistance of 
glassed ductile iron is far superior 
to that of glassed gray iron. Com- 
parative tests show an increase in 
resistance of 155%, from 100°F 
safe temperature differential for 
glassed gray iron to 255° temper- 
ature differential (AT) for 
glassed ductile iron. 

In addition to the increased ten- 
sile strength, yield strength and 
thermal shock improvements, the 
new ductile iron fittings will per- 
mit the advantages of glassed- 
metal construction to be realized 
in many new applications. Glassed 
ductile iron possesses similar 
physical and chemical character- 
istics to glassed steel that is: re- 
sistance to acids except hydro- 
fluoric at temperatures to 350°F. 
and under specific circumstances 
to 450°F.; resistance to most alka- 
lies at moderate temperatures; re- 
sistance to product adherence and 
easy cleanability. 

Write No. 23 on Inquiry Card—Page 32 


Safety Specs for 
Plant Visitors 


A new Tutone-frame safety 
spectacle has been introduced by 
the Glendale Optical Company, 
Valley Stream, N. Y., to meet 
the needs of plant management, 
personnel, visitors and others not 
directly engaged in activities re- 
quiring heavier eye protection. 
It features a universal bridge 
which will fit more than 90 per 
cent of all users. Interchangeable 
S7 lenses of hardened glass give 
maximum protection. Precision- 
made 7 barrel hinges eliminate 
temple rocking. Adjustable wire 
core spatula temples, ranging 
from 5% to 7 inches, provide 
added comfort for men and 
women alike. 

Write No, 24 on Inquiry Card—Page 32 
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Are Rising Kleet Costs 
Cutting Your Profits? 


By RT a 


Shere: 
Sh eae 


eons 


Meet Company President Horace Browning, 
and Sales Manager Fawcett. Their problem 
is a common one today . . . soaring car fleet 
costs that whittle down profits. 


EPRI 








“Cheer up, H.B.,” declared Fawcett. “Let's 
switch our fleet to Rambler. We'll save 
money on first cost and operating cost. 
Because Rambler has top resale, we'll save 
too. when it’s time to trade or sell.” 


“These big, gas-thirsty "59 cars siphon off 
profit dollars like a vacuum cleaner,” 
complains President Browning. “They're 
costing us too much to operate.” 


“And our salesmen won't waste time driv- 
ing ‘round the block looking for parking 
spots. Rambler parks in spaces other cars 
have to pass up. Rambler is the one car 
that hasn't forgotten the fleet owner.” 


Rambler Fleet Sales 


Like individual car buyers, fleet oper- 
ators are switching to Rambler in 
record-breaking numbers. These busi- 
ness men have learned that it is sound 
economics that means important 
savings in first cost and operating costs. 
Many fleet operators report Rambler 
gives 4 to 8 more miles per gallon than 
ordinary cars. And Rambler’s top re- 
sale value means you get more at 
trade-in time. 

For complete information on the 
Rambler Fleet Purchase Plan, mail the 
coupon today. You entail no obligation. 








Fleet Leasing Arrangements 


Are Available... 


If your firm leases fleet units, ask your leasing company 
for low Rambler rates or write us for the names of leasing 


companies with whom we have working arrangements. 


FIRM NAME 


“What's more, Fawcett, we'll have to build 
an extension to the company garage to 
house these monsters. And our salesmen 
can't fit them into parking spaces.” 


“You've got it, Fawcett!’’, beamed Brown- 
ing. “We'll switch to Rambler like so many 
other fleet operators are doing. Rambler 
savings will make a nice showing on the 


right side of the ledger.” 


Fleet Sales, Dept. A 

American Motors Corp. 

14250 Plymouth Road, Detroit 32, Michigan 

Please send your representative to call on us with complete 


information about the Rambler Fleet Plan. We understand this 
entails no obligation on our part. 





STREET__ 


fe 





For More Information Write No 


Aprit 27, 1959 
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Just | “Touch 


”? the carton 


and there’s your label! 


Weber “Touch=Stenciling” is the fastest, 
easiest way to address multiple carton ship- 
ments--eliminates labels, stencilboards 


Want a quick, easy way to address 
shipping cartons? Then try this new 
Weber “Touch-Stenciling” system 
means no more stencilboards, 
rubber stamps or label typing. 


Shipping cartons, pre-printed with 
“Ship-To” label frames, are ad- 
dressed by simply printing the cus- 
tomer’s name and address within 
the frames with a Web-O-Print 
hand duplicator. It prints from a 
stencil that you can type or hand- 
write. Just a “touch” on the car- 
ton leaves a clear, sharp, perma- 
nent print. 


With a smooth, one-hand motion 
40 to 50 cartons can be addressed 
in a minute. After the shipment is 
addressed the stencil is thrown 
away, saving filing time and space. 


Send for free bulletin on Weber ‘“'Touch-Stenciling’ methods. 
Packed with ideas on addressing and marking multiple shipments. 


Weber 


MARKING SYSTEMS 


Sales and Service in 
all principal cities 


Weber stencils can be prepared as 
part of your order-invoice writing 
procedure to save time and elimi- 
nate shipping errors. They can be 
cut as a by-product of forms typing 
on manual or electric typewriters, 


automatic accounting machines and 


other modern office equipment. 


Want proof? Make 10-day FREE test! 


Have a Web-O-Print Model 1232 
duplicator kit sent to your office or 
plant. It comes to you complete 
with stencils, stylus, fadeproof- 
waterproof ink and full instructions 
—ready to use. Prints up to 12 
typewritten lines. Use it for 10 
days. If it fits your operation, send 
us your check for $14.50. If not, just 
send the kit back. There’s no obli- 
gation. Mail the coupon below. 


> 


c—- -- 


WEBER MARKING SYSTEMS 
Dept. 22-D 

Weber Industrial Park 
Mount Prospect, Illinois 


C) Please send literature only Send Web-O- 
Print test kit for 10-day free trial (see offer above). 
Company 
Individual 
Position 
Address 
City- 


Zone State - 
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Capacitors in Many 


Sizes Available 


A new case size, “H”, has been 
added to the line of Series TW 
tantalum wire electrolytic capaci- 
tors made by Ohmite Manufac- 
turing Co., 3672 Howard St., 
Skokie, Ill. Its overall body di- 
mensions are .075” diameter by 
.255”. It offers the same capaci- 
tance range (.01 to 8 mfds.) as 
existing size “S”, which has 
slightly different dimensions. 

This new size increases the line 
to 9 physical sizes, the smallest 
measuring .080” diameter by .203” 
and the largest .134” diameter by 
812”, including insulation. Over 
all capacitance range of the line 
is .01 to 80 mfds and up to 150 
volts DC, depending upon capaci- 
tance. 

Write No. 25 on Inquiry Card—Page 32 


Jig Bushings for 
Drilling Plastics 


ot onal oe : 


Ex-Cell-O Corporation, 1200 
Oakman Blvd., Detroit 32, an- 
nounces a new line of drill jig 
bushings for use in plastics. The 
new bushings are made of the 
same oil-hardening bearing steel 
used in standard bushings. Two 
basic types will be stocked by Ex- 
Cell-O, one for embedding in cast- 
able materials and one for press- 


(Please turn to page 120) 
For More Information Write No. 221 
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D-C DRIVES 
FOR 
PRECISE CONTROL 


Problem: How to control machine speed ratios 
for accurate proportioning, continuous flow 


Keeping the blend accurate in proportionate mixing 
requires a high degree of machine coordination. In- 
accurate speed matching of mixers or conveyors can 
result in poor product quality, inaccurate measure, 
wasted material. 


ACCURATE SPEED MATCHING IS A NATURAL JOB 
FOR DIRECT-CURRENT POWER. For only direct cur- 
rent can provide the split-second response, wide speed 
range and precise control vital to modern, automatic 
machines. 


SELECT FROM GENERAL ELECTRIC’S 


MOTORS AND GENERATORS 


If you are planning to upgrade your production 
facilities to make processes more automatic, it will 
pay you to investigate the role direct current can 
play. A new booklet, ‘‘WHY D-C?,” is available to 
help you. For your free copy, write Section 829-2, 
General Electric Company, Schenectady 5, N. Y. 


Progress /s Our Most /mportant Product 


GENERAL @@ ELECTRIC 


COMPLETE LINE OF D-C DRIVES 


POWER UNITS AND CONTROLS 




















How 


FELT 


BY FELTERS 
Can Improve Product 


SEALING and 


DuFelt is a laminated 
combination of Felters’ felt 
and Hycar; and is recom- 
mended for sealing of lighter 
oils when no head exists. Seals 
and lubricates at the same 
time; and offers improvements 
over other materials. 


Felt is an ideal wicking 
and lubricating material which 
can be designed into special 
assemblies like this distribu- 
tor cam shown here. Lubrica- 
tion is constant, wear reduced, 
and felt can be shaped to 
cover all required areas. 


Lifetime bearing lubrica- 
tion is now possible by selec- 
tion of correct SAE grade, and 
designing into sealed bearing. 
Felt filters out contamination 
and works as combined reser- 
voir and wick, directing oil 
flow to required areas. 


Mechanical felt seals per- 
mit a close seal without undue 
pressure. Felt can be water- 
proofed and provides supe- 
rior grease and oil retaining 
and dust, dirt and grit ex- 
clusion. 


To help you get the most out 
of FELT, send for the Felters’ 
Design Book. Write, today. 


Ask for FELT from... 


the FELTER S<. 


239 SOUTH STREET 
BOSTON 11, MASSACHUSETTS 


Pioneer Producers of Felt and Synthetic Non-Woven Fabrics 


For More Information Write No. 222 on Inquiry Card—Page 32 
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(Continued from page 118) 
ing into holes in plastics, wood or 
other soft or ductile materials. 

Ex-Cell-O Trans-Lok bushings 
for embedding in castable mate- 
rials have serrations in a herring- 
bone pattern around the outside 
diameter, with the opposed rows 
in the pattern separated by a 
groove. The deep transverse pat- 
tern and groove lock the bushing 
rigidly when it is embedded in 
the jig material so it cannot be 
turned in either direction, nor 
pulled or pushed out of the jig. 

Liner bushings, for use when 
the jig will outlast the bushing or 
when more than one operation 
(for example, drilling and ream- 
ing) is performed in the hole, are 
also available in the Trans-Lok 
pattern. These liners are embed- 
ded in the plastic so that standard 
renewable bushings can be insert- 
ed in them to guide the drills and 
reamers. 

Ex-Cell-O Press-Lok bushings 
for plastics have straight serra- 
tions on the upper half of the out- 
side diameter. This permits them 
to be pressed firmly into holes in 
plastic, wood or other soft or duc- 
tile materials. 
Write No. 26 on Inquiry Card—Page 32 


Reamer Expands to 
Adjust for Wear 


A new expansion chucking 
reamer introduced by Standard 
Tool Co., 3950 Chester Ave., 
Cleveland 14, features a replace- 
able shell that can be expanded 
to compensate for wear during 
use. This extends tool life and 
cuts tool costs. The shell-type 
cutting element can be readily re- 
placed by removing the worn- 
out shell and replacing with a 
new one. It is unnecessary to buy 
a complete new reamer. The 

(Please turn to page 122) 
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STANDARD HOSE ASSEMBLIES of TEFLO 


T-100 


Hose Assembly Consists of; 
Hose T-1 (page 6) 
Fittings T-1000 (poge 7) 


a ae 
a 


anac?, Hee now 


NATURAL COLOR TEFLON CORE IN 
—3, —4, —5, —6, —8, —10, —12, —16, —20 SIZES 


COVERED WITH TYPE 304 STAINLESS STEEL WIRE BRAID 


FITTINGS PERMANENTLY SWAGED: FEMALE 37 SWIVEL, 
(STRAIGHT, 45° ELBOW, 90° ELBOW); MALE N.P.T 
2- 








Hose assemblies of Teflon, like those illustrated above, were designed An easy-to-use 


to help meet tough problems—temperature extremes, corrosion, high 
pressure in conveying chemicals, searching liquids, fuel, oils, oxygen, 
steam—or in hy draulic and conduit applications. A standard assembly 
may handle your job, help you cut costs. If not, our laboratory and 
test facilities, as well as engineering services, are available to help in 
design and development of hose assemblies for special applications. 
Let us show you how we can help you handle tough problems with 
Anaconda Flexible Connectors of Teflon. Send for catalog today. 


*Teflon is a DuPont trademark for TFE—fluorocarbon resin 


59126 


aEREvER CONNECIOp. Must move 


ANACONDA’ METAL HOSE 


16-page book 
with complete data, 
drawings, photos 


| 
| 
| 
| 
| 
| 
| 


Anaconda Metal Hose Division 
The American Brass Company 
Waterbury 20, Conn. 


Please send me your free 16-page catalog of 
Anaconda Flexible Connectors of Teflon, 


No. TC-101 
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DE-STA-CO—stampings since 
1915—today THE name in 
teoggie clamps 


a 
i { By 


yb 


e-Sta-Co has been recognized for over 
5 yeors for its leadership in the field of 
production clamping devices. Today, our 
jineers are creating improved and special 
sgle clamps to meet your specialized 
roduction problems in every fleld. Over 130 
dels, types and sizes, stocking distributors 
erywhere. Send for catalog. 





Our range of stamping production has made De-Sta-Co known as 
an important source from coast to coast. We’re regular suppliers 
to the most widely diverse industries—electrical, electronic, 
photographic—refrigeration, heating and ventilating—hardware, 
automotive, aircraft. All of these require top quality—and we take 
off our hats to none—but in addition to quality they want De-Sta- 
Co’s other pluses: service, integrity, modern equipment, second 
operation facilities, ample inventories of all common and many 
unusual materials. Our know-how is as extensive as you'll find 
in the business and the big pluses we give you gratis! 

Next time, check with De-Sta-Co for stampings, prices and 
PLUSES! Prints, samples or detailed letter will get you fast 
results. Qualified representatives from coast to coast. Write for 
the name of the De-Sta-Co man in your area. 


De-Sta-Co is widely known for toggle clamps, stamp- 
ings, precision washers, spacers, shims, shim and 
feeler stock, blower housings and marine specialties. 


ee i ee eo ReT™:.| 

| STAR COMPANY 
pROQUCTION bi ND AVENUE ¢ DETROIT 3, MICHIGAN 23° 
CLAMPING ag thd : = 
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shell-type expansion reamer is 
recommended for low cost, high 
precision reaming and for mass 
production of parts with close- 
tolerance holes. When the reamer 
needs expanding to offset wear, 
the shell is driven further onto 
the tapered arbor. This results 
in expansion of the shell; addi- 
tional cutting clearance is pro- 
vided automatically. 

Write No. 27 on Inquiry Card—Page 32 


D. C. Motors Can 
Take Varying Loads 


The Louis Allis Co., Milwau- 
kee 1, Wis., announces a new line 
of D.C. motors, called Flexitorq 
motors, that provide faster re- 
sponse, a wider speed range and 
higher overload capacity in a 
lighter, more compact machine. 
The motors are available in rat- 
ings of 1 to 200 horsepower, in 
drip-proof and drip-proof guarded 
enclosures. They are designed to 
supply constant or adjustable 
speed for driving machine tools, 
metal rolling, drawing or form- 
ing machines, cranes, hoists, con- 
veyors, dynamometers, test stands 
and special automated machinery 
used in the paper, paper convert- 
ing, graphic arts, packaging, tex- 
tile and other industries. 

Write No. 28 on Inquiry Card—Page 32 


“Go ahead, Harry. What was it you 
were saying before those interrup- 
tions?” 

For More Information Write No. 224 
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“We rely on our 
Reynolds Distributor 
for overnight delivery 
of aluminum” 


of Texas Trailer Corporation, Houston, Texas 








“We fabricate cities of aluminum homes 
for oil firms the world over...” 


*“‘We must have a dependable source of quality 
aluminum near us.” A Reynolds Distributor serves 
Texas Trailer Corporation and scores of other 
major fabricators and aluminum users in that area, 
with quantities ranging from single sheets to car- 
loads. But even more, Reynolds Distributors 


Ziv? aie 
™ throughout the country provide the exact alumi- 
ar Fi ae ea num alloy needed . . . when it’s needed .. . and in 
ade with Aluminu Je ‘ 
the form it’s needed. And, they offer technical 


are made with 


REYNOLDS G3 ALUMINUM 


services and literature. Reynolds Metals Company, 
Richmond 18, Virginia. 


and the finest warehouse service Watch Reynolds TV show—“WALT DISNEY PRESENTS" 


is provided by your Reynolds Distributor —every week on ABC-TV. 


YOUR REYNOLDS DISTRIBUTOR 
IS READY TO SERVE YOU... 


Check the yellow pages of your classified telephone directory under “Aluminum” 


For More Information Write No, 225 on Inquiry Card—Page 32 
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How Howard Beacham 


>. 


\ 


\ 


Howard Beacham has been a Bay State 
Abrasive Engineer for fifteen years and his 
total experience is double that. He’s worked 
on grinding problems that have involved 
every type of metal in jobs as tiny as mini- 
ature bearings and as big as the world’s 
largest air compressors and steam turbines. 





PURCHASING 





cut grinding costs 
at New Process Gear 


The closer you get to automation, the more important it is for you, as a purchasing agent, to 
keep tools and materials flowing without interruption . . . as the following case-history proves. 

At Chrysler’s New Process Gear Division, semi-automatic grinding of flats on truck trans- 
mission shafts was halted by wheel dressings every eleven pieces. The three competitive 
grinding wheels used in this simultaneous cam grinding operation wore down so fast they 
had to be replaced every week. And, on top of that, an alarming number of shafts was being 
cracked during the grinding operation. 

Bay State’s Howard Beacham was called in on the job and specified a trio of Bay State 
wheels that produced truly spectacular results: production jumped to twenty-five perfect 
shafts per dressing and wheel life went up to three full weeks. Finish was excellent, too. 

Like Howard Beacham, your own Bay State representative is a trained specialist ...a 
man who welcomes the most searching kind of value analysis for every product he sells, be- 
cause experience shows that it means more business for him and complete satisfaction for 
his customers. Better grinding at lower cost... that is our business. 


Operator Henry Kotas runs 
grinder equipped with one 
24 x 1-21/32 x 12 and two 
24 x 1-3/4 x 12 Bay State 
wheels. The three wheels 
simultaneously grind flats 
on main shaft for 5-speed 
truck transmission. 


(Above) Manufacturing En- 
gineer Wiley Bell and Plant 
Superintendent Nelson Fisk 
examine finished truck 
transmission shaft. 


BAY’ 


2 BAY STATE 


s 


io" ABRASIVES 


(i Bay State Abrasive Products Co., Westboro, Massachusetts. 
In Canada: Bay State Abrasive Products Co., (Canada) Ltd., Brantford, Ontario. 
Branch Offices: Bristol, Conn., Chicago, Cleveland, Detroit, Pittsburgh. Distributors: All principal cities. 


For More Information Write No. 226 on Inquiry Card—Page 32 
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NEW FROM CONTINENTAL 


Hl 
STACKER 


utility can with 
reversible spout 


Saves time, space, filling 
and shipping costs 


The spout is inverted during shipment 
and storage. To pour, just reverse spout. 
Fast smooth dispensing. Ask for details. 


Looks like Continental's famous dome 
top utility can (at left). Completely 
redesigned to save you time and money. 


€ CONTINENTAL 
CAN COMPANY 


Eastern Div.: 100 E. 42nd St., New York 17 
Central Div.: 135 So. La Salle St., Chicago 3 
Pacific Div.: Russ Building, San Francisco 4 
Canadian Div.: 5595 Pare St., Montreal, Que. 


For More Information Write No. 227 
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Binding Glass Directly 
to Stainless Steel 


A pressed and sintered glass de- 
veloped by Corning Glass Works, 
Corning, N. Y., can be sealed di- 
rectly to stainless steel. The Code 
9019 multiform glass can be her- 
metically fused to 430 Ti and 446 
stainless in a low-compression 
type seal. 

Multiform glasses are made 
from minute glass particles 
pressed to shape and then fired 
at high temperatures. The par- 
ticles are consolidated by fusion 
into a non-porous vacuum-tight 
structure. The process permits in- 
tricate shapes, holes and small 
radii to be formed economically 
in glass. The parts retain the 
thermal endurance, corrosion re- 
sistance and dielectric strength of 
the parent glass. 

Write No. 29 on Inquiry Card—Page 32 


Ultrasonic Tool Replaces 
Eight Machine Tools 


A new space-saving, cost-cutting 
ultrasonic machine tool that does 
the work of 8 conventional ma- 
chines was unveiled recently by 
The Sheffield Corporation, Dayton 

(Please turn to page 128) 











Wore Skill in 
Cuory Hand. 


Billings quality tools get the job done 
with economy of time and effort... 
and skillfully! Scientifically designed 
to give proper balance and “feel”. 
Manufactured by craftsmen experi- 
enced in the art of drop forging who 
know what skilled hands expect of 
quality tools. Billings wrenches and shop 
tools meet these exacting demands. 


BUY "EM from your 
BILLINGS DISTRIBUTOR 


BILLINGS 


Drop forged 


¢ WRENCHES ° 
SHOP TOOLS 


Since 1869 Tools & Forgings of Quality 


THE BILLINGS & SPENCER CO. 
HARTFORD 1, CONN. 


For More Information Write No. 228 
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Almost Anyone Can 


Make Solenoid Parts, But... 


Headache-Free Solenoid Application 


Takes Machine Tool Precision 


There may be solenoid appli- 
cation problems that we 
can’t solve, but . . . we have 
yet to find one. It’s simply 
because we are machine tool 
builders and fully understand 
the basic problems of con- 
verting electrical energy to 
mechanical energy. We’ve been at it for over 
70 years. It’s the reason why Namco solenoids 





For Example: 


Operating in an arc with- C |e 7? 


out proper linkage will 
cause incorrect seating of 
the plunger . . . allowing 
the solenoid to draw par- 
tial inrush current contin- 
vously. This will cause 
overheating and eventual 
malfunction of the solenoid. 





CORRECT INCORRECT 
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have superior electrical and mechanical 
characteristics and why we can assure you 
of the one other factor that truly determines 
solenoid life...proper application. 

Namco standard solenoids are available 
in a wide range of push and pull types. 
Custom-engineered solenoids in every size, 
capacity and type can be made to meet your 
specifications. Write us about your applica- 
tion problems stating specific requirements. 


National 


The National 


Acme Company 
19 E. 13lst Street 


Cleveland 8, Ohio 


Sales Offices: Newark 2, N.J.; Chicago 6, Iill.; Detroit 27, Mich. 
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SURVEY 

REVEALS 

INDUSTRY’S 

NO. 2 SKIN 

HYGIENE PROBLEM: 
TOUGH SOIL REMOVAL 


Here’s help on the problem from SBS 


A recent survey of 2,177 major plants pinpoints industry’s most 
serious skin hygiene problems, 


1, SKIN DISEASE and 
2. REMOVAL OF TOUGH SOILS 


Naturally, the second contributes to the first. Because tough soils 
invariably lead to the use of harsh cleaners and solvents when 
proper cleaners aren’t handy. Heavy greases, resins, tars, and simi- 
lar soils resist ordinary skin cleaners, and when the worker finds 
he can’t remove them, he resorts to solvents or other materials that 
injure his skin. Result: skin disease, poor employee relations, 
cost and waste. | 


What can you do? Ask an SBS representative to show you 
“Operation Pinpoint”, 10 minute sound slide digest of the national 
survey, and you'll see how a planned corrective program can solve 
these skin hygiene problems. Because SBS produces a complete 
range of cleansers, he can suggest the right cleanser for each job. 
For the safest answer to tough soils, write today . . . Dept. 5-D. 


the washword of industy 


eyit* 


SAGINAW, MICH. © Los Angeles, Calif. © Newark, N.J 
CANADA: Chemical By-Products, Ltd., Toronto, Ontario 


Products 








(Continued from page 126) 
1, Ohio. It is designed to econom- 
ically and efficiently machine hard 
and brittle materials such a ger- 
manium, silicon, ferrite, glass, and 
quartz in ever-increasing quanti- 
ties. 

Unlike a conventional ultrason- 
ic machine with its single machin- 
ing station mounted vertically on 
a heavy machine base, the new 
Sheffield-Cavitron 8, has eight 
horizontal machining stations ar- 
ranged in a circle on a waist-high 
table 4% feet in diameter. 

In addition to saving floor space, 
other edvantages include lower 
initial cost and lower operating 
and maintenance costs as only one 
electronic generator and one 
transducer are used instead of 
the eight required by conventional 
machines having the same produc- 
tive capacity. The new machine 
also requires but one operator. 
Write No. 30 on Inquiry Card—Page 32 


Improvement in Barrel 


Trucks 


Two improvements in their 
“Auto-Load” Barrel Truck have 
been announced by Nutting 
Truck and Caster Co., Faribault, 
Minn. One is increased operating 
range of the chime hook to han- 
dle 40” high barrels; the other, a 
shortening of axle length—mak- 
ing overall width narrower than 
the load, which allows handling 
and “spotting” barrels in closely 
packed rows. Of welded heavy 
duty pipe frame, braced by steel 
angle cross numbers, this truck 
loads and unloads automatically. 
No lifting of dead weight, because 
retractable running gear remains 
on floor at all times. 


Write No. 31 on Inquiry Card—Page 32 
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...and Carlson 


special stainless steels 


withstand the extremes 


of another launching 


Wan this missile “‘lifts off,’ Carlson special 
stainless steel plates help launch it into space. 
These plates are the high strength, precipitation- 
hardening grades. And there are sound reasons 
why these grades are used. 

First, with Armco 17-4PH, 17-7PH and PH15-7 
Mo* it is easier to attain the high physical prop- 
erties and resistance to elevated temperatures 
required in space flight engineering. Simplified 
low temperature heat treatment will develop a 
Rockwell hardness of C40 to C50. Tensile strengths, 
so vital in missile components, range from 180,000 
to 220,000 psi in plates. 

Second, only Carlson produces these Armco 
grades in the heavier plate thicknesses. For appli- 
cations where high strength at high temperatures 
and ease of fabrication are important, get plates 
in these grades from Carlson. We will be glad to 
work with you on specific applications. 


*17-4PH, 17-7PH and PH15-7 Mo are 
trade marks of Armco Steel Corporation 


(e {, UN, be. 


130 Marshalton Road 
THORNDALE, PENNSYLVANIA 
District Sales Offices in Principal Cities 


PLATES « PLATE PRODUCTS © HEADS « RINGS « CIRCLES 
FLANGES ¢ FORGINGS « BARS and SHEETS (No. 1 Finish) 


Photo of Atlas missile courtesy 
CONVAIR ASTRONAUTICS, 
A Division of General Dynamics Corp. 











“ hes gies Sabi es 
Oilite filter-diffusers are now boosting the sale 
of new air tools by making them practically 
“noiseless”. 


This “best seller” automatic washer is more 
reliable, more economical with Oilite oil- 
cushioned bearings. 


Dust, grit, shocks — plus payloads up to 34 
tons — are all in a day’s work for these tough 
Oilite bearings. 


Quality-built OILITE ®* bearings, parts and fil- 
ters help sell many products by improving 


This self-lubricating Oilite bearing refused to 
fail even after 125 years’ service in accelerated 
life tests. 


ready-to-use, close tolerance shapes. Amplex 
engineering, research and production know-how 


performance and keeping costs down. Mass- 
produced at Amplex’s 2 modern plants, even the 
_most intricate parts are die-pressed directly into 


Poe! f . * Only Chrysler Makes Oilite 
yO. 
MFA: 


ean probably help you. Why not contact your 
Oilite representative today? Look for him in 
the Yellow Pages under “bearings—Oilite” or 
write Dept. F.4, 


He moet: twated name in powder metaliurgy ! 


AMPLEX DIVISION 


CHRYSLER CORPORATION, DETROIT 31, MICHIGAN 
SELF-LUBRICATING BEARINGS * PRECISION PARTS * METAL FILTERS © FRICTION UNITS. 


For More Information Write No. 232 on Inquiry Card—Page 32 
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WHATEVER 
MATERIAL 
ADVANTAGES 
YOU NEED... 





Versatile A+ FELTS ... essential to thousands of 
purposes... from the percussion hammers of a concert grand 
. .. to the polished precision of a turbo-prop. In the almost 
limitless variety and engineered perfection of these materials 
lies the answer to many a design problem. Perhaps yours. 


A+ felts are exclusive with American Felt Company. They 
are used to filter, to cushion, to seal, absorb, cover—and to 
decorate. They are made as soft as cashmere or as tough as 
hide. And in felt, the best guarantee of quality is the A+ hall- 
mark. American Felt Company perfected natural wool felts 
over half a century ago—and pioneered synthetic fiber felts. 


There’s a way to do a job better in your plans today, with an 
A+ felt. State your problem and our engineers will follow 
through promptly. Write: Engineering Dept., American Felt 
Company, 804 Glenville Road, Glenville, Conn. 


Among our famous trademarks: FEUTRON—synthetic fiber felts; 
AAAA BRAND-— piano felts; WINDSOR —liquid filters. 


YOU'LL FIND THEM 


For More Information Write No. 233 on Inquiry Card—Page 32 
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Products 
New Vertical Solid 
Shaft Pump Motor 


is our business 
at HARPER 


’ Whatever your corrosion problem, Harper has 
the corrosion-resistant fastening to answer your 
need. Stainless Steels, Monel, Silicon Bronze, 
Naval Bronze, Brass, Copper, Aluminum, Tita- 
nium are standard metals at Harper. In fact, 
during the past 35 years, Harper has manufac- 
tured over 100 different corrosion-resistant 
alloys into HARPER EVERLASTING FAST- A new vertical solid shaft pump 
ENINGS. Millions of standard and non-stand- motor has been developed spe- 
ard items are carried in stock by Harper and : 4 : 

Harper Distributors. See how Harper corrosion- cifically for industrial short-cou- 
resistance can help you. Write for the facts. pled turbine pumps. This new 
drive combines an electric motor, 
high base and adjustable coupling 
into one unit—manufactured, 
tested and delivered as a package. 
As a result, the assembly of sep- 
arate motors, spacer bases and 
couplings at the job site; expen- 
sive adaptations of high thrust 
motors; and inadequate make-shift 
components formerly used are no 
longer required. This new motor 
is made by U.S. Electrical Motors 
Inc., Box 2058 Terminal Annex, 
Los Angeles 54. 
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ge ceeers plicictnd Pe 
CORROSION-RESISTANT 
FASTENINGS 








H. M. HARPER COMPANY 
8201 Lehigh Avenue * Morton Grove, Illinois 


Gentlemen: 7 Athen 

zs “For years, he’s been telling me I 
was one-in-a-million. Today, I cas- 
ually asked, “One what in-a-mil- 
lion?” 


Please send me your report on “Corrosion 
Resistance” at no cost or obligation. 
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JANUARY-—Bought anhydrous ammonia ‘at LATER — Moisture in furnace . . . discoloration 
bargain price on supplier’s vague of finished parts... pickling and 
quality claims... polishing necessary... 




















STILL LATER-—Oil! Pressure regulators TOO LATE—Parts and profits in scrap pile... 
clogged ...dissociator catalyst metal treating line down for 
poisoned...incomplete dissociation... replacements and repairs... 


BE TROUBLE-FREE! Buy the trouble-free ammonia 
from Armour—purest money can buy! 








DIVISION 


1355 West 31st Street - Chicago 9, Illinois 

















Quality ammonia from the most distribution points . . . 171 cylinder stock points, 12 bulk stations! 
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REMOTE CONTROL cable for jet aircraft is made of layers of 
high-tensile National-Standard wire wound around a stranded core. 
Heavy outer wire provides helix or worm-gear surface for meshing 
with hobbed wheels. 





Special National-Standard wire 


helps fly new jet-liners 


When the age of commercial jet 
transportation in the U.S. began last 
January, giant jet-liners inaugurated 
flights across the country at speeds 
over 600 mph. To control these new 
aircraft swiftly and easily requires 
control cables of the utmost reliabil- 
ity, efficiency and endurance. 


NEW COMMERCIAL JET- 
LINERS, as well as many military 
aircraft, are flying now with a unique 
remote control cable system made of 
special high-tensile wire wound around 
a stranded core with a heavy outer 
wire of stainless steel wound to a pitch 
of 10 per inch. This outer wire acts as 
a helix to engage hobbed wheels with- 
in the various system control boxes. 


NATIONAL-STANDARD ENGI- 
NEERS worked closely with a con- 
trol-cable system manufacturer to de- 
velop wire of just the proper alloy 
and rugged physical properties re- 
quired to withstand extreme tempera- 


ture and flight stress variations. 
National-Standard submitted wire 
samples to microstructural studies 
and physical tests to assist the cus- 
tomer in determining the conditions 
that would allow bending cable around 
pulleys without giving a permanent 
set to the cable. In addition, alloy 
steels with various coatings were tested 
to improve wear and galling resist- 
ance for various applications. The re- 
sult was the development of a special 
stainless-steel wire that exceeded rigid 
specifications. 


EX?TERITENCED ENGINEERING 
HELP, * this kind, for jobs requiring 
high-quality wire to meet special or 
vinigue applications, is available to 


you from National-Standard. For any 


of the many thousands of applica- 
tions where only special wire will solve 
the problem, let National-Standard 
engineers go to work for you. Write 
for additional information to National- 
Standard Company, Niles, Michigan. 


Manufacturer of specialty wire and metal products 


NATIONAL =) STANDARD 


DIVISIONS: NATIONAL STANDARD, Niles, Mich.; tire wire, stainless, music spring and plated wires « WORCESTER WIRE 
WORKS, Worcester, Mass.; high and low carbon specialty wires e WAGNER LITHO MACHINERY, Secaucus, N. J.; metal decorat 
ing equipment « ATHENIA STEEL, Clifton, N. J.; flat, high-carbon spring steels ¢ REYNOLDS WIRE, Dixon, IIl.; industrial 
wire cloth e CROSS PERFORATED METALS, Carbondale, Pa.; decorative, commercial, and industrial perforated metals 














——_——) 


NATIONAL- 
STANDARD 
engineers made in- 
tense microstruc- 
tural and tensile 
studies of sample 
wire to find exact 
physical properties 


FLEXIBLE CABLE engages accurately with specially hobbed wheels housed in control boxes. This of the alloy to meet 
combination requires special cable wire that will not take permanent set and will provide smooth, strict aircraft con-- 
hard bearing surface for cable inside conduit. trol specifications. 





Puscher 


has produced 
more than 
2500 types of 


precision 
nuts... 
including 


miniatures! 


Let us 
quote 

your 

next order! 


SPECIAL MFG. CO. 


471 MORGAN STREET 
CINCINNATI 6, OHIO 





For details on 
Fischer Turned Bross 
and Aluminum Nuts, 
Send for catalog 
FS-1000. 


4 


Fischer Special Mfg. Co. 

474 Morgan St. 

Cincinnati 6, Ohio 

Please send Catalog FS-1000 and Price Lists on 
Fischer Brass and Aluminum Nuts. 


NAME TITLE 





COMPANY 





STREET 





ZONE STATE 
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Low-Cost Automatic 
Pallet-Loader 


A simplified, low-cost pallet- 
loader has been developed by the 
Lathrop-Paulson Co., 2459 W. 48th 
St., Chicago 32, Illinois. Designed 
for all industries using cartons, 
cases, kegs, and other containers, 
Lathrop-Paulson automatic pallet- 
loader consists of three synchro- 
nized, separately powered units— 
stacker, pusher, and taper—and 
conveyor to connect to existing 
production lines. No pit is needed, 
no operator is required, and no 
electronic or hydraulic devices are 
necessary for operation. The ma- 
chine gives a reduction in labor 
cost, carton and content damage, 
and human fatigue plus an in- 
crease in safety, efficiency, and 
production. 


Write No. 33 on Inquiry Card—Page 32 


Greater Adaptability 
In Blast Cleaning 


Airless blast cleaning cabinets 
emphasizing versatility and adapt- 
ability are produced by Wheel- 
abrator Corp., 1262 S. Byrkit St., 
Mishawaka, Indiana. Spinner 
Hanger Cabinets are designed to 


.meet cleaning needs of users 


whose production rates outstrip 
the capacity of standard blast 
equipment but are not large 
enough to warrant installation of 
such equipment as monorail blast 
cabinets. A general all-purpose 
machine, the Spinner Hanger cab- 
inet is ideal for jobbing shops 
where production is varied. En- 
ables the plant to clean a large 
variety of parts on a single ma- 
chine, and can be built to fit in- 
dividual requirements as to size, 
number of compartments, and 
wheel arrangements. 


Write No. 34 on Inquiry Card—Page 32 
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AWG SIZES 


A girl has to think about Magnet Wire 


and specifications and things... 


**...1 mean, really! Maybe you think that’s of every one of these things. | mean, really! 
too deep for an average housewife like me. But Because I'd pick Roebling Magnet Wire. It’s 
eis let me ask you, who’s got the most to lose if always way higher than the NEMA Specifications. 
Cecrmen magnet wire doesn’t have the proper dielectric And if you think that’s not important to a girl...!” 
strength? Yours truly, that’s who! Who suffers Electrical Wire Division, John A. Roebling’s Sons 
if the temperature and abrasion resistance isn’t Corporation, Trenton 2, N. J. 
up there? Who but us, with all our appliances? 


ROEBLING (£) 


ee an me —— oe : = : 
I ju t V1 h we } eC€wives { ould pi k the Branch Offices in Principol Cities ~ 


magnet wire that goes into the motors and coils Subsidiory of The Colorado Fuel and iron Corporat 











Two 10,000 Ib. per hour starch driers. 
Two Airveyors pump dried starch. to 


storage bins. 


Starch was bagged here and taken 


over old route to storage. 


New Airveyor route is direct; 
through or over obstructions. 


passes 


Airveyors reclaim stored starch, de- 


liver to packing bins. 





Storage \ Tola-dalelet-y- 


Bins 








New Airveyor Route 
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Road 


/ Storage 
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PLANT MODERNIZATION THROUGH PNEUMATIC CONVEYING 


FULLER pneumatic conveying system 
increases production without plant expansion 


To increase production, the Union 

Starch and Refining Company’s Granite 

City, Ill., plant first needed to expand 

thei > materials handling system. Buta 

ymplete revamping of bagging and 

rehouse operations was impossible be- 

cause there was no space available for 
I ssary new buildings. 

eyor® System, engineered and 

“Fuller, was the answer. Air- 

extreme flexibility allowed it to 

p through walls, along sides of 

s, over streets, on roofs and up 

At Union Starch, the total 


FULLER 


distance covered is 800 feet, with a 
number of 45 degree and 90 degree 
bends in the line. 

The Fuller Airveyor system transports 
the starch in two phases, from the 
driers to the storage bins and from the 
bins to receiving hoppers over the bag- 
ging machines. Flow is controlled auto- 
matically through control panels loca- 
ted in the drier room and at the bagging 
machines. Other controls are also pro- 
vided at the panels for automatic opera- 
tion of components such as feeders, 


FULLER COMPANY 


170 Bridge St., Catasauqua, Pa. 
SUBSIDIARY OF GENERAL AMERICAN TRANSPORTATION CORPORATION 
Birmingham « Chicago « Kansas City » Los Angeles » New York e San Francisco Seattle 


blowers, conveyors and filter-receivers. 


Besides being easily installed and auto- 
matically controlled, the Fuller system 
reduces both the amount and the ex- 
pense of handling. Additional savings 
are made possible by Airveyor’s self- 
cleaning facility, which greatly reduces 
maintenance costs. 

Why not work with Fuller to design an 
automated pneumatic materials handl- 
ing system that will help you cut costs 
and increase production? Write today 
for complete details. A-280 


Faller 


. pioneers in harnessing AIR 





function 


for axial assembly 


for taking up end-play 





axial assembly 


radial assembly 





nomenclature 


basic 


inverted 


bowed 


beveled 


prong- 
lock® 


bowed 
e-ring 








series no. 


5000 


5100 


5008 


5108 


5001 


5101 


5002 


5102 


5139 


5131 





application 


Internal for 
Housing Bor 


External 
es for Shafts 


Internal for 
Housing Bores 


External 
for Shafts 


Internal for 
Housing Bores 


External 
for Shafts 


Internal for 


Housing Bores 


External 
for Shafts 


External 
for Shafts 


External 
for Shafts 





in. 
range 


.250-10.0 


-125-10.0 


.750-4.0 





-500-4.0 


.250-1.456 


-188-1.438 


1.0-10.0 


1.0-10.0 


.094-.438 


.110-1.375 








function 


mm. 


6.4-253.8 


3.2-253.8 


19.0-101.5 


for radial assembl 


12.7-101.5 


y 





6.4-37.Q 


4.8-36.5 





25.4-253.8 





25.4-253.8 





2.4-11.1 


self-locking types 





2.8-35.0 





nomenclature 


crescent 


e-ring 


reinforced 
e-ring 


interlocking 


circular self-locking 


triangular 
self-locking 


triangular 
nut 


grip-ring 





& 


O 





& 


iu 





series no. 


5103 


External 
for Shafts 


in. .125-2.0 
3.2-51.0 


5133 


External 
for Shafts 


.040-1.375 
1.0-35.0 


5144 


External 
for Shafts 


.094 - .438 


5107 


External 
for Shatts 


-469-3.375 


5005 


Internal for 
Housing Bores 


.312-2.0 
7.9-50.8 


5115 


External 
for Shafts 


.094-1.0 


5105 


External 
for Shafts 


.094-1.0 
2.4-25.4 


5305 


External 
for Shafts 


5300 


With 
Threaded Screw 


.062-.437 e 


5555 


External 
for Shafts 


.077-.755 





application 





range 





mm. 2.4-11.1 11.9-85.7 2.4-25.4 


























1.55-11.1 e * 














GENERAL DESIGN PRINCIPLE: 
Tapered construction permits rings to 
maintain constant circularity and 
groove pressure. 


Series 5000 and 5100: Basic types for 
axial installation. Rings provide opti- 
mum groove strength. 

Series 5008 and 5108: Best clear- 
ances. Accommodate parts having 
large corner radii or chamfers. 


Series 5103: Best clearances. Secure 
against moderate impact, vibration. 
Series 5133: Provides high coupling 
shoulders; accommodates wide groove 
tolerances. Easy servicing. 

Series 5144: Reinforced E-ring. Five 
times more gripping strength, 50% 








Catalog RR 10-58. 
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Waldes Truarc Retaining Rings 
are modern fasteners that 
solve a wide variety of design 
and production problems. 
Send for your new 24-page 


higher RPM limits than standard 
E-rings. 

Series 5107: High impact resistance; 
high coupling shoulders. Accommo- 
dates extremely high rotation and rela- 
tive parts rotation. 


Series 5001 and 5101: Resilient end- 
play take-up. Accommodate wide toler- 
ances. Recommended for pre-loading 
bearings. 

Series 5002 and 5102: Rigidly locked 
end-play take-up. Recommended for 
locking one race of parallel bearing 
assemblies. 

Series 5139: Rigidly tocked into posi- 
tion by protruding locking tabs. Pro- 
vides high resilient end-play take-up 
with sliding tabs for uniform flexure. 


Cannot be forced from groove without 
destroying ring. Accommodates rela- 
tive parts rotation. Equally effective 
with round, square, rectangular or hex 
shafts. 

Series 5131: Provides high take-up. 
Recommended where clearances are a 
major problem. 


Series 5005, 5115, 5105 and 5305: 
Prongs dig into shaft, locking rings 
against movement in one direction. 


Series 5300: Spring tension locks parts 
assembled with threaded screws. 


Series 5555: Self-locking against move- 
ment in either direction by spring ten- 
sion. Since no groove is required, ring 
is adjustable to any position on shaft. 


©1958 Waldes Kohinoor, Inc. 


WALDES 


9.4 


TRUARC 


RETAINING RINGS 


Walides Kohinoor inc., Long isiand City 1, N. Y. 
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Cut The Cost of Printing Forms 


By E. B. Hundley 


A MERICAN purchasing agents 
spend over a billion dollars an- 
nually for the purchase of printed 
business forms. A company, de- 
pending on its size and number 
of plants, will use from 75 to 1200 
different types of printed forms. 

Considering the many grades of 
paper available, the different types 
of printing processes, and the al- 
most unlimited variations in busi- 
ness form design, it is no wonder 
that the P.A. is often faced with 
a complex problem. 

There are, however, several 
yardsticks that the purchasing 
agent can apply to business forms 
to determine if he is buying in the 
most economical and efficient way. 
He should ask himself three basic 
questions: 

(1) Am I buying the form on the 
right type of paper for the job it 
is to perform? 

This question covers paper size, 
paper grade, and paper weight. 

PAPER SIZE—Many times, the 
size of a business form is larger 
than necessary. Since the forms 
are printed on standard size press 
sheets, the larger the form, the 
larger the press sheet. If the form 
can be reduced, a smaller size 
press sheet can be used with an 
immediate saving in paper costs. 
Add to this the saving brought 
about by eliminating a trimming 
operation, and the total printing 
cost of the form has been reduced 
considerably. 

PAPER GRADE—Purchasing a 
form on the correct grade of paper 


E. B. Hundley is a vice president of the 
nationally-known printing firm, Cullom & 
Chertner Company, Nashville, Tennessee. 
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Forms Forum 


Hardly a day goes by that 
PURCHASING Magazine 
doesn’t receive requests for 
sample forms from  pur- 
chasing agents around the 
country. The article ap- 
pearing on this page will 
serve as an introduction to 
an answer for many of 
these requests. Starting 
with our next issue, May 
11, we will illustrate and 
explain the use of selected 
forms from representative 
purchasing departments. 
Watch for the Forms Fo- 
rum and see how your own 
forms measure up. 











can be « real money saver, too. 
For example: a small manufac- 
turer was sending out monthly 
statements to customers on a #1 
Sulphite Bond, which is a very 
high quality grade paper. It was 
recommended that the paper be 
changed to a lower grade. 

The suggestion was based on 
the fact that since the statement 
was a short-lived form, there was 
no real need to use an expensive 
grade of paper. The manufacturer 
immediately made an annual sav- 
ing of about 6% on the cost of the 
form. 

Another important point to keep 
in mind is whether the form will 
be internally or externally used. 
Obviously, a better grade of paper 
is desired for a form which is ex- 
ternally distributed. But if the 
form is intended only for internal 


use, it may be better to print on a 
less expensive grade—especially if 
the form is to have a short life. 

PAPER WEIGHT—This is also 
an important cost cutting factor. 
And in many cases, the savings 
go far beyond the actual reduction 
in the cost of printing the form. 
When using a carbon interleaved 
set, for instance, it is especially 
important that the paper weight 
not to be too heavy or some of the 
carbon copies might be illegible. 

(2) Am I purchasing a number 
of forms that could be combined 
into one form? 

Often several different types of 
forms actually are used for the 
same or very similar purposes. 
This is especially prevalent in an 
organization which has more than 
one plant or branch. With little 
or no change in the contents of 
the forms, it may be possible to 
combine them into one form, 
thereby reducing the total print- 
ing cost. 

In many companies, different 
departments will have forms that 
are very similar in content and 
purpose to those of other depart- 
ments. Again, through slight mod- 
ifications, the forms can be com- 
bined into one version with a 
savings in the printing costs. 

(3) Am I carrying too large an 
inventory of forms? 

Studies have shown that busi- 
ness forms suffer an annual ob- 
solescence of about 15%. A form 
ordered on a _ two-year supply 
basis, may become obsolete before 
the supply is used up. Result: the 
company has a heavy inventory 
of useless forms that represents 
lost capital. 
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The Bostitch line of desk staplers is often the first 
introduction Purchasing Agents have to our company. 
The performance of these in office jobs frequently 
leads to applications for Bostitch industrial staplers 
in the factory and shipping room. 

That’s because our desk staplers impress buyers with 


the way they work. They’re rugged. They’re famous 
for being trouble-free. They come in styles for every 


Fasten it better and faster with 
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As | 
predicted. 
Our best 
desk stapler 
investment 
“s, is Bostitch! 
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office fastening job. They’re attractive. They last for 
years. And service, although rarely needed, is always 
close by. 

Bostitch desk staplers are everything good staplers 
should be. A Bostitch Economy Man (one of the 350 
who work out of 123 U. S. and Canadian cities) will 
show you exactly what that means. He’s listed in 
your phone directory under “‘Bostitch.” 


BOSTITCH 


STAPLE AND ie ee on 


724 BRIGGS DRIVE, EAST GREENWICH, RHODE ISLAND 
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MARKING 


MEAL? 


Blaisdell markers 
do the trick 


CHINA-MARKER 


Unsurpassed for bold, bright 
marking on all surfaces. Strong 
and durable—adheres firmly—14 
vivid colors. 


OMNIMARK-—Thinner diam- 


eter lead for fine line marking. 





DU-ALL 


MECHANICAL PENCIL 





Convenient propel-repel action. 
8 brilliant, all purpose leads with 
barrels to match. 


AT BETTER STATIONERS EVERYWHERE 


Test the marker that suits your needs. Send 
for sample naming this publication. 





| Llaisdell 


PENCIL COMPANY 


BETHAYRES, PA. 


For More Information Write No. 
on Inquiry Card—Page 32 
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A new pencil sharpener is be- 
ing marketed by Sterling Plastics 
Co., Union, New Jersey. Con- 
structed of high-impact plastic the 
sharpener comes in assorted colors 
and is packed in individual boxes. 
Two extra cutters are supplied. 


Write No. 35 on Inquiry Card—Page 32 


Kelvinator Water Coolers, 265 
North Hamilton Road, Columbus, 
Ohio has added a new product to 
their line. The new model water 
cooler is designed and engineered 
for offices and reception rooms. 
Occupying one square foot of floor 
space the model harmonizes with 
furnishings and decor. This 
smaller version is accented by a 
hand-polished stainless steel top. 


Write No. 36 on Inquiry Card—Page 32 


A carbon ribbon which may be 
used on many typewriters not 
equipped with carbon ribbon at- 
tachments is now on the market. 
Available from the Photostat Cor- 
poration, 1001 Jefferson Road, 


Rochester, New York, the use of 
this carbon ribbon in an ordinary 
typewriter is possible because of 
the extraordinary tensile strength 
of its base, Mylar. Previously, it 
was necessary to pass carbon rib- 
bons through special guides and 
feed mechanisms to prevent tear- 
ing the ribbon. When wound on 
conventional typewriter spools it 
is about twice as wide as usual 
carbon ribbons. It may, therefore, 
be used at least twice, through, 
by employing different ribbon 
levels and reversing direction of 
feed. It is also available for type- 
writers equipped with regular car- 
bon ribbon attachments. 
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Charting tape can be purchased 
in 14 solid colors and 10 pattern 
tapes in four colors. All pressure 
sensitive, the solid color tapes are 
available in widths ranging from 
1/64” to 2”. The pattern tapes are 
in widths from 1/32” to 2”. These 
new tapes are products of the 
Labelow Tape Co., Inc., 450 At- 
lantic Avenue, Rochester 9, N. Y. 
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Purchasing agents interested in 
the most efficient and pleasing 
office layout can get a new, handy 
“Template Card.” The card gives 
suggested square footage for pri- 
vate, sectional and general offices 
of personnel at all levels. Also 
shown are five recommended desk 
and office arrangements. Recently 
published by Remington Rand 
Division of Sperry Rand Corpora- 
tion it gives many other helpful 
hints regarding office layout. 


Write No. 39 on Inquiry Card—Page 32 


PURCHASING 








To) ieeek 1 —1od dgelallomel(ose-tdlolaMeote]aal-1- Mel m-lel- 
idalgel ele lam \UleiGig-W yeu =toll-telaM-Mlal-laheh’a-Mal-lahe-le[-t 


Take the mike... 


See how this new Edison VOICEWRITER dictating machine helps you 
break through your ‘time barrier” to new success! 


You'll take the mike . . . dictate . . . and suddenly you'll 
realize that any other dictating method is now old- 
fashioned! 

You'll see how this all-new Voicewriter saves man- 
hours by acting as a rapid, foolproof dispatcher of cor- 
respondence . . . a communicator of instructions ... a 
conference reporter . . . a sounding board for sales 
talks, ideas and speeches! Its features? All you would 
expect to find in the finest dictating machine ever built 

. and then some! 

Think we’ ve exaggerated? We offer you a friendly chal- 
lenge to mail the coupon—‘“‘take the mike” at your own 
desk, with your own work, for just a few minutes! Once 
you take the mike...your talk will be our best sales talk! 


Edison Voicewriter 


AprIL 27, 195° 


McGRAW# 


A product of Thomas A. Edison Industries, McGraw-Edison Company, 1 
West Orange, N.J. in Canada: 22 Front Street W., Toronto, Ont. 


wae ae ae 


FREE TRYOUT! — Just fill out and mail this coupon 
to Edison Voicewriter, West Orange, New Jersey. 
Your Voicewriter representative will do the rest. 
No obligation! 


. . . 
Okay Edison, I'd like to take the mike of the all-new 
Edison Voicewriter. Please call me to arrange a 
demonstration. 


Name 


Title 


Organization 


a 


Address 


ae 


| 
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An automated offset duplicator 
with an image area measuring 
10% x 16% has been announced 
by A. B. Dick Company, 5700 
West Touhy, Chicago. Known as 
the model 365 the new machine 
makes it possible to duplicate 
large-sized forms at the rate of 
four complete systems jobs per 
minute. If the same cycle is to 
be repeated throughout a long 
repetitive run, the operator per- 
forms only two manual operations 
after setting the program control 
unit—a change of masters and a 
flip of the starting lever. The pro- 
gram control unit then takes over 
for the manual steps required with 
non-automated equipment. 
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An intercom phone has been 
designed to simplify and speed 
inter-office contact between top 
executives and key staff members 
whom they call frequently. Named 
the Executive Telephone, calls are 
initiated without lifting the re- 
ceiver or dialing, but just by push- 
ing a button. When the called 
party’s phone rings and the re- 
ceiver is lifted, a ready signal 
tone sounds in the executive’s set 
and only then does he lift his 
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receiver to speak. If the called 
phone is busy, a “memory” device 
seizes the switchboard circuit and 
automatically completes the call 
when the line is free. During this 
interval, no other calls can be 
originated or received by the busy 
phone. The new phone was de- 
veloped by Tele-Norm Corpora- 
tion, 55 West 42nd Street, New 
York, N. Y. 

Write No. 41 on Inquiry Card—Page 32 








Art Metal Construction Co., 
Jamestown, New York, has an- 
nounced a new line of storage 
and wardrobe cabinets which can 
be converted from wardrobe to 
storage cabinet. Provided with hat 
shelf ond coat hanger rod, the 
cabinet is a practical, sturdy 
locker with space for clothing of 
four people. Conversion to storage 
use is made by removing hat shelf 
and rod and adding the necessary 
number of plain shelves. 
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How purchasing agents can aid 
their companies in achieving 
greater savings in filing space 
utilization is explained in a new 
booklet offered by Hamilton Man- 
ufacturing Co., Two Rivers, Wisc. 
Drawings, tracings, prints or maps 
can be stored in quantities from 
one to 30 in each 2%” square. 
The new files use an interlocking 
principle to form banks. The files 
are available in a range of lengths 
from 22 to 54 inches. The booklet 
illustrates various filing arrange- 
ments, and shows how the files 
can be combined with existing 
drawer files for maximum flexi- 
bility. 
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A new desk has been designed 
especially for executive use in his 
office or his home. Measuring 57” 
x 24”, all exposed parts are either 
solid walnut or walnut veneer. 
The new desk is a product of 
Cottonsmith Furniture Manufac- 
turing Co., Inc., P.O. Box 4628, 
Winston-Salem, N. C. 

Write No. 44 on Inquiry Card—Page 32 


The importance of careful type- 
writer selection to the purchasing 
agent is highlighted in a new 
illustrated folder published by 
Remington Rand Division of 
Sperry Rand Corporation. Deal- 
ing with the manual standard 
machine, it emphasizes the many 
points to be considered when buy- 
ing typewriters. 
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A new coffee machine on the 
market brews individual cups of 
coffee directly from separate pack- 
ets of ground coffee. Developed 
by Rudd-Melikian, Inc., Hatboro, 
Pa., the new unit eliminates the 
problem of consistent flavor and 
aroma by packaging fresh, ground 
coffee beans in individual air- 
tight but water-penetrable pack- 
ets. Each packet contains a meas- 
ured amount of coffee for a single 
cup. More than 500 packets can 
be stored in a single machine. 
Write No. 46 on Inquiry Card—Page 32 


PURCHASING 











CONTROL AT CLEVELAND TRUST 








“Moore forms helped 


get our collection 


system into high gear” 


i) 


J. ROSS ROTHAERMEL, Auditor, The Cleveland Trust Co. 


An automated collection system has given The 
Cleveland Trust Company centralized control over 
40,000 monthly real estate loan payments made in 
69 different offices. Machine control of accounting 
functions makes the exact cash position of the de- 
partment known daily: in the past, payments were 
held in escrow and balanced only four times a year. 
Human error has been cut to a minimum. Hand 
copying is eliminated. Work time has been short- 
ened by days, and operating costs cut. 


Automatic printing of data from puiiched cards 
on specially designed forms is basic to the system. 
Electric accounting machines compute interest at 
varying rates, collate names and addresses with 
the payment due and print complete and accurate 
statements, ready for mailing. They also isolate 
cards representing delinquent accounts for special 
handling. As payments are received, the same 
machines are used to compare total receipts with 
total expected returns, and to punch new balance 
cards, ready for the next monthly cycle. 


“The Moore man was instrumental in design- 
ing this system,” reports Mr. J. Ross Rothaermel, 
Auditor of the bank, “‘not to mention the form 


Build control with 


that lets it work.’”’ The form is a 2-part Moore 
Speediflo—the bank’s control in print. 

The Moore man has designed over 200 forms 
for Cleveland Trust. If you’d like a more detailed 
description of the systems that use these forms, 
write the Moore office nearest you. No obligation. 

















Moore Business Forms, INc., Niagara Falls, N.Y.; 
Denton, Texas; Emeryville, Calif. Over 300 offices 
and factories throughout the U.S., Canada, Mexico, 
Cuba, Caribbean and Central America. 


MOORE BUSINESS FORMS 
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Association News 


Big Turnout for 
Eastern N. Y. 
Executive Night 


- 
[ HOSE WHO were there called 
the Twenty-Fifth Annual Execu- 
tive Night of the Purchasing 
Agents Association of Eastern 
New York, “the best ever.” It was 
only fitting that for the Silver An- 
niversary of these dinners one of 
the best speakers available—E. 
F. “Andy” Andrews—should be 
featured on the program. Mr. 
Andrews, a former president of 
N. A. P. A. and assistant to the 
vice president in charge of pur- 
chases of Allegheny Ludlum Steel 
Corporation, discussed “Free En- 
terprise or Freeloading.” He de- 
plored the general tendency of 
nearly everyone to expect some 
sort of handout from the govern- 
ment. He made everyone in the 
audience more aware than ever 
before that it was private enter. 
prise, not government subsidy, 
that made America great. He said 
success comes from hard work, 
not from depending on welfare. 


Photographs courtesy of Stanley Goodman and the 
Central New York Purchasor. 


Here, enjoying their after dinner coffee are, from left 
to right: A. H. Moore, McCall Refrigerator Corp., 
Hudson, N. Y.; Frank J. Miller, F. K. Blanchard, Inc., 
Troy, N. Y¥.; Tony Nabozny, McCall Refrigerator 
Corp., Hudson, N. Y.; Wm. H. Tuck, Allegheny Lud- 
lum Steel Corp., Watervliet, N. Y.; Giles P. Bennett, 
F. K. Blanchard, Inc., Troy, N. Y.; and Rube Atkins, 
Resistoflex Corp., Roseland, N. J. 
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Kingpins at the Executive Night meeting were, left 
to right: Gene Hunt, president of the Eastern N. Y. 
Association; “Andy” Andrews, the guest speaker; 
Bill Flint, the association’s national director; and 
“Duke” Chesney, P.A. of Huyck Felt Co. and 
N. A. P. A, District 8 vice president. 


Since the guest speaker is one of its top purchasing 
executives, it is not surprising that Allegheny Lud- 
lum was well represented at the meeting. At this 
table were a number of company officials, including 
A. B. Wadsworth, purchasing agent from the Pitts- 
burgh office (foreground). 


Among those at the head table were: J. Burton 
Montgomery, P.A., General Aniline & Film Corp., 
Rensselaer, N. Y. and secy., P.A. Assoc. of Eastern 
N. ¥.; Wm. C. Bryant, Jr., P.A., Natl. Commercial 
Bank & Trust Co., Albany, N. Y. and treasurer of 
P.A. Assoc. of Eastern New York; P. V. Farrell, edi- 
tor, PURCHASING Magazine; and J. Dukehart 
Chesney, P.A., Huyck Felt Co., Rensselaer, N. Y. and 
V.P. 8th Dist., N.A.P.A. 
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at American Stee/ & Wire 


2, PAZ Clamp Trucks 
Double Warehouse Capacity 


Iron Out Seasonal Production Troubles 


®@ Two versatile ELPAR electric clamp trucks solved 
a warehousing problem at the Donora, Pa. Works 
of U. S. Steel's American Steel and Wire Division. 


The seasonal demand for fence and welded rein- 
forcing wire fabric necessitated additional storage 
space to accommodate material produced during 
the winter to meet normal spring and summer orders. 


ELPAR engineers were asked to develop this versa- 
tile fork truck attachment which handles a wide 
variety of shapes and sizes of welded wire fabric 
and makes possible ceiling high stacking of coils. 


Write for your copy of this brand new catalog today! | 


Result —- storage space was doubled and peak 
demands are met by off season production. 


This is a typical example of how ELPAR trucks, 

backed-up with the experience of ELPAR's engi- 

neering staff can solve tough handling problems. 

You not only save through more efficient handling 
. . yOu save on operating costs too. 


You will be well repaid if you in- 
vestigate the quality line of ELPAR 
electric powered industrial trucks. 


a a, 


j 


_— 


THE ELWELL-PARKER eEtectric company 


4035 ST. CLAIR AVENUE 


* CLEVELAND 3, OHIO 


In Canada: International Equipment Company, Ltd. 





ELECTRIC TRUCKS 


TWICE THE LIFE ...ONE-THIRD THE OPERATING COST 
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CAMBRIDGE METAL-MESH BELTS are 
the answer to the big problems you'll face 
in the competitive 60’s—tighter operating 
costs, higher production and consistent 
quality. 


Continuous movement of foods, metal 
parts, ceramics or chemicals on Cam- 
bridge Belts through processing operations 
speeds production and eliminates costly 
manual handling. Open mesh construction 
allows heat, cold or liquids to flow through 
the belt and around the product for 
thorough, uniform treatment. Superior 
belt design and manufacturing techniques 
mean longer life, fewer repairs, lower 
operating costs. 

Belts can be made heatproof, coldproof 
or acidproof — in any mesh, weave, metal 
or alloy — with any side or surface 
attachments. 


Have your Engineering Department 
call the Cambridge Field Engineer in 
your area. He'll be glad to discuss 
any aspect of Cambridge Belts — 
from manufacture to installation and 
service. He's listed in the yellow 
pages under “Belting, Mechanical”. | =~ 
Or, write for FREE 130-PAGE REFER- 
ENCE MANUAL. 





The Cambridge 
te Wire Cloth Co. 
a Department AKe Cambridge 4, Md. 


Manufacturers of Wire Cloth, 
Metal-Mesh Conveyor Belts, Wire Cloth Fabrications 
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New Trend in Steel Buying: Many profit-conscious 
manufacturers taking a long, hard look at steel buy- 
ing policies; more and more of them cutting costs by 
purchasing more steel as it's needed and ready for 
production from modern Steel Service Centers. 
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“Critically needed alloys 
make 24-hour deliveries a must!” 


Prompt deliveries from U. S. Stee! Supply help 
keep this F-27 production line on the move! 


The Fairchild F-27, first American-made tur- 
bine-powered airliner 


says Mr. V. N. Thacker, Assistant Materials Manager, Fairchild Aircraft & Missiles Division, 
Fairchild Engine & Airplane Corporation, Hagerstown, Maryland 


rT ere now producing the first Ameri- 
\ can-made turbine-powered airliner 
—the Fairchild F-27 Propjet,” says Mr. 
Thacker. * Naturally, during the first months 
of production with an all-new aircraft mod- 
ifications are necessary. But despite these 
changes, which result in last-minute orders, 
U. S. Steel Supply gives us delivery of the 
material we need .. . when we need ;t 
“Here's an example: We ordered 50 feet 


of 4130 steel, measuring 3%” ich we 


U. S. Steel Supply / 
Division 7 


* 


needed within 24 hours. Granted, it was a 
small order, but it was vital to the F-27. 
U. S. Steel Supply delivered it in less than 
a day, saving many valuable man-hours.” 

Why not take a close look at your steel 
find U. S. Steel 
Supply's pamphlet entitled “Value Analysis 
at Work” very helpful. Write to our Chicago 
Office, or call your nearest U.S. Steel Supply 


buying policies—you'll 


Steel Service Center. You'll find us in the 
Yellow Pages listed under Steel 


USS is a registered trademark 


United States Steel 


Stee! Service Centers and Complete Stee! Strapping Service at: Baltimore, Birmingham, Boston, Chicago, Moline, Cleveland, Houston, 
Dallas, Los Angeles, Milwaukge, Newark, Southington (Conn.), Philadelphia, Seattle, Portiand (Ore.), Pittsburgh, St. Louis 


St. Paul, San Francisco. - 


General Offices: 208 South La Salle Street, Chicago 4, II! 





for 


hard- 
to- 


spots! 


On the lookout for ways to cut 
costs and save time? Write for 
free booklet, ““Save With Midland 
Welding Nuts.” 


("ER MIDLAND-ROSS 
CORPORATION 


OWOSSO DIVISION © OWOSSO, MICHIGAN 


MIDLAND 
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Milwaukee P.A.’s Discuss 


Precision Castings 

The March meeting of the Mil- 
waukee Association of Purchasing 
Agents opened with a commodity 
discussion entitled, “Tooling Pro- 
cessing and Metallurgy—Apply- 
ing to the Manufacture of Pre- 
cision Castings.” 

The discussion was presented to 
the members by the Howard 
Foundry Company of Milwaukee. 
Dan Kiefert spoke on tool design, 
G. A. Stolze presented the pro- 
cessing picture, and R. Martini 
discussed the metallurgy phase. 


R. Martini, Howard Foundry Co. 


The main speaker of the eve- 
ning was C. D. Francisco of Pur- 
CHASING Magazine. Mr. Francisco 
spoke cn “Imagineering—Crea- 
tive Thinking”, The more-than- 
200 members who attended left 
with many new thoughts and 
ideas. 


South Bend Purchasing 
Course Huge Success 

The South Bend Purchasing 
Agents Association concluded its 
five-program educational series. 
The wind-up program was under 
the direction of Professor Vincent 
R. Raymone of the Notre Dame 
College of Commerce and covered 
a problem which confronts many 
purchasing agents—buying to un- 
realistic specifications. 

Professor Raymond also showed 
a film, “Industrial Purchasing,” 
in which a design-production pur- 
chasing problem was traced from 
its inception to its conclusion. The 
film was loaned to the association 
for the training course by Pur- 
CHASING Magazine. 
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Are your $2/hr. men waiting for 30¢/hr. equipment? 


It actually may cost you less than 30¢ an hour 
to own and operate a Clark Powrworker”. In arriv- 
ing at our figure we included such “extras” as 
cost of charging equipment, 6% interest on the 
money you have invested in the equipment, an 
additional 2% interest as a miscellaneous expense, 
even the cost of current to recharge batteries. 
This was all over and above the normal charges 
of: cost of truck, depreciation, insurance, taxes, 
and freight. 

But even at this “‘high’”’ figure of 30¢ per hour 
... can you afford to keep manpower waiting for 
lack of sufficient equipment? In pure economics, 
it makes good sense to give your men the trucks 


they need .. . especially since it costs so little 
to own and operate a Clark Powrworker. 
Possibly, our headline should have read: ‘‘Give 
every man his own truck!’ Startling? True. But 
we can show you figures to prove that this bold 
action is highly profitable. 

Surely worth investigating. Send for the 16-page 
Powrworker booklet. We’ll include the name and 
phone of a local representative who can review our 


figures with you in de- 
CLARK 


tail. Write or wire: Powr- 
EQUIPMENT 


worker, Clark Equip- 
ment Company, Battle 
Creek, Michigan. 
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There’s a BIG|difference in floor absorbents 


TEST |IT Yourself! 


IN YOUR OWN OFFICE, make this simple 15-minute test. Com- 
pare Eagle-Picher Industrial Floor-Dry to any other floor 
absorbent. 


HERE’S WHAT YOU'LL PROVE TO YOURSELF about safe, skid- 
proof Eagle-Picher Floor-Dry: It’s extremely insoluble, absorbs 
more oil and water. It goes further, provides much greater 
coverage. It reflects more light, brightens the work area. It’s 
non-combustible, has no chemical reaction. It lasts longer, 
saves you money! 


Since 1843 


WRITE TODAY. Our Eagle-Picher rep- 
resentative will bring the portable 
laboratory to your office where 
you may make this test yourself. 
The Eagle-Picher Company, 
Cincinnati 1, Ohio. 
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Municipal Executives 
| Go To School 


The Institute of Government, 
University of North Carolina, 
held its third annual Local Gov- 
ernment Purchasing School at 
Chapel Hill, N. C. 

A two-day course at the school 
was well attended by many of the 
municipal purchasing executives 
from the entire southeast area. 

Discussion groups covered many 
areas important to local govern- 
ments. Some of them were: “Dis- 
posal of Surplus Property,” G. C. 
Robinett, city purchasing agent 
of Columbia, and A. R. McMullan, 
city purchasing agent of High 
Point; “Equipment Management,” 
Guy Smith, city manager of Laur- 
inburg, Tom Cox, director of pub- 
lic works of Gastonia, and Henry 
Dickman, director of public works 
of Florence; “Internal Purchasing 
Policies,” Charlie Lineback, city 
manager of Salisbury and Robert 
L. Shuford, office manager of 
Thomasville; and “Measuring 
Purchasing Performance,” Aaron 
C. Shepherd, city purchasing 
agent of Winston-Salem and Jake 
Wicker, assistant director of the 
Institute of Government. 


N.A.P.A. President 
Visits New Orleans 

The Purchasing Agents Associ- 
ation of New Orleans recently 
celebrated “Executive Night.” 
The program committee did them- 
selves proud in honor of the com- 
pany presidents and other top 
executives who turned out. 

Gordon Burt Affleck, president 
of the National Association of 
Purchasing Agents was principal 
speaker of the evening. Paving 
the way for the national presi- 
dent was James E. Clark, national 
vice president, representing the 
Seventh District. 

Two days after the meeting, the 
association had another large 
group on hand for the plant visi- 
tation to the Avery Island Mines 
of International Salt Company. 
Roy A. Perrin, chairman of the 
plant visitation committee, made 
all arrangements for the trip, 
which was an outstanding success. 


PuRCHASING 





SPS RELIABILITY 


A dynamic standard of predictable performance 


UNBRAKO socket screws with Nyliok* 
reduce costs and production time 


Self-iocking UNBRAKO socket screws, in a full range of standard types and 
sizes, are stocked by your authorized SPS distributor. Permanently installed 
locking pellets are serviceable from —70 to +250°F and will not dry out, 
rot or shrink, are not affected by age or fungus. 


Regular screws loosen under vibration because external 
stresses cause marked variations in screw tension, re- 
sulting in motion between mating threads and loss of 
frictional holding power. 


UNBRAKO socket screws with Nylok stay put, because 
they do not depend on screw tension to keep them tight. 
Here is how they work: A tough, resilient nylon pellet, 
inserted permanently in the threaded section of the 
screw, is the locking medium. Before assembly, the 
locking pellet projects slightly beyond the crest of the 
thread. When mating threads are engaged, it is com- 
pressed. Its springlike wedging action grips threads 
tightly and sets up a counterthrust, creating a strong 
metal-to-metal engagement of the mating threads. 
Locking is positive whether the screw is seated or not. 


- 


| 


4% 
4 


J 


How Nylok locks: Resilient nylon pellet (A) sets up lateral thrust, 
smoothly wedging mating threads together (B). Locking action is 
entirely on threads and is positive, seated or unseated. 


UNBRAKOs with Nylok are easy to remove and are reusable. 


And the permanently installed nylon locking pellet 
retains strength characteristics from —70 to +250°F. 


In addition to their remarkable resistance to loosening 
under the most severe operating conditions, UNBRAKO 
self-locking socket screws save production time. They 
eliminate the need for lockwashers under the heads of 
screws, drilling of heads for lockwires, cotter pins, and 
complex multiple set screw installations. And they can 
be used repeatedly without losing their locking ability. 


See your authorized SPS industrial distributor for com- 
plete details. Or write SPS—manufacturer of precision 
threaded industrial fasteners and allied products in many 
metals, including titanium. Unbrako Socket Screw Divi- 
sion, STANDARD PRESSED STEEL Co., Jenkintown 31, Pa. 


*T.M. Reg. U.S. Pat. Off., The Nylok Corporation 


Jenkintown - Pennsylvania 





Standard Pressed Steel Co. ¢ The Cleveland Cap Screw Co. e 

Columbia Steel Equipment Co. @ National Machine Products C 

e WNutt-Shel Co. @e SPS Western @ Standco Canada ltd. 
Unbrako Socket Screw Co., ltd 
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ANOTHER IN A SERIES 
OF MOTOR FACTS 
FROM ALL-INDUSTRIES 





























. “Roughest duty 
we have ever seen 
motors endure” 


reports Marquette Iron Mining Co. 
of the Westinghouse f#2-LimeA/ motors 
in its Eagle Mills Pelletizing Plant 





Operating continuously, 24 hours per day, dependable Westinghouse Life-Line® “‘A’”’ motors 
drive a network of fans and conveyors at the Eagle Mills Pelletizing Plant of Marquette 
Iron Mining Co., Ishpeming, Michigan. 


Some of these motors are located directly above a sintering machine where ambient tempera- 
tures often exceed 200° F and the motor is subjected to deposits of finely divided iron ore. 
Under these conditions, not a single motor breakdown or failure has occurred during 11 
months of service. 


Says Mr. Ed Gagnon, plant electrician, “Our Westinghouse motors have given us complete 
reliability on the roughest tests we have ever seen a motor endure.” 


For specific information about the ways your operation can benefit from the improved 
performance, longer life and reduced maintenance offered by the dependable Life-Line “‘A,”’ 
contact your nearby Westinghouse sales engineer. Or write to Westinghouse Electric Corpora- 
tion, P.O. Box 868, 3 Gateway Center, Pittsburgh 30, Pennsylvania. 22077 


you CAN BE SURE...1F iTS 


Westinghouse 


Deposits of powdered iron ore are no problem to this 2-hp Life-Line “A” 
motor driving conveyor which carries powdered iron ore to the balling disc 


where 4%” pellets are formed. Presealed, prelubricated Life-Line “A” bearings 
keép dirt and other material out. 
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MEET 
THE 
MAN 


. . who's dedicated to your job 


. who knows your needs 

. who knows your problems 

. who knows wire and cable 

. who is backed by engineering specialists 
. who is backed by a reliable manufacturer 


YOUR ROME CABLE SALESMAN 
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Value Analysis Is Topic 
At Kalamazoo Meeting 


The March meeting of the Kala- 
mazoo Valley Association of Pur- 
chasing Agents was held recently 
with President Clifford Gallaher, 
Miller-Davis Company, presiding. 

The evening’s program, under 
the direction of Robert A. John- 
son, of the St. Regis Paper Com- 
pany Panelyte Division, was de- 
voted to value analysis and stand- 
ardization. Mr. Johnson showed 
a film strip prepared by the Pur- 
chasing Agents Association of 
Northern California entitled, 
“Cost Reduction Through More 
Effective Buying.” The film il- 
lustrated many actual examples 
of savings to companies that have 
effectively practiced the princi- 
ples outlined. 

These same principles were il- 
lustrated by members Richard 
Waber, Mac-Sim Bar Paper Com- 
pany, and Earl Nelson, Checker 
Motors, who gave examples of 
savings within their plants. 

Morris Neil, of Union Steel 
Products Company in Albion and 
Fourth District Chairman of the 
Value Analysis-Standardization 
Committee, also spoke on the 
function of his committee. 


Value Analysis Featured 
At Detroit Meeting 


At a recent meeting of the Pur- 
chasing Agents Association of 
Detroit, value analysis and stand- 
ardization really took over. The 
membership of the Detroit associ- 
ation was treated to three of the 
leading champions of these ma- 
terials management tools. 

At the pre-meeting educational 
session, Scott Liston, standards 
coordinator of the Diamond Al- 
kali Company of Cleveland pre- 
sented a slide film entitled, “The 
Strange Case of the Seven Sided 
Post Hole.” Developed by Mr. 
Liston, the film is a clever and 
entertaining presentation showing 
the evolvement of standards in 
American industry. 

During the main program, 
Harry Wurster, director of pur- 
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chases of the Wyandotte Chemical 
Company, presented a series of 
slides showing the tangible re- 
sults of a value analysis-stand- 
ardization program being carried 
out in his company. 

Philip Kron of Eastman Kodak 
Company, feature speaker of the 
evening, also addressed himself to 
the topic, “Value Analysis— 
Standardization.” Mr. Kron, who 
has devoted many years to the 
study of this subject, immediately 
dispelled any notions that it was 
dull and uninteresting. 


Lehigh Valley Has Value 
Analysis Presentation 


The Purchasing Agents Associ- 
ation of Lehigh Valley, Easton, 
Penna. devoted the March meet- 
ing to a discussion of standardiza- 
tion and value analysis. 

L. B. Whitehouse, Jr., Morton 
Mfg. Corp. Lynchburg, Va., who 
is also 5th District chairman, was 
the principal speaker. Using a 
film presentation to supplement 
his talk, Mr. Whitehouse covered 
the latest developments in this 
area. 

New members admitted to the 
association were: Jacob Kupsky, 
Dragon Cement Co., Northhamp- 
ton, Penna.; Richard O. Ketterer, 
Ornamental Steel Products, Allen- 
town, Penna.; and Edgar E. Auer, 
Rodale Mfg. Co., Inc., Emmaus, 
Penna. 


Food Industry P.A.’s To 
Be at National Convention 


The program committee of the 
National Association of Purchas- 
ing Agents has reserved space 
for the Food Industries Group on 
the program at the national con- 
vention in New York. 

The meeting will be held on 
June 16 at 2:30 p.m. The prin- 
cipal speaker will be Albert Kner, 
director of the design laboratory 
of Container Corporation of 
America. 

Mr. Kner is well-known in the 
packaging field as a foremost de- 
signer of packaging and coordi- 
nator of packaging programs. His 
subject will be, “Your Package— 
What Should It Do For You?” 





MEET 
THE 
MAN 


who's dedicated 
to your job 


YOUR ROME CABLE SALESMAN: 


Atlanta, Ga. (MU 8-9860) C. J. Murry, W. J. 
McCann; (PL 8-1794) F. D. Rucker 


Baltimore, Md. L. D. Kernan 
Birmingham, Ala. (TR 1-8955) R. H. Sawyer 


Boston, Mass. (HA 6-7272) A. D. Stein, T. S 
Gildersieeve, R. T. Gildersieeve, Byron Brewer 


Buffalo, N. Y. (AM 3198) E. B. Jones 
Charlotte, N. C. (EM 6-0864) W. W. Rambo 


Chicage, iti. (SP 2-2700) Stewart Johnston, 
T. C. Spriggs, J. A. May, D. B. Duffy 


Cincinnati, 0. (Li 2-0290) E. M. Groves 
Cleveland, 0. (SU 1-1240) J. F. Guyer 


Dallas, Tex. (R! 7-4801) F. J. Peabody, J. L. 
Pearce, B. G. McDaniel 


Denver, Colo. (KE 4-0533) E. T. Vonier, J. 
Vivian, K. Hall 


Detroit, Mich. (TR 2-7578) A. K. Buckenmaier, 
B. F. Thomas 


Houston, Tex. (FA 3-8385) G. A. Peabody, 
R. 0. Witt, J. Jackson 


Huntington, W. Va. (JA 3-5414) Thomas 
Orlovsky, Jr. 


indianapolis, Ind. (Vi 6-2524) J. S. Scheppach 
Jacksonville, Fla. (EV 7-5915) C. R. Stegin 
Kansas City, Mo. (JE 1-4146) R. R. Davis 
Lansing, Mich. (iV 4-0778) A. J. Dawson 


Los Angeles, Calif. (RA 3-3631) H. S. Warren, 
0. 0. Stedman, R. D. Golly, E. G. Gilmore, Jr., 
F. K. Duerst 


Louisville, Ky. (TW 3-7512) Robert L. Jaffre 
Milwaukee, Wisc. (BR 1-1101) T. E. McCarthy 
Nashville, Tenn. (VE 2-0862) E. C. West 
New Orleans, La. (VE 5-9210) W. Fulton 


New York, N. Y. (MU 2-6590) E. T. Bucken- 
maier, W. S. Williams, W. R. Copp 


Philadelphia, Pa. (MA 7-2070) W. A. Miller, 
G. E. Rolston, Jr 


Phoenix, Ariz. (AL 8-5281) Dick Barnes 


Pittsburgh, Pa. (AT 1-0816) R. T. Edwards, Jr., 
J. W. Brunner, R. A. Gray 


Portiand, Ore. (CA 2-5470) Charlies K. Shanks 
Richmond, Va. (CO 6-3503) D. C. McMahon 


St. Lowis, Mo. (VO 3-4944) D. A. Thomas 
J. W. Campbell, Jr 


St. Paul, Minn. (Mi 6-7201) T. H. Stokke, 
W. Kufus 


Salt Lake City, Utah (EL 9-8811) 
H. Lee Rawlings 


San Francisco, Calif. (VA 6-3580) C. H. Kauf 
man, G. F. Black, G. H. Remeiman, D. S. Smith 


Seattle, Wash. (MA 4-3017) A. M. Mitrovich, 
L. R. Hennings 


Syracuse, N. Y. (GR 4-5311, Ext. 1125 
M. E. Damon 


Torrance, Calif. (Los Angeles, NE 6-5704) 
R. E. Gates, C. E. Walden, Don Ensch, G. M 
Armstrong 


Tulsa, Okla. (Ri 2-1704) W. D. Barwick 


ROME CABLE 
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new ways to cut costs... save time 


when ordering CHARTS and FORMS 


> { Thisisa 
eeecial” 

art developed 
Technical for 





assignment, 


} a a quality contro] 


CLARKSON’S expanded standard 
tabulating form service 
Clarkson’s “standard” forms give you these “CUSTOMIZED” 


features at less than custom prices. 
© Up to 8 parts in wide choice of paper stocks. 
®@ Your choice: of carbon grade 
of carbon extraction 
@ Any width up to 17 25/32" 
Clarkson’s “Standard” tabulating forms are expressly designed to 
help you reduce forms cost without sacrificing quality or your 
company’s individuality, 
Write for further information. 





OTHER CLARKSON SERVICES 
In addition to “Standard” forms, Clarkson has these other 


available services. 
@ 24-48 hour service on a wide variety of “Stock” 


tabulating forms. 
@ “X-press-Imprint” service which processes your 


imprinted “Stock” order within 48-72 hours. 
® Custom tabulating forms. 














Clarkson forms are available through local distributors. 
Write for name of nearest. 


cLARKSOn PRESS INCORPORATED 





189 Van Rensselaer St. 








TECHNICAL 
“Special” 
recording chart 
services 


Whe i 
ef your engineers plan to develop a 
new i 
2h patience or modify an existing 
tn nek 
t a “special recording assign- 
» CONtact Technical’ 
nical’s “Special” 
ial 
Chart Department immediately 


Cha i 

“n design teamwork from the start 
w 
ni oe costly production or revi 
ion i i 
sions ater. Write for information on 
special” services. 


ech ic fr { Tr 5 

: ni al also Pp Ovides Ove: l 000 
d ff erent charts for the Many “mak x 

es 

of Standard instruments. W Tite for in 
or i i 
Mation about this unique se ice too 
f TV > . 


cECHNI Ca 


SALES CORPORATION 


189 Van Rensselaer St. 
Buffalo 10, N. ¥. 





Bix 4 
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® PowenGaip §LrXiBlE COUPLING 
GEARED FOR TOP EFFICIENCY AT LOWEST COST 





Actual size #42 PowerGrip 
Flexible Coupling —2 hp. at 

1750 rpm., 72 in./lbs. maximum 
torque. Also available up to 

40 horsepower, at 1750 rpm. and 
torque loads up to 1440 in./Ibs. 


U.S. PowerGrip Flexible Coupling 


e Compensates for greater angular and axial misalignment. 


@ Installed in minutes by eye. Horizontal or vertical application. No precise measurement 
required. 


© Requires no lubrication, operates silently. 
@ Eliminates end thrust and shaft vibration. 


®@ Machinery failure cannot harm equipment. Eliminates equipment damage due to 


overload or jam-up. The coupling disengages itself and can be instantly and inex- 
pensively replaced. 


® Costs less, requires no maintenance. 


+. o * 
Your U. S. Power Transmission Distributor has a full stock of all sizes of 
U. S. PowerGrip Flexible Shaft Couplings. He is your best on-the-spot source 
for technical aid, quick delivery and quality industrial rubber products. 


Mechanical Goods Division 


United States Rubber 


WORLD'S LARGEST MANUFACTURER OF INDUSTRIAL RUBBER PRODUCTS 


Rockefeller Center, New York 20, N.Ye In Canada: Dominion Rubber Company, Ltd. 


For More Information Write No. 254 on Inquiry Card—Page 32 
Aprit 27, 1959 





KLEINS 
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Quality pliers for 


industrial use i 


a 
4 
° 


‘ 


*Pat. applied for 


On production lines .. . in the hands 
of electricians ... wherever pliers are 
used, you are assured of the best when 
they carry the Klein trade-mark 
—standard of quality “since 1857.” 


The Klein line is complete—with 
the right size and style for every job, 
each designed to do that job better 
and to give lasting service. 


No matter what your needs, be 
sure to check your supplier and make 
sure the pliers you buy carry the 
Klein trade-mark. 


Klein Pocket Tool Guide 
If you do not have your free 
copy of the Klein Pocket Tool 
Guide, write for it today. 


ASK YOUR SUPPLIER 


Foreign Distributor: 
International Standard 
Electric Corp. 
New York 


For More Information Write No. 255 
on Inquiry Card—Page 32 
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George E. Henry 
Memorial Award 


The Metropolitan Purchasers 
Club of New York has announced 
its plans for the George Henry 
Memorial Award. 

The award is presented each 
year in honor of a former editor 
of PurcHastnc Magazine. The 
winner receives a_ tuition-paid 
course in purchasing at a local 
college or university of his choice. 

The March meeting of the club 
was devoted to the outstanding 
“The Dew Line Story.” Speaker 
for the evening was L. R. Blasius 
of the New York Telephone Com- 
pany. 

His talk covered the latest de- 
velopments in the U. S. radar de- 
fense in the Arctic. The Distant 
Early Warning Line, recently 
completed by the Western Elec- 
tric Company is a chain of more 
than 50 radar stations extending 
some 3000 miles along the arctic 
circle. 

Mr. Blasius showed on-the-job 
colored slides and motion pictures 
of this most difficult and unusual 
construction job. 

A welcome was extended to 
two new members: William J. 
Beitzer, deputy commissioner of 
purchase, County of Nassau, New 
York; and Nicholas J. Scardino, 
purchasing agent, George W. Mil- 
lar & Co., Inc. 


Top Executive Speaks 
To P.A.’s At Ann Arbor 


Clinton Harris, president of the 
Argus Cameras Division of Syl- 
vania Electric Products, was the 
featured speaker at a recent meet- 
ing of the Ann Arbor Purchasing 
Agents Association. 

His topic was, “Industrial Elec- 
tronics.” Concentrating primarily 
on the field of transistors, Mr. 
Harris opened his talk by tracing 
the research and engineering de- 
velopments of these devices since 
World War II. He then compared 
the performance, characteristics, 
and costs of the two major semi- 
conductors used in transistors, 
silicon and germanium. 





Plastic Steel 


saved over 
$1000... plus 


days of downtime 
for MARRINER 


A broken centrifuge at Marriner 
Combing Company stopped produc- 
tion on an important order. PLASTIC 
STEEL was used for on-the-spot re- 
pairs and the machine was back in 
operation within an hour at a cost of 
less than $5.00. Using conventional 


repair methods would involve several 


days and cost over $1000. 


Hundreds of companies have saved 
time and money by repairing worn 
machine parts, cracked castings, leak- 
ing hydraulic systems and tanks, re- 
building worn pumps or valves, etc., 
with PLASTIC STEEL®. 

PLASTIC STEEL® and other 
Devcon products are used for making 


jigs, fixtures, metal-forming dies, 


plastic and rubber molds, foundry pat- 
terns and core boxes, and other indus- 
trial tools. 

PLASTIC STEEL® — as easy to use 
as modeling clay — hardens to steel- 
like strength in 2 hours. . . can be 
machined with regular tools. Bonds all 
metals, wood, glass, concrete, etc. to 
itself or each other. Extremely high 
tensile, compression, impact strength 
— excellent chemical resistance. 


Find out how PLASTIC STEEL® and 
other Devcon products can save time, 
cut maintenance costs and speed 
production in your plant — 
write for FREE bulletin today. 


Distributed nationally by leading 
industrial suppliers 


DEVCON corporation 


65 ENDICOTT STREET, DANVERS. MASS. 
For More Information Write No. 256 
on Inquiry Card—Page 32 
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the well-guarded secret 
its tough NOT to talk about 


Many fabricators, having found Scovill Brass *« Copper * Aluminum 
Mill Products definitely superior, try to keep their source of supply 
~COVvii quality “a deep secret”. This is understandable, when you consider the fact 
can put you ahead of competition thata fabricator’s best chances of licking tough competition usually lie 

in a LITTLE better production rate—a LITTLE better record on down-time, 
machine and tool maintenance—o LITTLE better quality end-product. 
All of these “little” improvements loom mighty BIG in the competitive 
picture—and all are entirely possible when you specify 

Brass ¢ Copper ¢ Aluminum mill products identified by this trademark ... 


BRASS ° COPPER ° ALUMINUM™ 1scss 


Scovill Manufacturing Company, Mill Products Division, 99 Mill St., Waterbury 20, Conn. Phone PLaza 4-1171. 








SCOVILL 








@- Exceptional SOUNDNESS and UNIFORMITY in the metal 
order after order, lot after lot. 


Equally UNIFORM -chemical composition of alloys. 
UNIFORM physical and mechanical characteristics 
LONG CONTINUOUS trouble-free runs. 


MAXIMUM OUTPUT with minimum tool 
maintenance and adjustments. 


PUES 0 ypecdy... 
BRASS 


COPPER 


MILL PRODUCTS 


Scovill Manufacturing Company, Mill Products Division, 99 Mill St., Waterbury 20, Conn. Phone Plaza 4-1171. 











AIR FREIGHT EXCLUSIVE 


Reserved Air Freight—United Air Lines 
regular-rate ‘‘extra’’ guarantees you space 


United Air Lines can guarantee the air freight space you need! United Mainliners and 


Cargoliners take off more than 900 times a day, and every one of them is a cargo carrier. 


The “right” flight at the right time for your shipment — another reason why so many 
shippers use Reserved Air Freight on a regular basis! Phone United Air Lines today. 


AND MORE “EXTRAS” 


Radar on every Mainliner® helps Door-to-door pickup and delivery 
insure more on-time deliveries, a makes United an extension of your 
smoother ride for fragile cargo. own shipping department. 


The only centralized cargo control Service to 82 cities, 2000 commu- 
checks your shipment every mile nities, puts most markets only 
and minute of the way. hours from your production line. 


FREE BOOKLET 


Tells how United Air Lines saves 
freight shippers money, provides 
better service. How about you? 
Just write to Cargo Sales Divi- 
sion, United Air Lines, 36 South 
Wabash Ave., Chicago 3, Illinois. 


V® 


YOU PAY NO MORE FOR EXTRA CARE WHEN YOU SHIP UNITED AIR LINES 
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Are you wasting all kinds of time selecting 


the right wire and cable 
for your job? 


MEET 
THE 
MAN 


WHO CAN HELP YOU 
... on page 156 

















TWIN 
DISPENSER 


CUTS WASTE 


AND cosTs 


Marathon’s new twin-roll toilet tissue 
dispenser reduces waste and provides 
neater, cleaner washrooms. with half the 
maintenance time. Dispenser discour- 
ages waste, eliminates pilferage. Second 
roll cannot be started until first roll is 
finished. Choice of Service Roll or extra 
soft Dorsette facial quality tissues. Both 
have sure-cut perforation, high absorb- 
ency rate and superior break- 


down ability. emice 
ROU rissvt 


1 snes sae ge 


sul 
a 
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MARATHON t.4 


A Division of American Can Company 

MENASHA, WISCONSIN 
Single, muiti- or C-fold towels, bleached or unbleached. 
Service Roll or Dorsette facial quality tissue. Dispensers. 


a ee 
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Present uses of transistors are 
divided into approximately equal 
dollar volumes among the enter- 
tainment, computor, and defense 
fields, he said. Future uses in the 
automotive, appliance communi- 
cations, and control fields offer 
virtually unlimited opportunities. 


Affleck Speaks To 


Cleveland Group 

March was Past Presidents 
Night in Cleveland. The Cleve- 
land Association of Purchasing 
Agents entertained past presi- 
dents of the association and heard 
a current president speak. 

The speaker was Gordon Burt 
Affleck, president of the National 
Association of Purchasing Agents. 

The forum which preceded the 
meeting was devoted to a panel 
discussion of the subject, “Increas- 
ing Efficiency Through Paper- 
work Simplification.” Moderator 
of the panel was Burrel Lindsay, 
purchasing agent of National 
Carbon Company. Joining him on 
the panel were: R. P. McFarlin, 
purchasing agent, Westinghouse 
Lighting Division, and W. F. 
Eberle, assistant general purchas- 
ing agent, Diamond Alkali Com- 
pany . 

Mr. Eberle discussed the auto- 
matic typing of purchase orders 
and reports used at Diamond 
Alkali and Mr. McFarlin covered 
several areas and techniques used 
at Westinghouse to reduce paper- 
work. 


Business, Politics 
And Pittsburgh 

The Purchasing Agents Associ- 
ation of Pittsburgh held its An- 
nual Executive Night recently. 

Ernest G. Swigert, president 
and founder of the Hyster Com- 
pany, Portland, Oregon and 
vice president of Electric Steel 
Foundry Company, spoke on the 
subject, “Business and Politics.” 

More than 700 members turned 
out for what was one of the big- 
gest meetings of the current year. 
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CREATIVE ENGINEERING 
ASSURES THE QUALITY 
OF EVERY HYATT BEARING! 


The most modern equipment has been utilized by 
HYATT engineers to help HYATT’s skilled craftsmen 
produce the finest cylindrical bearings in the industry. 
The end result? Mass production of HYATT Hy-Roll 
bearings offering you custom-grade quality! For 


maximum performance per bearing dollar, insist on... 






i 
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HYATT BEARINGS DIVISION + GENERAL MOTORS CORPORATION + HARRISON, NEW JERSEY 


Available through United Motors System and its Independent Bearing Distributors 


NO BEARINGS carry radial loads like cylindrical bearings... 
and NOBODY knows them like Milwaqw3 
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BB Bm *- Charts and curves and bar-graphs 


; have no more relation to reality than 
tea-leaves . . . if they are not drawn 
from accurate, current facts-in-figures 
on the operation of machines 

and processes. 

And such facts-in-figures are readily 
available from Veeder-Root Counters 
that are easily attachable to your 
equipment. Inexpensive, too, for what 
they do . . . counting in terms of 
turns, strokes, pieces, lengths, volumes, 
impulses, shadows or any unit you 
want. Then you'll always know the 
score . . . down to the last decimal 
point, at any given moment. Let us 
figure how to do it. Write. 








You always “Know the score’ when you count on Veeder-Root! 


NEW } 
High Speed, Quick Reset 
REVOLUTION COUNTER 


This is one of scores of types of counters made by 
Veeder-Root for manual, mechanical and electrical 
counting. This counter runs at speeds up to 

6,000 rpm . . . resets to zero with one flick of the 
lever. Also available with predetermining feature. 


Veeder-Root.... 
Everyone can Count on Hartford 2, Connecticut 


Hartford, Conn. * Greenville, S.C. * Altoona, Pa. © Chicago 
New York * Los Angeles * San Francisco * Montreal 
® Offices and Agents in Principal Cities 
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News 


Honor Buyer Chosen By 
Chemical Sales Club 


Thomas H. Smith 


Thomas H. Smith, manager of 
the chemicals and pigments pur- 
chasing department at B. F. Good- 
rich Company, Akron, Ohio, has 
been chosen “honor buyer of the 
year.” The award was made by 
the Chemical Salesmen’s Club of 
Cleveland. 

Smith was named for outstand- 
ing performance in developing 
broader understanding and great- 
er cooperation between purchas- 
ing and sales personnel. He joined 
the company in 1949 and was pro- 
moted to his present position in 
1956. 


Directory of Motor 


Carriers Published 

The spring 1959 issue of Official 
Motor Carrier Directory has been 
published. 

This issue contains a new sec- 
tion on air cargo carriers, cover- 
ing all major scheduled domestic 
airlines which offer direct serv- 
ice on cargo shipments. The in- 
formation has been included be- 
cause of the increase in coordi- 
nated motor-to-air freight trans- 
portation. 

Listings on more than 250 new 
motor carriers have been pre- 
pared. Also featured is expanded 
cata on government agencies deal- 
ing with motor transportation. A 
total of almost 2000 Class I motor 
common carriers are covered— 
with information on _ officials, 
equipment, terminal addresses, 
equipment, insurance, and tariffs. 

The directory is published semi- 

(Please turn to page 170) 
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Better Cleaning means Better 
Socket Screws for You 


These new industrial washing machines. wash every Allen product 
after each processing operation, and betore heat treating to remove 
all abrasives and contaminants. After washing, a vibrating de-chipper 
(shown in the foreground) removes metal particles that may adhere to 
products in process. 

These are among the great many special features in Allen’s new plant 
that assure you of constantly higher quality in socket screws. More 
than ever, you'll find that ALLEN is the “Buy-Word” for socket screws 
as well as keys, dowel pins, and pipe plugs. 


eed The scientific design of the cup diameter on ALLEN 
POINT Set Screws gives greatly increased resist 
ance to withdrawal torque You can count on 
Allenpoints to stay tighter longer, under heavy 
strain and vibrations. This dependable performance 
is yours to use at no premium in cost. Availabl 
in a full range of standard sizes from No. 0 thru 
1”. For samples and more information, ask your 
Industrial Distributor, or write direct to The Allen 
Manufacturing Company, Hartford 1, Connecticut 


*EX-SOCKET SCREWS 
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He gives that “‘extra’” study and analysis to every 
product he buys. He asks searching questions and 
demands proof of quality — probes into the important 
factors of costs and product durability. He wants to 
be assured of good, prompt service, too. 

That’s the kind of man we like to do business 
with, because we can show him exactly how he gets 
extra benefits with Durkee-Atwood V-Belts. Durkee- 
Atwood offers V-Belt Quality that meets the most 
demanding needs of industry, quality that has proven 


DA Men we like to do business with... 


re 


The man with the slide rule 


itself under severe usage . . . prompt Service when 
you need special attention and help . . . real money 
Savings, too (and the eyes of the “slide rule’? man 
light up at that). 

Durkee-Atwood, one of 
America’s pioneer V-Belt man- 
ufacturers, offers a complete 
line of Multiple V-Belts, Gen- 
eral Duty V-Belts and Steel 
Cable V-Belts—built to Jast! 


DURKEE -ATWOOD V-BELTS 


DURKEE-ATWOOD COMPANY 


MINNEAPOLIS 13, MINNESOTA 
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Why the new interest in 


flame retardance of plastic laminates? 


While it is unlikely you will ever take 
up your blowtorch to sample the flame 
resistance of laminated plastics, this 
property emerges as a lively topic for 
discussion among engineers. 

Admittedly its import is for the 
councils of those whose equipment is 
flame-exposed or is powered, amplified 
or controlled by vacuum tubes and 
upon which, clustered or confined, you 
could properly fry an egg. 

Under the circumstances, it is appro- 
priate to ask what laminated plastics 
(or Synthane, to name our choice) have 
to offer in the way of flame retardance, 
and how this property relates to the 
other, and more widely used, advan- 
tages of laminates. 


Two Specific Flame Retardant Laminates 


There are two grades of Synthane lami- 
nates specifically earmarked for flame 
retardance—Grades FR-1 and FR-2. 
Except for its flame retardance, Grade 
FR-1 closely resembles standard paper 
base phenolic Grade XX Synthane. 
Grade FR-2 is similar to Grade FR-1, 
but may be readily hot punched and 
would be used where flame retardance 
with emphasis on punchability was 


desired. 


Many Grades of Synthane 
Self Extinguishing 


Many standard grades of laminates— 
though they contain no flame retardant 
additives—are self extinguishing. That 
is, they do not support combustion 
when the flame is removed. 

For example, the fabric and glass 
melamine grades are excellent for their 
self-extinguishing characteristics. The 
same is true of the asbestos grades. 
Why, then, special flame retarding 
grades? The answer is partly financial. 
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Sheet of Synthane to which blowtorch is being applied 


The flame retardant grades FR-1 
and FR-2 offer good electrical and me- 
chanical properties (similar to Grade 
XX) plus excellent flame retardance 
and at a moderate cost. When the elec- 
trical or mechanical requirements are 
severe it is they that may control the 
choice of laminate even though flame 
retardance is still necessary. And it just 
so happens that the cost of producing 
grades with superior electrical and me- 
chanical properties tops the cost of pro- 
ducing flame-retardant Grades FR-1 
and FR-2. 


Comparison of Properties of Synthane 
Laminates with Relation to Flame 
Retardance 


GRADES 


Property FR-1 FR-2 XxX C 
Flame 
Retardance 
Heat 
Resistance 
ARC 
Resistance 
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Obviously there is more to this business 
of selecting an electrical insulation than 
flame retardance. In any spot where 
flame retardance is a factor it is pru- 
dent to counsel with us, directly or 
through our representatives, to secure 


for yourself the Synthane Grade which 
supplies ali of the properties you need 
in combination and at a reasonable cost. 
Our aim is to help you obtain the most 
for your money so that you may find 
coming to us a profitable habit. 

For further information about 
Synthane standard or flame retardant 
grades write Synthane Corporation, 
7 River Road, Oaks, Pa. 


Flame retardant test on Synthane for switch 
gear application. Heat is supplied by coil en- 
circling the sample. Temperatures up to 1600°- 
1800°F are measured with optical pyrometer 


SYNTHANE| 


CORPORATION, [S| OAKS, PENNA. 


Laminated Plastics for Industry 








Sheets, Rods, Tubes, Fabricated Parts 
Molded-laminated, Molded-macerated 
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No one wants to hear the gears turning! 


A TAYLOR laminated plastic gear 
is noiseless, acts as a safety valve 
in a gear train 


You can solve two problems with a single gear 
made from TAYLOR laminated plastic silent 
gear stock. Noise of meshing gears can be elimi- 
nated. Damage due to destructive overloads can 
be localized to protect the rest of the gear train 
and equipment. And the laminated plastic gear will outwear metal under 
normal operating conditions. Look into the physical and mechanical 
properties of TAYLOR laminated plastic silent gear stock. It is adapt- 


able to a wide variety of applications. Write TAYLOR FIBRE CO., 
Norristown 36, Pa. 





LAMINATED shoal VULCANIZED FIBRE 
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News 
(Continued from page 167) 


annually and costs $10 a year. 
P.A.’s can obtain their copies from 
William J. Rosser, 3865 Wilson 
Boulevard, Arlington 3, Virginia. 


Bright Future Forecast 
For Urethane Foams 


An estimated 45 million pounds 
of flexible urethane foam is ex- 
pected to be consumed this year, 
thereby providing a ready market 
for the abundances of urethane 
chemicals now available, accord- 
ing to Neal M. Draper, assistant 
to the president of Allied Chem- 
ical’s Netional Aniline division. 

“An excellent future is fore- 
cast for the sale of urethane ma- 
terials with the furniture and 
automotive industries showing a 
substantial increase in the use of 
urethane foam this year,’ Mr. 
Draper said. 

Extensive test marketing of 
flexible foam was completed dur- 
ing 1958 and consumer acceptance 
was achieved. Urethane foam was 
used to a large degree by furni- 
ture manufacturers as cushioning 
and as padding in backs and arms 
last year. This use will continue 
to grow in 1959. 


Urethane Seats 


Urethane foam topper pads will 
be used extensively by the auto- 
mobile industry in 1959 and full 
depth molded urethane seats may 
soon make their appearance. In 
addition to the automotive and 
furniture industries, bedding man- 
ufacturers will increase the use 
of urethane foam this year, he 
added. 

Rigid urethane foams, which 
have tremendous potential for the 
construction and home building 
industries, spent 1958 undergoing 
evaluation for low temperature 
insulation and buoyancy applica- 
tions. This year probably will 
mark the beginning of widespread 
use of rigid foam in home appli- 
ances, such as refrigerators and 
freezers. Additionally, refriger- 
ated trucks and railway cars may 
begin to utilize the excellent in- 
sulation properties of rigid ure- 
thane foam, Mr. Draper said. 

Urethane elastomers, coatings, 
and adhesives will undergo ex- 

(Please turn to page 174) 
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Crucible stainless matches your high standards 


Coil after coil of Crucible stainless gleams with unsurpassed lustre because it is precision-rolled on modern 
mills. Furthermore, Crucible maintains uniform qualities by methodically checking each heat — and ensures 
precise gauge with electronic measuring controls. For stainless in all gauges down to .010” and in all strip 
widths, call or write: Crucible Steel Company of America, The Oliver Building, Mellon Square, Pittsburgh 22, Pa. 





CRUCIBLE | STEEL COMPANY OF AMERICA 


CANADIAN DISTRIBUTOR — RAILWAY AND POWER ENGINEERING CORP., LTD. 














Spicer Drive Lines 
Get Specified For 
The Toughest Jobs 


This self-propelled oil field vehicle is designed for top dependability 
in some of the roughest, toughest work you’ll find. Loads are heavy, 
often excessive. Dirt and grit are always present, and the equip- 
ment must be ready for prolonged and uninterrupted service any 
time of the night or day. 


Under these conditions . . . where highest quality, dependability 
and durability mean everything . .. you'll usually find Spicer 
transmissions, clutches, universal joints, PTO’s, and drive lines. 
Take a good look the next time you’re admiring a hardworking 
piece of equipment. You’ll probably find the name Spicer on the 
critical power train components. 





The vehicle shown is one of a type manufactured by Fred 
E. Cooper, Inc., of Tulsa, Oklahoma, employing Spicer 
Series 1700 heavy-duty drive shafts. Cooper also builds a 
line of skid units using dependable Spicer transmissions. 


DANA CORPORATION ° Toledo 1, Ohio 


DANA PRODUCTS Serve Many Fields: 
AUTOMOTIVE: Transmissions, Universal Joints, Pro- RAILROAD: Transmissions, Universal Joints, 
peller Shafts, Axles, Powr-Lok Differentials, Torque Propeller Shafts, Generator Drives, Rail Car 
Converters, Gear Boxes, Power Take-Offs, Power Drives, Pressed Steel Parts, Traction Motor 
Take-Off Joints, Clutches, Frames, Forgings, Stamp- Drives, Forgings, Stampings. 
ings. . ‘ 
INDUSTRIAL VEHICLES AND EQUIPMENT: Transmis. Giatis, Axles: Power Toke-Offer Power Take: 
sions, Universal Joints, Propeller Shafts, Axles, Gear ‘. 4 : P ; 
Boxes, Clutches, Forgings, Stampings. Off Joints, Clutches, Forgings, Stampings. 
AVIATION: Universal Joints, Propeller Shafts, Axles, MARINE: Universal Joints, Propeller Shafts, 
Gears, Forgings, Stampings. Gear Boxes, Forgings, Stampings. 
Many of these products manufactured in Canada by Hayes Steel Products Limited, Merritton, Ontario. 
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CIMCOOL PRESENTS... 


CimPeRIAL 


Here is what we believe to be the most advanced, the 





most effective cutting fluid in the history of the industry. 





CIMPERIAL is an entirely new chemical concentrate especially designed for heavy duty 
applications. It is the only water-miscible fluid capable of performing the tough, low 
clearance, low speed operations previously limited to cutting oils. 


CIMPERIAL is a chemical solution—not an emulsion—which effectively covers 95% of 
all metal cutting jobs. 


CIMPERIAL increases tool life because it defeats both heat and pressure. Forming a 
chemical solution in water, CIMPERIAL rapidly dissipates heat. Won't “hold” the heat 
as an oil will. CIMPERIAL contains newly discovered EP (Extreme Pressure) additives 
which give you more cutting action with less force. Result: production equal to, or 
better than, oil; and working conditions vastly improved. 


Note these important advantages: 


Wi lasts longer. It won’t 
turn rancid: it contains no food for 
bacteria and has a remarkable bacteri- 
cide to control those bacteria that do 
enter the mix from outside sources. 
No more Monday morning odor. Less 
frequent coolant changes mean lower 
costs, less down time for machines. 


CIMCOOL 


Cutting Fluids | 


a , controls rust. 
You get two types of chemical 
rust inhibitors in CIMPERIAL ... 
which form both polar and 
passivating films over metal sur- 


Wil icateiiins is productive and 
clean. The new EP chemicals reduce the 
cutting forces and friction on the tool: 
in one case CIMPERIAL has already in- 
creased tool life 70%. It also has high 
film strength for lubricity characteristics 
better than oil. And there is no smoke 
or vapor around your machines. 


faces. This gives you, even at 
lean dilutions, double protec- 
tion against corrosion. 


FOR 100% OF ALL METAL CUTTING JOBS 


Production-proved products of The Cincinnati Milling Machine Co- 


CIMPERIAL—newest in the famous, industry-proven line of CimcooL® Cutting Fluids ! 
CIMCOOL $2 Concentrate—The pink fluid which covers 85% of all metal cutting jobs. 
CIMPLUS—The transparent grinding fluid which provides exceptional rust control. 
CIMCUT Concentrates (AA, NC, SS)—For every job requiring an oil-base cutting fluid. 
ALSO—CIMCOOL Tapping Compound—CIMCOOL Bactericide—CIMCOOL Machine Cleaner. 


For full information on great new CimPERIAL and the complete family of Crmcoor Cutting 
Fluids, call your Cimcoot Distributor today. Or contact Cincinnati Milling Products 
Division, Cincinnati 9, Ohio. 

"Trade Mark Reg. U. S. Pat. Off. 
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COST OF PREVIOUS SERVICE eeeees $8.00 per week 
COST OF TURN-TOWL SERVICE......$2.10 per week 


ANNUAL SAVING *306% 


Here is a typical case history of what Sag? ae 
happens when a consumer tests Turn-Towls _\ WN 
against the towel service in use. This Splighvake Towsla— 





happened to a national firm’s Buffalo BAY WEST PAPER CO. 
I ee 1100 west Mason Siree 
(N.Y.) division. — : Fe Rsey how Peony 

You can save with Turn-Towl service too. Subsidiory of Mosinee Poper Mills Co. 
Write for name of nearest distributor now. 
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THE WILTON CATALOG COVER AND SAMPLE SPREAD TELLS THE STORY! 


Wilton’s new “book” is more than a catalog! It’s actually a pro- 
duction know-how manual that shows you in-plant photos and 
operating case histories of how Wilton clamping tools (both 
manual and powered) have been used by the best brains in the 
business to save production time and money. Of course we show 
our line, and that too is unique— Wilton has the most complete 
line of clamping tools in the world. Write for your copy now; 
it's an education that will pay dividends in your plant. No obliga- 
tion, of course. 


WILTON 


WILTON TOOL MFG. CO., INC., P-49, SCHILLER PARK, ILL. 
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News 


(Continued from page 170) 


tensive testing and evaluation in 
1959, thus paving the way for new 
and additional isocyanate mar- 
kets. 

Raw materials for urethane 
foam are in good supply. Resins 
are available and isocyanate man- 
ufacturing capacity is several 
years ahead of projected short 
term demand, Mr. Draper said. 


J & L to Sell 
Electrical Steels 


Jones & Laughlin Steel Cor- 
poration is entering the market 
for steels for the first time. 

The company is now soliciting 
orders for a series of new carbon 
electrical steels made in basic 
oxygen furnaces. J&L says that 
these steels, to be marketed under 
the trade name Jalox, will be the 
first electrical steels marketed in 
the U. S. made by this process. 


Used for Motors 

The company began operations 
with the new type refining fur- 
naces in October 1957. It started 
a program of research and de- 
velopment work on magnetic 
steels for the electrical field made 
by this process shortly thereafter. 

Avery C. Adams, chairman and 
president, said that steel com- 
panies which have been produc- 
ing electrical steels have done an 
outstanding job of anticipating the 
requirements for the transformer 
manufacturers. “It is our intent,” 
he said, “to do an equally good 
job for the makers of motors.” 

Some 65 million fractional 
horsepower motors are produced 
each year of the type that can 
benefit from these electrical steel 
sheets. The electrical steel is 
stamped into laminations, which 
in turn become the rotors and 
stators of the motors. 


Basic Oxygen Furnaces 


Steel made in the basic oxygen 
furnaces is especially suitable for 
electrical steels, according to Mr. 
Adams. Undesirable inclusions oc- 
curring from time to time in elec- 
trical steel made by normal proc- 
essing have a measurably harmful 

(Please turn to page 178) 
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a multi-plant organization, 

with the most up-to-date 
equipment and the greatest 
experience... produces the nation’s 
widest range of Industrial Slides 
priced right every time. 


7-10 days from request to delivery of prototypes. 2-3 weeks for production. 





FAST DELIVERY: RESEARCH & DEVELOPMENT UNCONDITIONAL GUARANTEE TREMENDOUS 
Prototypes — 7 to 10 days, Produc- Constantly designing, testing, All Grant Slides guaranteed VARIETY OF SLIDES 
tion — 2-3 weeks. improving. against defects in workmanship Standard and Special Types .. . 

and materials. priced right every time, too 


The nation’s first and leading manufacturer of slides. 


GRANT INDUSTRIAL SLIDES 


Write for your copy of Grant's Industrial Slide Reference Catalogue. 


S 


GRANT PULLEY & HARDWARE CORP, 108 HIGH STREET, WEST NYACK, N. Y. 944 LONG BEACH AVENUE, LOS ANGELES 21, CALIF. 
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Hot off the press! 


Join the nation-wide progress now being made 
in every type of O.D. grinding! The new Norton 
publication, A Report on O.D. Grinding, tells you 
how. 

Based on extensive service by helpful Norton 
Men, this Report brings you many valuable new 
solutions to O.D. problems. . . describes ‘‘tricks of 
the trade”’ that get the most out of cylindrical and 
centerless machines . . . provides on-the-job per- 
formance of different grinding wheels in different 
applications . .. and analyzes the following highly 
efficient abrasives and bonds. 

Abrasives. 44 ALUNDUM* (aluminum oxide) 
abrasive, an ideal cost-cutter for many O.D. jobs. 
32 ALUNDUM abrasive, top-quality for grinding 
various materials, including harder steels. The 
other time-tested Norton ALUNDUM abrasives are 
also included. And 37 and 39 CRYSTOLON™ (silicon 
carbide) abrasives are best-suited for grinding 
cast-iron, non-ferrous metals, carbides and other 
materials. 

Bonds. G bond, biggest advancement in vitri- 
fied bonds, gives best results in most O.D. jobs, 
particularly crush-truing. Vitrified BE bond is 
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An 
Up-To-The-Minute 
Report 
filled with 
Inside Facts on 


Outside Grinding 





another widely-used favorite. Where CRYSTOLON 
abrasive is required, K bond is outstanding. B11 
resinoid bond excels in uniformity with both 
ALUNDUM and CRYSTOLON wheels. For centerless 
feed wheels, R51 rubber bond assures complete 
regulating control without slippage. 

Your Norten Man will be glad to work with you 
in determining just what improvements in grind- 
ing methods and wheel selection will assure you 
the lowest cost-per-piece produced. More news 
about how this expert can bring the value-adding, 
profit-boosting “Touch of Gold” to your produc- 
tion is stated in the Report. Your copy of this 
Report is available from your local Norton Repre- 
sentative ... and is as near as your phone. Call 
for it today. NORTON CoMPANY, General Offices, 
Worcester 6, Mass. Plants and distributors around 
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ABRASIVES 


*Trade-Marks Reg. U. S. Pat. Off. and Foreign Countries 


Making better products ...to make your products better 
NORTON PRODUCTS Adrasives + Grinding Wheels + Grinding Machines + Refractories + Electrochemicals — BEHR-MANNING DIVISION Coated Abrasives + Sharpening Stones + Pressure-Sensitive Tapes 
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and add costly downtime hours spent in frequent 


cleaning. Osborn Rota-Mastere Brushes automatically and efficiently 
prevent buildup of such materials as chemicals, food, tobacco, chips, 
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cleaning requirements. 


needed. 
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ew lightweight extruded 
and 24” face widths. 


Assemble in multiples for any belt size. 


Osbou Brus 


.. cleans more thoroughly 
g is easier to handle and 
re 
nal 


is re-usable . . 
inserted when fi 
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rugged. 
wears far longer. N 
aluminum mountin 
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extra- 
install. Mountin 


brush strips are eas 
Available in 16’’, 18’’ 


Easy to install and adaptable to any system— Rota-Master Brushes 


clean conveyor belts with a unique, flexible sweeping action that does 
thorough job. Brushes are self-cleaning, simple to adjust for correct 


rushing pressures. 


core sand, coke and ore on belts, rolls, snubber pulleys and return idlers. 


a 
b 


An Osborn Brushing Analysis—at no obligation—can pin-point 
exactly how you can cut costs and simplify your conveyor cleaning. 


Write for details now. The Osborn Manufacturing Company, Dept. U-42., 


Cleveland 14, Ohio. 
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News 


(Continued from page 174) 


effect on the performance of the 
steel, he said. He added that the 
low sulfur and nitrogen contents 
of steel made by the oxygen proc- 
ess are especially advantageous in 
the manufacture of electrical steel. 

The company said its entry into 
this field will consist of three 
grades of non-silicon bearing mo- 
tor grades of electrical sheets. 
This will follow the well-estab- 
lished trend of shifting to carbon 
steels for many motor lamination 
applications. Two of the new J&L 
grades will compete with existing 
materials now available in the 
market, while the third will be a 
carbon steel promising the mag- 
netic performance inherent in 
steel made in basic oxygen fur- 
naces. All will be produced at the 
J&L Aliquippa mill. 

When the assets of the former 
Cold Metal Products Company of 
Youngstown, Ohio, were acquired 
in 1957, J&L brought into its cor- 
porate family a pool of talent 
which had been associated with 
the early development of the finest 
grades of electrical steels. The 
Cold Metal Products Company 
developed the processes which 
led to the issuance of the Goss 
patents—the foundations of the 
grain oriented silicon steel in- 
dustry of today. 


industry 





The entrance of the Seymour 
Manufacturing Company, into the 
stainless steel production field, 
after 80 years of non-ferrous 
metal manufacture, has been an- 
nounced, by George T. Hubbell, 
president of the Seymour, Con- 
necticut, firm. Seymour is now 
producing stainless steel strip in 
gauges down to..001, in types 301, 
302, 304, 305, 316, 321, and 430. 
Maximum widths are 17-3/4” in 
gauges down to .005 and 7” in 
gauges .005 to .001. The material 
may be slit to as little as 1/4” 
wide in gauges up to .020, and to 
a minimum of 1” wide in heavier 
stock. The stainless steel strip will 
be readily available in the finer 
gauges. 
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(iss) Tiger Brand — America's No. 1 Wire Rope 


mn 


90 0°" am 


owe 
GRE. POON 


it takes a heap 
of hoisting to make 
a nuclear sphere 


This 190-foot hortonsphere at Dresden; 
Illinois, will house the country’s largest 
nuclear power reactor. The walls were 
made from 1.4 inch steel plates and 
they weigh 3,500 tons. 

The builders, Chicago Bridge and 
Iron Company, used 97,900 feet of Wire 
rope in the guy lines and hoists that 
lifted the massive steel plates into place. 
The wire rope was Tiger Brand— 
America’s No. 1 Wire Rope. 

Tiger Brand hoisting ropes are un- 
surpassed for strength and dependa- 
bility. They are designed for maximum 
flexibility, too, so they resist the fatigue 
caused by bending around sheaves and 
drums. There is a complete range of 
Tiger Brand hoisting ropes in the sizes 
and strength requirements that are best 
for every job. oi 

If you lift anything with.wire rope, 
are you sure you've got the right rope 
for the job? 


Why Tiger Brand is your best buy 


1. It is made by a company that maintains the 
most complete wire rope research and manu- 
facturing facilities in the country. 

2. it is designed by one of the country's largest 
staff of wire rope engineers. It is serviced by 
field representatives always ready with their 
assistance. 

3. Every type of Tiger Brand Wire Rope is 
designed for specific applications. You get the 
right rope for the job. 

4. It is made by one company, U. S. Steel, and 
every step of production, from ore to finished 
product, is carefully controlled and supervised 
to guarantee one high standard of quality. 

5. Tiger Brand Wire Rope is manufactured by 
the largest single producer in the country. 


Consult the Tiger Brand representative 
near you, or write American Steel & 
Wire, Dept. 908, 614 Superior Avenue, 
N.W., Cleveland 13, Ohio. 


USS and Tiger Brand are registered trademarks 


American Steel & Wire 
Division of 
United States Steel 


Cotumbia-Geneva Stee! Divisio rancisco, Pacific Coast Distributors 
Tennessee Coal & Ir: v eld Ala., Southern Distributors 
United States Stee! f+ mpe but Abroad 













WAGNER 
f 10 HP 
D TS et 2 = RESILIENT 
Sy '* * MOUNTED 
j MOTORS 
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are vibration free--sleeve or ball bearing 


[foday, many motors are installed in areas where _ will pay you to specify these Wagner Motors—a com- 
noise must be held to a minimum — in hospitals,, plete range of ratings from | through 10 hp. 
churches, schools, office buildings, restaurants and Constant research and development have kept 
similar locations where quiet is essential or desirable. Wagner up front in electric motor design for more 
Such installations have created a need for larger than 65 years—made the name Wagner one you can 
polyphase motors that are exceptionally quiet and _ trust in choosing electric motor drives. 
vibration-free. Wagner has filled this need by expand- Your nearby Wagner Sales Engineer can help you 
ng its line of polyphase resilient mounted motors to select the right motor to meet your requirements. 
include standard ratings through 10 hp. There are Wagner branch offices in 32 principal cities. 


If you have an application that calls for a smooth Wagner Flectric @rporation 


running motor, cushioned by resilient mountings, it 6008 PLYMOUTH AVENUE, GT. LOWS 44. eSOURS 


WwM59-13 


NEOPRENE CUSHIONING RING. Annulor mount- 
ings, of neoprene bonded to steel rings, cushion 
the motor in its cradle base to absorb the small 
amount of vibration that remains in the most 
carefully balanced motor. 
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WITH AMCHEM GRANODINE! 


One of the most widely used metal finishing chemicals, 
Amchem Granodine is the most effective pre-paint 
treatment yet developed for the protection of fabricated 
steel products. 


The non-metallic phosphate coating produced by 
Amchem Granodine provides an effective base for dur- 
able paint finishing and greatly improves the corrosion 
resistance of the finished product. A variety of Grano- 
dizing processes are available for a wide range of 


finishing operations . . . to assure your products of 
greater usability through lasting protection. 


It may be well worth your while to investigate cost 
saving, efficient Amchem Granodine—today’s most 
modern metal finishing chemical for steel. Check 
Amchem where service goes beyond the product 
with a complete program of technical and engineer- 
ing assistance! 


Granodizing process may be applied by power spray (shown 
on left), dip system or by hand application. 


Write for Bulletin 1380 with Selection Chart to help you 
choose the Granodine type for your specific needs—and 
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bulletins featuring other Amchem chemicals of vital interest 
to the fabricator of steel products. 


GRANODINE 


Amchem Granodine is another chemical development of Amchem Products, Inc., Ambler, Pa. Formerly American Chemical Paint Company, 
Detroit, Mich. e St. Joseph, Mo. « Niles, Calif. e Windsor, Ont./Amchem and Granocine are registered trademarks of Amchem Products, Inc. 
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Why they like Steiner controlled towels 


HOW IT WORKS — Towels 
ore in roll. User pulls towel 
Jown and teors up. Another 
towel is then ready for next 

er. Result: every user gets 
enough toweling but there 
s no waste. 


People appreciate Steiner Company controlled roll 
paper towel washroom dispensers. Dispensers are 
easy to use. Enclosed cabinet keeps towels fresh and 
clean. Dispensers are less apt to run out of towels 
because they hold more than folded towel cabinets 

. . and waste cutting control makes supply last 
longer. Result: no frustrated users faced with empty 
towel cabinets. And you can provide different qual- 
ities of paper toweling. For some dispensers you may 
want soft, white toweling . . . for others, economy 
grades. 

Just install Steiner towel dispensers in your wash- 
rooms on a trial basis and see how much people like 
the service . . . and how much you save on towel 
costs. Your local janitorial supplier or sanitary paper 
distributor can help you. For additional information 
send in the attached coupon. 


STEINER COMPANY 


740 RUSH STREET, CHICAGO 11, ILL., DEPT. C-4 


Please send me free bulletins on Steiner controlled roll paper towel 
dispensers. 


NAME 





COMPANY. 





STREET 
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Arthur H. Van Wormer has 
been appointed sales manager, in- 
dustrial products department by — 
the Machinery Hydraulics Divi- 


A. H. Van Wormer 


sion, Vickers Incorporated. Mr. 
Van Wormer, who has had 13 
years sales experience with the 
company, most recently held the 
position of district manager of the 
Detroit industrial sales office. Mr. 
Van Wormer now becomes re- 
sponsible for all Vickers hy- 
draulic equipment sales functions 
for the field of machine tools and 
other production machinery at 20 
sales offices located in various 
parts of the country. 


Melvin L. Alter has been ap- 
pointed assistant director of sales, 
national accounts, The Colorado 
Fuel and Irom Corporation. Mr. 
Alter, who is presently district 
manager in Spokane, Wash., will 
be located in the corporation’s 
executive offices in New York 
City. He joined CF&I in 1950 as 
a specialty salesman in Los An- 
geles. A year later he was trans- 
ferred to the Spokane office in the 
same capacity. In 1953 he was 
promoted to district manager. 


Edwin D. Rose has been ap- 
pointed sales manager of Stone 
Container Corporation, Western 
Paper Box Division, Detroit, 
Mich. Mr. Rose has been sales 
representative for Western for the 
past five years. He has been in 
packaging sales for a total of 13 
years. In his new position, he 
succeeds Samuel Sadler, who has 
left the company. 
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New TWA 


Super 
Sky Merchant 


CUROPE 


{~¢ 
= 
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The fastest and only direct, all-cargo flights to 


ROME... serving LONDON: FRANKFURT 


Finest way to ship overseas . . . the magnificent new TWA Super Sky Merchant! Unmatched 
for speed and range, this great Super-H Constellation offers the only direct all-cargo flights 
between New York and Rome. ..serving London, Shannon, Frankfurt, Paris, Geneva and Milan. 

The most spacious, all-cargo aircraft in commercial use today, it carries anything from a 
package of bolts to fully assembled, heavy machinery and automobiles. Pressurized, temperature- 
controlled compartments assure complete protection for livestock and perishable products. 

Whatever ... whenever ... you ship overseas, specify TWA! Let our cargo consultants explain 
how world-wide TWA Air Freight can serve you and your customers best. Call your Freight 
Forwarder or your nearest TWA Air Freight office today. 


SHIP...TRANS WORLD AIRLINES ; USA + EUROPE - AFRICA + ASIA 
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different toolholders? 





Metallurgical Products Department reports 
on an expanded new line of Lift-O-Matic toolholders 
. . . 242 sizes to speed changeovers on every job 


Nobody needs to tell you what carbides 
have done for metalcutting . . . or how 
Carboloye disposable inserts have led the 
way. But making inserts is only half the 
job; the other half is to provide you with 
toolholders that let you get full value 
from these miracle metals. 


Carboloy Lift-O-Matic toolholders do this 
job. There are now three types—positive 
rake, negative rake, and tracer. All pro- 
vide access to the clamp setscrew from 
either top or bottom—all provide for 
fastest possible indexing or changeover— 
all cut your inventory needs by providing 
interchangeability of parts. In addition, 
Carboloy heavy duty toolholders are made 
for cutting conditions where a maximum 
strength holder is demanded. 


This expanded Lift-O-Matic toolholder 
line is stocked by your local Authorized 
Carboloy Distributor—3 types, 9 styles, 
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242 sizes—plus the widest range of styles, 
sizes, and grades of inserts in the industry. 
Call him (see the Yellow Pages under 
“‘Carbides’”’); or write: Metallurgical 
Products Department of General Electric 
Company, 11143 East 8 Mile Street, 
Detroit 32, Michigan. 


New! Self-raising chipbreaker clamp. A twist of the wrist 
releases insert for indexing . . . automatically lifts and lowers 
chipbreaker. No more prying chipbreaker free. No more 
fumbling with loose chipbreaker. You choose from three chip- 
breaker widths for more accurate chip control. 


CARBOLOY. 


CEMENTED CARBIDES 


METALLURGICAL PRODUCTS DEPARTMENT 


GENERAL @@ ELECTRIC 


CARBOLOY® CEMENTED CARBIDES 
THERMISTORS 


MAGNETIC MATERIALS * 


* MAN-MADE DIAMONDS 
THYRITE2 © VACUUM-MELTED ALLOYS 
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_ CAMPBELL 


Now, Complete Chain Making Facilities 
For The First Time On The West Coast 


Campbell Chain’s new plant at Alvarado, California is the most 
modern chain plant in the nation. The completely integrated plant 
is equipped to supply Campbell warehouses in Portland, Seattle and 
Los Angeles, and makes possible same-day or overnight shipment of 
Campbell Chain’s complete line of welded and weldless chain. 


The Alvarado plant marks a major development in the expansion 


of the company, adding to manufacturing facilities at York, Pa. 
and West Burlington, Iowa, and warehouses across the nation. 


CAMPBELL CHAIN (Comsany 


CAM PBELL York, Pa W. Burlington, lowa—Alvarado, Calif 
CHAI N E. Cambridge, Mass.—Atlanta, Ga.—Dallas, Texas 
Chicago, Ill.—Seattle, Wash.—Portland, Ore. 


San Francisco and Los Angeles, Calif. 





Purchasing People 





(Continued from page 57) 


The appointment of Lewis A. 
Greene as purchasing manager of 
Aeroquip Corporation’s Jackson 
Division, Jackson, Mich., has been 
announced. Mr. Greene joined 
Aeroquip in 1951 as a buyer in 
the purchasing department, and 
has extensive experience in the 


Lewis A. Greene 


procurement field. He is a gradu- 
ate of Drexel Institute of Tech- 
nology in Philadelphia, where he 
majored in commerce and engi- 
neering. 


Clinton Corn Processing Com- 
pany, a division of Standard 
Brands Inc., Clinton, Iowa has 
named William J. Iversen direc- 
tor of purchases. He succeeds 
Henry Van Zarsk who has re- 
signed. 


William R. Daily has been ap- 
pointed purchasing agent of the 
Los Angeles plant of the Square 
D Company. Mr. Daily has been 
assistant purchasing agent of the 
same plant for the past four years. 
He joined the firm in 1951 as a 
buyer. He replaces Philip Rypin- 
ski who became purchasing con- 
sultant for Square D’s Los An- 
geles plant. Mr. Daily formerly 
worked in purchasing for the 
General Motors division in South 
Gate, Calif. He was employed by 
Garrett Freight Lines as a spe- 
cial agent in the purchasing and 
traffic departments. He is active 
in the Los Angeles Purchasing 
Agents Association. 
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Lincoln 


CLOYNAMICO 


NEWS ABOUT ARC WELDING AT WORK CUTTING COSTS 


Sixteen 50-foot coach frames are assembled, welded and painted on this jig in one day. 


SWITCHES ELECTRODE . . . SAVES $8,000 


Guerdon Industries, Inc. of New- 
ton, Kansas, builders of ‘Great 
Lakes” mobile homes, have dou- 
bled welding speed on under- 
carriages by a seemingly simple 
switch of electrodes. 

Actually, the change was made 
as a result of a painstaking study 
by Ken Rymer, Guerdon’s Weld- 
ing Foreman; James Mandrut, 
Plant Superintendent and Bob 
Clemens, Lincoln’s welding engi- 
neer in the area. 

The frames consist of 13 gauge 
formed cross members welded in 
a jig to 12 gauge channels which 
form the longitudinal members. 
Length varies from 14 to 50 feet. 
Welds are made in vertical down 
and flat position and are of short 
duration thus requiring good re- 
strike characteristics. The elec- 
trode also must combat light scale 
and oil. 

Tests proved that Fleetweld 
37, Lincoln’s E-6013 electrode at 
250 amps was twice as fast as the 
E-6010 rod previously used. Also 
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cleaning time was greatly reduced 
because Fleetweld 37 has very 
little spatter. 

At the present time, Guerdon’s 
Newton plant turns out 16, fifty 
foot frames a day on one jig. 
Savings are averaging over $8,000 
per year over the previous method. 


Fleetweld 37 electrodes are ideal for 
short, high speed welds. Light rust and 
oil are no problem, 


Mr. Mandrut states, ‘“We look 
on Bob Clemens as our own weld- 
ing engineer. He’s always ready 
to tackle and solve our welding 
problems.”’ 

For help with procedures and 
cost reduction ideas, call your 
Lincoln welding engineer today. 


tay we > 
Guerdon’s Jim Mandrut, “Lincoln en- 
gineering service is outstanding.” 


WELDIRECTORY AIDS 
ELECTRODE SELECTION 


Matching the electrode to the job 
for the most efficient welding is 
greatly simplified by the new 
Weldirectory of Mild Steel Elec- 
trodes. 

Electrodes are grouped accord- 
ing to performance characteris- 
tics, and each electrode is dis- 
cussed individually so that the 
user can determine exactly which 
electrode best suits his purpose. 

A copy may be obtained by 
writing to The Lincoln Electric 
Co., and requesting Bulletin 7000.1, 


THE 
LINCOLN ELECTRIC 
COMPANY 


Dept. 1402 ° Cleveland 17, Ohio 
The World's Largest Manufacturer of 
Arc Welding Equipment 
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Don’t throw away 
those epoxy-coated 
rejects 

iO 





Here’s a new paint stripper 


that will save them 


Do you scrap perfect metal parts that have been imperfectly 
coated with epoxies, vinyls, polyesters and other hard-to- 
strip paints or lacquers? 


In the last few months, users of Oakite Stripper S-A have 
eliminated many such losses. Here’s what some of them say 


about it: 


CALIFORNIA: An aircraft manufacturer tested many strippers 
on an epoxy designed to resist attack by hydraulic fluid. Finally 
found that Oakite Stripper S-A is “the only one that safely strips 
this paint from anodized aluminum.” 


NEW YORK: A camera maker coats flash bulb reflectors with 
black vinyl paint outside and aluminum paint inside. “Stripper 
S-A is the fastest ever used on our rejects." 


OHIO: A maker of toy pistols had trouble stripping alternate 
coats of lacquer and metallized aluminum. Now “Stripper S-A does 
it amazingly fast and remetallizing is completely satisfactory.” 


CALIFORNIA: A producer of metal furniture uses Stripper S-A 
to remove clear epoxy from plated parts. Chemist says “This is 
the best stripper on the market.” 


ALABAMA: A hardware maker had trouble stripping lacquer 
from brass door knobs. Oakite Stripper S-A now does the work 
in “less than 14 the time taken by any other stripper.” 


NEW YORK: A manufacturer of business machines tested several 
strippers on various finishes on steel and aluminum. Verdict in 
favor of Stripper S-A was: “It's doing a wonderful job.” 


CONNECTICUT: A moker of brass lipstick shells has found that 
“Stripper S-A quickly strips epoxy lacquers from rejects and 
heavily coated work spindles.” 


CALIFORNIA: A missile maker reports that “Stripper S-A is doing 
a fine job stripping vinyl! from stainless steel and titanium.” 


FREE Write Oakite Products, Inc., 
34E Rector St., New York 6, 
N. Y., for complete information on 


Oakite Stripper S-A. 


OARKITE 


Technical Service Representatives in 
Principal Cities of U.S. and Canada 


Export Division Cable Address: Ookite 
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Better Pump Purchasing 


(Continued from page 93) 


out knowing exactly what kind 
of pump you’re ordering. 

The pump is the second most 
common machine used by man 
—only the electric motor ex- 
ceeds it in number of units pur- 
chased and used. This wide pop- 
ularity makes purchasing tech- 
niques extremely important for 
every pump—large or small. And 
since pumps are used in one or 
more phases of almost every in- 
dustry, you will sooner or later 
be faced with the problem of pur- 
chasing one, or several pumps. 


Kinds of Pumps 


Basically, there are three kinds 
of pumps used in industry today. 
These are centrifugal, Figure 1, 
reciprocating, Figure 2, and ro- 
tary pumps, Figure 3. But within 
any given type there can be hun- 
dreds of design variations, several 
different combinations of mate- 
rials of construction, and five or 
more different kinds of drive. 

One pump manufacturer re- 
cently standardized the parts for 
his line of general-purpose end- 
suction centrifugal pumps. By 
combining these parts, drives, and 
methods of sealing the shaft, a 
total of 70,840 different pumps 
can be obtained! 

This is just one make of one 
type of pump. Hundreds of other 
pump builders produce similar 
units. Add to this the variations in 
the other two types of pumps and 
you will see that real skill and 
background are needed to make 
intelligent purchases of pumping 
equipment. 








“Go ahead, Harry. What were you 
saying before those interruptions?” 
For More Information Write No. 284 
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CALL THE TRUSCON MAN... 


Be sure you're getting your money’s 
worth out of your plant painting program 


The most economical way to paint your plant 
is to be sure that every paintable surface is 
coated with the type of paint that will stay 
there longest. 

There is no one type of paint that is good 
for all surfaces. It’s a real science to formulate 
coatings for different types of surfaces — and 
you can take advantage of Truscon’s half cen- 
tury of experience at absolutely no cost to you. 

Call the Truscon man. He’ll survey your 
entire plant and make a detailed report to 
you — proving whether your plant is getting 


naa i 


TRUSCON 


the “cheapest” way 
to paint is to 

use the best paint 

it stays on longer 


all the protection you’re paying for. If any 
surface, inside or out, is not properly protected 
he will give you a written specification for 
100% protection — without obligation. 

Truscon coatings have protected plants of 
all sizes in all parts of the country for 50 years. 
Names of well-protected Truscon customers 
will be supplied to you upon request. 

See the yellow pages of your telephone 
directory for the Truscon factory branch near- 
est you. Or write Truscon Laboratories, Detroit 
11, Michigan. 


Industrial Maintenance Division of Devoe & Raynolds Co., Inc. 


Detroit 11, Michigan 





TRUSCON (orrciiris 


ENGINEERING OFFICES 


Syracuse ¢ Boston « Chicago 
Detroit « Pittsburgh ¢ Seattle 
Cleveland « San Francisco 
Houston e LosAngeles 
Philadelphia « Toronto 
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... performance 
beyond the 
usual... 








Design of high-speed precision 
machinery often calls for bearings 
which offer the utmost in load ca- 
pacity, “hot hardness”, dimensional 
stability. Each machine presents its 
own exacting requirements. 


Fulfillment of unusual requirement 
combinations is a specialty at Roll- 
way. Your selection of exactly the 
right precision radial cylindrical 
roller bearing is assured by: 


@ A broad range of types and sizes, 


ROLLWAY numbered in the thousands 


@ Retainers of standard bronze or 


“Rollube” ferrous alloy, in roller- 
riding, land-riding, or broached 
construction 


@ Crowned rollers 
BEARINGS 


@ Modification of any factor to meet 
your application 


To further implement your choice, the Rollway 
Catalog and Engineering Data Book contains the 
first listing, by any manufacturer, of the thrust 
capacities of cylindrical radial roller bearings. 


ROLLWAY BEARING CoO., Inc., Syracuse 1, N. Y. 


Maximum 


ROLLER BEARINGS 
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- Fractional Hp problem 
solved by “National”. 




















80% longer brush life in this firm’s power tools... 


THANKS TO 


This major power tool manufac- 
turer was troubled by short brush 
life in one of his hand saw models, 
says ‘‘National’’ Carbon Brush 
Man Louis J. Esposito. 

LOUIS J. ESPOSITO Performance tests showed exces- 
sive sparking, bar burning and uneven brush wear. Lou 
brought the problem to NATIONAL CARBON’s technical 
service department. Suggested remedy: arevised spring 


ATIONAL 


TRADE MARK 


design and changeover to“‘National”’ Brushes Grade F-38. 

Result: even brush wear, no further sparking, up to 
80% longer brush life—product quality increased, ser- 
vice problems cut down —all with no extra manufactur- 
ing costs. 

For details on how you can have brush tests con- 
ducted on small motors, call your “National” Carbon 
Brush Man. Or, write: National Carbon Company, 
30 East 42nd Street, New York 17, N. Y. 


“National”, “‘N’’ and Shield Device, and “Union Carbide’’ are registered trade-marks of Union Carbide Corporation SS 
NATIONAL CARBON COMPANY : Division of Union Carbide Corporation + 30 East 42nd Street, New York 17, N.Y. 
SALES OFFICES: Atlanta, Chicago, Dallas, Kansas City, Los Angeles, New York, Pittsburgh, San Francisco IN CANADA: Union Carbide Canada Limited, Toronto 
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6 Problems 


(Continued from page 74) 
ficulty is that small companies 
often do not have the appropriate 
information to give, as they use 
a standard cost system of account- 
ing. 

There was full agreement that 
learning curves have limitations. 
They are not a purchasing pana- 
cea. Nor are they applicable to 
all industries and all purchasing 
situations. On the other hand, 
the aircraft, missiles, and elec- 
tronic companies included in this 
survey who use them are most 
enthusiastic about the results. 
They displayed savings figures 
that would impress any “manage- 
ment. In addition to the industries 
covered by this research, it is 
known that learning curves have 
been successfully used in other 
industries, including machine 
shops, shipbuilding, automotive, 
and construction, 

Those using the learning curve 
believe it has application in a 
host of industries. They whole- 
heartedly recommend it for con- 


sideration by others, if: 

(1) The item to be purchased 
is non-standard. Great learning 
takes place in products of new 
and changing designs. Standard- 
ized items have already reached 
the flat part of the learning curve. 

(2) The dollar value of the 
purchase justifies use of the tech- 
nique. Developing the required 
costing and historical information 
is often difficult and expensive, 
particularly if the supplier is on a 
standard cost system of account- 
ing. 

(3) Direct labor is a large part 
of the total cost. The major part 
of learning takes place with the 
worker; management and ma- 
chines are secondary. 

(4) Free competition is absent. 
Specialized machines, proprietary 
sources, patents, and specialized 
know-how limit sources of supply 
and pricing by the competitive 
method. 

Even though you may not fully 
agree with the supporters of the 
learning curve, their enthusiasm 
for its present and future impor- 
tance merits consideration. The 


introduction into American in- 
dustry of a continuous stream of 
new and complicated products, 
the acceleration of design and 
engineering changes, the  in- 
creased application of research, 
the impressive trend toward man 
and machine specialization, and 
the attendant absence of com- 
petitive pricing—all of these 
literally ery out for an equitable 
method of pricing—one that is 
fair to buyer and seller alike. 
The learning curve appears at 
least to be a partial answer to this 
situation. 


More Interest in Purchasing 


The intangible conclusions of 
this overall research project are 
of significantly greater importance 
than the tangible conclusions. As 
a result of this study, the objec- 
tives of both the National Associ- 
ation of Purchasing Agents 
and Stanford University have 
been furthered. The Association, 
through its West Coast subsidi- 
aries, has made an important con- 
tribution to education, 

(Please turn to page 195) 








and cable problems? 


THE 





Are you burning a lot of midnight oil 


when faced with tough wire 


MEET 
MAN 


WHO CAN HELP YOU 
...0on page 156 











You can get everything you need for 
industrial track and crane runways 
—with one call to your nearest Foster 
office. Immediate deliveries from the 
nation’s largest warehouser of rails 
(both new and relaying), switch ma- 
terial, and track accessories. Send 
for free catalogs and ordering guides. 


I. B FOSTER co. 


PITTSBURGH 30 + ATLANTAS + NEW YORK 7 
CHICAGO 4 + HOUSTON 2 + LOS ANGELES 5 
For More Information Write No. 288 
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ICITY 


JTISS tinned wire 
without jamming 


Prentiss makes sure your stitching wire is free 
from the imperfections that often jam bindery 
equipment. Methodically drawn to exact size, 
and then tinned, Prentiss wire enjoys over-all pro- 
tection—added lubricity that speeds binding and 
cuts downtime. 

For round or flat bookbinders’ wire, wound on 
spools or on convenient coils, pick Prentiss. Our 
long experience is matched by our ability to deliver 
large or small orders on time. Prentiss stitching 
wire is available in steel, tinned or liquor-finished, 
and in rust-proof brass, bronze, and Monel. 

Free stitching-wire calculator. Phone Jefferson 
6-6481 or write Prentiss Wire Mills, Riverside-Alloy 
Metal Division, H. K. Porter Company, Inc., Holyoke, 
Massachusetts. 


Ri VERSIDE “ALLOY METAL DIVISION p (} p Te | H.K.PORTER COMPANY, INC. 
| 


DIVISIONS: Connors Steel, Delta-Star Electric, Disston, Forge and Fittings, Leschen Wire Rope, Mouldings, National 
Electric, Refractories, Riverside-Alloy Metal, Thermoid, Vulcan-Kidd Steel, H. K. Porter Company (Canada) Ltd 
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Ve" O.D. COPPER (CAPILLARY) TUBING —— 


BRASS BODY TUBING 


O.D. COPPER TUBING 


“Everybody talks about the weather...” 


WOLVERINE TUBE HELPS RANCO 
ACHIEVE YEAR ‘ROUND AIR 
CONDITIONING COMFORT! 


Blow hot .. . blow cold . . . whatever the weather, the 
reversing valves manufactured by Ranco Incorporated, 
Columbus, Ohio, act as the nerve center for providing 
the right type of climate to meet either condition. 


Ranco reversing valves control heat pump operation in 
air conditioning units—both window and central types. 
In cold weather, these units extract heat from outside air 
and circulate it indoors—in summer the cycle is reversed 
with heat gathered from indoors released outside. 


Wolverine Tube manufactures much of the copper and 
brass tubing used by Ranco in manufacturing its revers- 
ing valves. 


7AN AND DECATUR, 


Among this tubing is Welverine Capilator®—the tiny 
capillary tubing for precision metering of liquids and 
gases. The valve body proper is formed from Wolverine 
brass tubing and the ports leading to the compressor 
and inside and outside exchangers are manufactured 
from Wolverine copper tube. 


Wolverine Tube is proud that its tubular products are so 
widely used by Ranco and other leading manufacturers 
throughout American industry . . . believes that this is 
the result of its Tubemanship program from which comes 
tubing conceived in research and sound engineering and 
backed by years of experience. 


If your company uses copper, copper alloy or aluminum 
tubing get the Wolverine story before you order again. 
Just write for your free copy of the “‘Measure of Tube- 
manship.” Do it today. 


RINE 





ALABAMA 


DIVISION OF 
CALUMET & HECLA, INC 
17250 Southfield Road 


Allen Park Michigan 


SALES GPFICES 


EXPORT DEPT. 13 E. 40TH ST.. NEW YORK 16, N.Y. 


More Information Write No. 290 on Inquiry Card—Page 32 





Danny DoALL says: 


"Did you know 


Saw Bands 


Fthilvost, 


is a resin coating 


F thilivoot: 


HEAT REFLECTIVE COATING 


will keep 


which is easy to apply 
-+.and economical! It is 


available in non-yellowing 
white as well as tint 
colors. Plasticool reflects 
virtually all of the Sun’s 
heat rays and maintains 
shade temperatures in- 
side coated structures. 
may also be 
applied to composition 
shingle, aluminum, asphalt 
or gravel roofs. Write for 
free literature today! 


@ Industrial factory and warehouse buildings 
@ Storage tanks and bins 

Commercial buildings 

Tanks, railroad cars, transport trucks 


4 


INCORPORATED 
319 SOUTH QUINCY ® TULSA, OKLAHOMA 
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STEEL 
BUILDINGS 


as much as 


45 


COOLER 





cut 10 times faster 
and last 30 times 
longer than carbon?” 


Call your local DoALL STORE to learn how 
to improve your band sawing operations 
as much as 650% with greater accuracy, 
speed and finish . . . see demonstration! 


THE D6ALL company 


DES PLAINES, ILLINOIS 
For More Information Write No. 292 on Inquiry Card—Page 32 





6 Problems 


(Continued from page 192) 


The University has made new 
friends in every segment of in- 
dustry. These friends now have 
a special interest in the purchas- 
ing course at Stanford as they 
have personaliy contributed to 
its development. Because of this, 
they will support it and partici- 
pate in its refinement. 

Many have expressed a willing- 
ness to give the university case 
materials and other data through- 
out the year as interesting pur- 
chasing examples develop within 
their companies. Others have of- 
fered to serve as guest speakers. 
As a group these purchasing ex- 
ecutives assure for Stanford’s 
Graduate School of Business cur- 
rent, practical purchasing knowl- 
edge for its students in the class- 
room. 


Participating P.A.'s 
List of purchasing executive: inter- 
viewed: C. S. Perkins, Union Oil Com- 
pany of California, Los Angeles, Cal.; 
Charles A. Keeble, Union Pacific Rail- 
road Company, Los Angeles, Cal.; Fred 
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Calin, County of Los Angeles, Los An- 
geles, Cal.; W. T. Reynolds, Los Angeles 
Transit Lines, Los Angeles, Cal.; A. R. 
Lama, Pabst Brewing Company, Los 
Angeles, Cal.; Rex C. Hensel, Shell Oil 
Company, Los Angeles, Cal.; Arthur G. 
Pearson, Northrop Aircraft, Incorpo- 
rated, E] Segundo, Cal.; K. V. Pettersen, 
North American Aviation, Incorporated, 
Los Angeles, Cal.; Captain Wm. McK. 
Landau (SC) USN, Navy Purchasing 
Office, Los Angeles, Cal.; Fred Clink, 
Radio Corporation of America, Los An- 
geles, Cal.; Victor Quam, County of Los 
Angeles, Los Angeles, Cal.; R. W. Brick, 
Purchasing Agents’ Association of Los 
Angeles, Inc., Los Angeles, Cal.; Her- 
bert Simon, Van de Kamp’s Bakeries, 
Los Angeles, Cal.; J. M. Johnson, Navy 
Purchasing Office, Los Angeles, Cal.; 
George W. Aljian, California & Ha- 
waiian Sugar Refining Corporation, 
San Francisco, Cal.; Edwin G. Cham- 
bers, Purchasing Agents’ Association of 
Northern California, Inc., San Francisco, 
Cal.; Frank E. Baxter, Pacific Gas and 
Electric Company, San Francisco, Cal.; 
H. W. Christensen, Columbia-Geneva 
Steel Division, United States Steel Cor- 
poration, San Francisco, Cal.; W. G. 
Watt, California & Hawaiian Sugar Re- 
fining Corporation, San Francisco, Cal.; 
Richard M. Zemke, Westinghouse Elec- 
tric Corporation, Sunnyvale, Cal.; Bert 
Woodward, Jr., Calaveras Cement 
Company, San Francisco, Cal; O. B. 
Sundberg, Hewlett-Packard Company, 


Palo Alto, Cal.; Duncan Gregg, Kaiser 
Aluminum & Chemical Corporation, 
Oakland, Cal.; George M. Dixon, Tide- 
water Oil Company, San Francisco, 
Cal.; L. G. Baker, University of Cali- 
fornia, Berkeley, Cal.; Brooks Walker, 
Jr., United States Leasing Corp., San 
Francisco, Cal.; S. H. Bellue, Hughes 
Aircraft Corporation, Los Angeles, Cal.; 
Philip G. Duffy, Stanford University, 
Stanford, Cal.; F. W. Sewell, Sunnyvale 
Development Center, Sperry Gyro- 
scope Company, Division of Sperry 
Rand Corp., Sunnyvale, Cal.; John S. 
Millar, Sylvania Electric Products, Inc., 
Microwave Tube Laboratory, Mountain 
View, Cal.; Frank Sebastian, Magna 
Power Tool Corporation, Menlo Park, 
Cal.; J. V. Chambers, Bechtel Corpora- 
tion, San Francisco, Cal.; William R. 
Ayers, Bechtel Corporation, San Fran- 
cisco, Cal.; Lloyd W. O’Donnell, Bethle- 
hem Pacific Coast Steel Corporation, 
San Francisco, Cal.; A. C. Escobar, Con- 
tinental Can Company, Inc., San Fran- 
cisco, Cal.; Edward Jenanyan, Circus 
Foods Company, San Francisco, Cal. 





FOR 
READER SERVICE 
CARD 
TURN TO 
PAGE 32 























eet ete yy | 
Bo 
3 i ey 
' I 
ei ety 


et » 3 


“Conover-Mast Purchasing Directory is used more than any other 
in our office.”—K. A. Waldron, Purchasing Agent, Hyster Com- 


pany, Peoria, Ill. 


finding ‘WHO MAKES IT” is 


practically a 3O=second operation 


when you use 


Conover-Mast Purchasing Directory 


You get compactness along with ease of handling 
and quick-finding when you use Conover-MAst 
PURCHASING DIRECTORY. 

CMPD is a one-volume specialized industrial buy- 
ing tool for specialists in industrial procurement. 
With this modern 1,575-page, high-speed buying 
directory near at hand, you'll be amazed how fast 
you get through your work. Because of its compact 
size, you can keep it right on your desk, 

Remember too, there are no non-industrial product 
listings to slow you up in getting what you want. 
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If you do not have a copy of Conover-Mast Pur- . 
CHASING DiRECcToRy, write to: 


Conover-Mast 
PURCHASING DIRECTORY 


205 EAST 42nd ST., NEW YORK 17, N.Y. 


BRANCH OFFICES 
VELAN 








FOR 
BETTER 


REFLECTORS 
.. USE 


ALUMINUM 


For the best reflectors in lighting fixtures, specify Alcoa® 
Lighting Sheet. This lightweight, easy-to-handle sheet 
is made in both diffuse and specular reflecting surfaces 
and it is available through Alcoa’s Jobbing Division and 
Alcoa Distributors. It has the famous Alzak® finish, 
Alcoa’s unique treatment that defies corrosion and pro- 
duces excellent, lasting reflectivity. For more informa- 
tion, call your nearest Alcoa sales office. 


FREE TO MANUFACTURERS. In addition to such “stand- 
ard” items as lighting sheet, Alcoa’s Jobbing Division has 
the world’s finest aluminum fabricating facilities for 
subcontracting to your order any aluminum components 
for anything you make. A sixteen-page booklet describes 
how these facilities can save you tooling-up costs, lighten 
your production load and generally cost less than if’ you 
shouldered the whole job yourself. For your copy, write 
or clip and mail the coupon. 


f V.... OPS RRR 


ALUMINUM 


ALemimun Company OF amemien 


Your Guide to the Best 
in Aluminum Value 





For Exciting Drama Watch “Alcoa Theatre,"’ 
Alternate Mondays, NBC-TV, and “Alcoa Presents,”’ 
Every Tuesday, ABC-TV 


ALUMINUM COMPANY OF AMERICA 
1868-D Alcoa Building, Pittsburgh 19, Pa. 

Please send my free copy of Alcoa Aluminum Fabricating Facilities. 
NAME__ 
COMPANY__ 
ADDRESS__ : , 
J SES: | 


TITLE_ 


i 


For More Information Write No. 294 on Inquiry Card—Page 32 
Aprit 27, 1959 


Danny DoALL says: 
"Only DoALL gives 
this guarantee for 

its saw bands in 
writing!” 


83 separate inspections — from 
raw stock to finished saw bands 
and uniform tooth set within 
+.002” — make this guarantee 
exclusive. TRY THEM TODAY... 
realize the profitable difference. 


$B-70% 
Call — your local DoALL STORE 


THE D6ALL company 
DES PLAINES, ILLINOIS 
For More Information Write No. 295 on Inquiry Card—Page 32 





Safety-conscious 
Purchasing Agents 
specify 
PROTO’S 
CLIK- 


STOP* 


With Proto Clik-Stop adjust- 
able wrenches, the user can- 
not forget to lock the wrench 
because, in use, the Clik- 
Stop’s Golden Knurl auto- 
matically locks the exact jaw 
opening. 


The combination of safety 
features found only in the 
Clik-Stop design is the rea- 


are testing and adopting 
Clik-Stop wrenches as stand- 
ard equipment where the 





son why more and more util- 


personal safety of their tool 
ity and industrial companies 


users is important. 


Clik-Stop features: PROTO TOOLS 


© Automatic safety locking for PRO 2 fe) 
all jaw openings. 
Forged in special analysis alloy steel. 
I-beam construction. No extra bulk. 
Deep wrench rmouil. for snug fit, 
better, safer ‘everage. 
Meets strict Federal Specifications. 
All sizes: 4”, 6”, 8”, 10”, 12”, 16”, 20” 
Black industrial or heavy Chrome finish. 





2215 Santa Fe Avenue, 
Los Angeles 54, California 


515 Allen Street, 
Jamestown, New York 


1715 Oxford East, 
London, Ontario, Canada 


ono SR 
a 
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— 
ie BRISTOL 


socket cap screws meet newly 
established industry standards 


Have higher strength, greater holding power than ever 


Bristol socket cap screws are now available to meet all the 
recommendations of the Socket Screw Manufacturers’ 
Committee standards. 


These new standards— plus Bristol’s stringently applied 
quality-control—are setting a new high for performance. 
Check these advantages: 

* Great bearing surface under the head because of in- 
creased head diameter (114 times body diameter). 
* Less need for washers, less indenting of metal. 

* Greater holdiag power under shock and vibration. 

* Larger socket—you can wrench-up screw tighter. 

» Greater engagement of head, greater clamping power. 


These new Bristol socket screws are just one important 
example of the way Bristol develops new products to meet 
the needs of modern manufacturing. 

You'll find precision Bristol socket screws—both hex and 
Bristol Multiple-Spline—in a wide variety of equipment 
today. They’re used by the millions in machinery, machine 
tools, appliances, instruments, computers, aircraft and mis- 

iles (including count-down, tracking, and ground-support 
equipment), and wherever highest standards of quality 
and reliability are imposed. A.9.1 


Old dimensional standards will continue to be available. 


Precision socket screw manufacturers since 1913 


meee eee 


THE BRISTOL COMPANY & waterbary 20cm 
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junctions spot welded or silver brazed W/L VITROHM enamel 


THIS IS A RESISTOR 
YOU CAN STAKE YOUR 
i ee Vale), me), 


Built-in VITROHM reliability, from core to final vitreous enamel, 
lets you solder these resistors in and forget ’em! 

Ward Leonard VITROHM resistors come in a tremendous 
variety of sizes, shapes and ratings—all built for reliability. 

Take the ceramic core: It’s of low-porosity, high-dielectric- 
strength ceramic, selected for expansion characteristics com- 
patible with resistance wire, enamel and terminals. It prevents 
cracking, crazing, peeling, or layer separation. 

And there’s the same meticulous care with all the elements 
of a VITROHM resistor: terminals, junctions, resistance wire, 
and, last but not least, the W/L formulated and manufactured 
VITROHM enamel. 

For complete specs, write: Ward Leonard Electric Co., 
50 South Street, Mount Vernon, N.Y. (In Canada: Ward 
Leonard of Canada Ltd., Toronto.) 9.7 


WARD LEONARD 


ELECTRIC COMPANY + MOUNT VERNON, N.Y. 


neem 101 O'R) 


a RESISTORS | RHEOSTATS RELAYS | CONTROLS; DIMMERS 
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You Get MORE with 
DOERR MOTORS 


QUALITY... 


Top performance and life. 
APPEARANCE... 


Compliments your product. 


DESIGN SERVICE... 


Solves toughest problems. 


COOPERATION... 


Even on small-lot orders. 


YOUR PRODUCTS are easier to produce ... easier to sell... witha 
Doerr motor as original equipment. 


Got a problem? Doerr’s experience with thousands of 
“specials” suggests quick, economical answers. Our broad 
background Sues develop practical new designs to fit all 
of your requirements at lowest cost. 


Also, Doerr quality construction assures full performance 
of your product...while compact, modern Doerr styling 
adds to appearance. 


CALL DOERR WHEN 
YOU NEED MOTORS 


On your next call for motors, get 
MORE ...contoct DOERR! Expanded 
line includes ratings from 1/30 to 15 hp. 
Specials are our specialty—backed by 
nation-wide, expert field service. Phone 
Cedarburg 801 or write... 





90 N. FOURTH AVE. + CEDARBURG, WIS. 
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for quality 
for dependability 
for best delivery 


olUl oN a leki- me aia. mola eME diel-))'amll1-le ll ol-laelthy- 
i g-me fe) ohm lame ltloliiay 


. always! Any Aeroquip 
itor listed in the yellow pages of your 


jirectory can give you best possible 


AEROQUIP CORPORATION, JACKSON, MICHIGAN 
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Danny DoALL says: 
“For perfect 

saw band welds, 
go to your local 
DoALL store.” 


They use the ultramodern HSW-100 welder to 
produce perfect welds—having 312 times longer 
flex life. Welds are guaranteed stronger, teeth 
perfectly matched and no grinder undercut. 
You'll get weld perfection in DoALL carbon 
or Demon® HSS saw bands. 


$B-71%4 


Th: OGBLL company 
DES PLAINES, ILLINOIS 





Angles Quickly and Precisely 1 


ANGLE CHECK, a new dial type measuring instrumen 
low cost, extremely accurate method for checking a 

There are two ANGLE CHECKS: Model V for vertica 
for horizontal. Either model takes AMES 200 Serie 
blades are available in various shapes and lengt! 

Ruggedly built, ANGLE CHECK saves hours in chech 
simple and intricate shapes 

The contact blade can be set to a predetermined angle with the dial 
“0” under the indicator hand. A range of 5° — plus or minus —in incre- 
ments of 5‘ can be obtained. ANGLE CHECK is accurate to 5°. Write today 
for complete information. 
Representatives in Principal Cities 

ws 


© BCAMES CO 


2 31 Ames Street, VW Mass, 
Canadian Office ~~ B. C. Ames Co., 45 Oriole Parku 
MANSFACTURERS OF MICROMETER DIAL INDIGAT@RS AN 


vy, Torento 


> eavets 
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Coming June 8, 1959... 


Again this year PURCHASING Magazine will bring you 
a complete edition on VALUE ANALYSIS 


This valuable cost reduction issue will show you 


HOW Value Analysis is applied in any purchasing department— 
regardless of size. 


Value Analysis becomes an integral part of the materials 
management program. 


Value Analysis promotes teamwork between purchasing, 
engineering and suppliers. 


Value Analysis training can be made to yield spectacular 
results. ; 


to determine if there is a need for a full-time analyst. 


HOW a Value Analysis program can be organized to get best 
results. 


In addition . . . this issue will include over 


300 actual case histories of Audited Savings classified for easy 
reference into 8 product categories: Production Tools, Component 
Parts, Materials, Electrical Equipment, Packaging and Shipping, 
Materials Handling, M.R.O. and Safety Supplies and Office Sup- 
plies. 





| Mail this coupon to: 
I Paul Vv. Farrell 


| PURCHASING Magazine Save 33-1/3 off the regular price! 


I New York 17, N.Y. i 
| Please reserve for me additional copies of your June 8, 


1959 APPLIED VALUE ANALYSIS edition at ¢ ial -publica- ; 
| tin, price of gaa oer copy. (Reovler = oe Nas ae Order your extra copies NOW! ee at the 
, per copy). 


| © Bilt me. special price of $1.00 per copy. Regular price 
| CO Payment enclosed. 


for this edition will be $1.50 per copy. Take 


advantage of this limited one-third saving 


| COMPANY offer! 


ADORESS 











A Conover-Mast Publication — 205 East 42nd Street, New York 17, N. Y. 
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First choice of the rocket 


and missile industry... 


Three superiative Marsh products 
are widely used and approved by 
the aircraft and missile industry: 


MARSH Pressure Gauges... 


because they combine the most advanced 
features ever found in pressure, vacuum and 
compound gauges. There is a Marsh Gauge 
for every conceivable application. 


MARSH Needle Throttling Vaives ..- 
because they are guaranteed to give micro- 
meter regulation at HIGH pressures— 
pressure up to 10,000 psi—and any temper- 
ature up to 500° F. 


MARSH Dial Thermometers... 
because they offer the precision and accu- 
racy a precision industry demands. Most 
complete line; wide temperature ranges, dial 
sizes, patterns, finishes. 


All Marsh products available with AND threads 


a 


MARSH INSTRUMENT CO, Soles Affiliate of Jas. P. Marsh Corp. Dept. G, Skokie, III. 


Marsh Instrument & Valve Co., (Canada) Ltd., 8407 103rd St., Edmonton, Alberta, 
Canada. Houston Branch Plant, 1121 Rothwell St., Sect. 15, Houston, Texas 
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Kollmorgen — prime source for optical- 
mechanical - electronic instrumentation 


Kollmorgen offers complete design, development, testing 

and manufacturing facilities in the following areas: 
Nuclear Hot Cell and Fuel Handling Instrumentation 
Fire Control Devices « Servo Components 
Opto-electrical Testing Apparatus and Training Devices 
Submarine and Missile Periscopes 
Radar and other Precision Adjustment Devices 
Collimators ¢ Borescopes 

Nearly fifty years of service to Industry and the Armed 

Forces. Specify the area in which you are interested and 

write for more information to Department PM4. 


PG, Be.” 

(Ko KOLLMORGEN 
\ c/ fo} o} dlor- lm otelgclelg-hdlela) 

ye NORTHAMPTON, MASS 
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Danny DoALL says: , 


“Why guess at 
saw band selection? 
DoALL makes 18 types 
in 300 combinations 
to make sure its 
selection is right for 
your jobs.” 

Call — your local DoALL 


Store for selection and 
immediate delivery. 


SB-72% 


AT YOUR LS TOCA STORE a 


THE DGALL company 


DES PLAINES, ILLINOIS 
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CUTS ROUND RODS \" to 4%" ona 


MARVEL ROD CUTTER 


Available in 

three models: 
No. 5 ye%&% % 
No. 6 “mew % 
No. 7 3% % YY K% 
These are berch models, but the 
No. 7 MARVEL Rod Cutter can 
be furnished mounted on legs. 
See your Industrial Distributor 
or write us for literature and 
prices. 


ARMSTRONG-BLUM MFG. CO. 
5700 W. Bloomingdale Ave. * Chicago 39, U.S.A. 
Manufacturers of the outstanding MARVEL Metal Saws. 
For More Information Write No. 306 on Inquiry Card—Page 32 
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Employment Service 





Experience: Eleven years: Broad ex- 
perience in all phases of paper and 
packaging materials (wrappings, boxes, 
twines, bags, films). Annual purchases 
$3 million. Also purchased laundry and 
linen supplies $144 million annual. Ex- 
perience in cost analysis, inventory 
control, multi-plant distribution. 
Education: Two years college. Special 
purchasing course. 

Will relocate. 


Write: Box 356. 


Experience: Fifteen years diversified 
experience as purchasing agent, indus- 
trial & marine contractors, institutional 
buying, manufacturing, including con- 
trol of inventory, scheduling and cost 
programs. Office management, person- 
nel, shipping, receiving and expediting. 
Extensive administrative experience. 
Purchased all supplies & raw materials. 
Education: Courses in Marketing, Busi- 
ness Administration Executive Account- 
ing and Purchasing. 

Will relocate. 

Write: Box 361. 





BUYER 


Aggressive company located 
in Mid-west has immediate 
opening for an energetic, am- 
bitious, young man. Should 
have B.S. degree in mechani- 
cal engineering or metallurgy, 
with minimum of five years 
experience purchasing in cap- 
ital goods industry. Excellent 
opportunity for full purchas- 
ing department responsibility 
within relatively short time. 
Apply at once, sending full 
resume and picture. Indicate 
present salary and future 
goals. Write Box 515. 











Experience: Four and one-half years 
director of purchasing national con- 
sumer finance organization. Installed 
purchasing system. Especially qualified 
in office machines, supplies, furniture, 
paper, outdoor signs, leasehold im- 
provements, branch office plans. Four 
years buyer international organization: 
drugs, chemicals, medical equipment for 
export. 

Education: B.S. in Business Adminis- 
tration. Major: Management. N.A.P.A. 
special purchasing courses and semi- 
nars. 

Will relocate. Preferably Los Angeles 
or Phoenix. 

Write: Box 374. 
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VALUE 
ANALYSIS SPECIALIST 
FOR OVERSEAS. 


Responsible international 
management consulting firm 
with thirty years overseas 
experience and five offices in 
Europe, desires fully qualified 
Value Analysis Specialist for 
an extended assignment, prob- 
ably three years, in Paris. 
Knowledge of automotive pro- 
curement and French lan- 
guage a decided advantage. 
This man will be a member 
of our staff but will work in 
our clients’ plants setting up 
a Value Analysis program, di- 
recting French personnel at 
the plant and training a 
Frenchman to take over upon 
completion of the assignment. 
Must be available on short 
notice. Attractive salary in 
U. S. dollars, tax free, all 
traveling expenses for man 
and his family and other bene- 
fits. Write Box 517. 











Experience: Fourteen years production 
control—five years purchasing as ex- 
pediter and buying electrical motors, 
solenoids, capacitors, relays, transform- 
ers, sheet metal enclosures. Chassis, 
and also some buying for development 
engineering. 

Education: Special evening courses col- 
lege, both in production control and 
purchasing. 

Will relocate. 

Write: Box 376. 





Listings in this department 
are offered without charge. 
Both purchasing department 
personnel interested in chang- 
ing jobs and employers in 
search of replacements or ad- 
ditions to their departments 
may take advantage of this 
service. When writing, speci- 
fy whether you want the 
applicant’s form or the em- 
ployer’s form. Address all 
correspondence—whether for 
forms, or in answer to an em- 
ployment advertisement, to: 
Box No., Employment Service 
Department, PURCHASING 
Magazine, 205 East 42nd 
Street, New York 17, New 
York. 











Experience: Buy all raw materials, 
castings, forgings and hardware for jet 
engine components and missile weld- 
ments. Total fifteen years in metal 
working. Get job done and maintain 
excellent vendor relations. Some gov't 
contract administration. Strong on cost 
reduction and will work for draw 
against percentage of savings. 

Will relocate. 

Write: Box 377. 


Experience: Capable young executive 
available for employment with Cana- 
dian or U. S. firm in the Near East— 
India, Pakistan or Ceylon. Presently 
employed as purchasing agent for me- 
dium sized plastics firm in Toronto. 
Many years experience in countries 
where employment desired. 

Will relocate. 


Write: Box 378. 





BUYER 
OPPORTUNITY 


Must select vendors; negoti- 
ate prices for component pro- 
duction items, maintenance, 
repair, and operating sup- 
plies. Record keeping and 
buying ability essential. Re- 
ply in your own handwriting, 
stating salary requirements. 
Write Box 516. 











Experience: Four years in purchasing 
department. Three years as pricing 
supervisor for 5-plant mining company. 
In addition to purchasing, have control 
and responsibility for material inven- 
tories and expediting purchases. Pur- 
chase volume: $17 millions per year. 
Education: Bachelor and Master of 
Commerce, major in Business Finance. 
Speak English & French. 

Will relocate. 

Write: Box 379. 


Experience: Twenty two years, produc- 
urchasing—35 


tion and chemical p 

000 annual dollar volume. 
Education: B.S. chemical eng. — M.S. 
organic chem. at M.LT. 

Will relocate. 

Write: Box 382. 
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YOU'LL FIND GOLD 
IN THIS NEW 25 POUND OLIN ALUMINUM INGOT! 





28's" 

















Now, a 25 pound ingot from Olin Aluminum. 
Consider its advantages for you! 


Smaller size. Easier to store, easier to gauge metal supply for 
closer control. 


Lighter weight. 25 Ibs. vs. 30 Ibs. Greatly increases handling 
efficiency. 


Deeper notches. Easier to break. Saves time, eases work load. 


More sections. 3 notches, 4 sections vs. 2 notches, 3 sections. 
Reduces waste. 


Same price per pound as 30 Ib. ingot. Olin Aluminum is the 
only prime supplier producing a 25 pound ingot, and at no 
additional cost. 


America’s new major aluminum producer, Olin Aluminum, is 
also the newest source of profitable ideas for foundrymen. 
Take advantage of it. Contact your nearby Olin Aluminum 
Sales Office or Authorized Distributor of casting alloys. 
Ask for our pig and ingot technical data bulletin. 
Metals Division—Olin Mathieson Chemical Corporation, 
400 Park Avenue, New York 22, New York. 


Symbol of New Standards of Quality 
and Service in the Aluminum Industry 


LUMINUM 
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a steel warehouse at your receiving platform when you want it! 


Carpenter's big network of mill-branch service-centers gives you all the benefits of a large nearby 


inventory, yet relieves you of the problems of space, investment, and labor that usually go with it. 
Complete stocks of tool, stainless and alloy steel reach your receiving platform with no more effort 
than calling your own stockroom. Youll add new experts to your staff . .. Carpenter representatives 
have practical experience with your kind of problem. Call Carpenter. You'll gain operating flexibility 


with no new cost problems. The Carpenter Steel Company, 182 W. Bern Street, Reading, Pa. 


oa 


arpenier 


> im f gees 
mill-branch warehouse service 
mill-branch warehouses, offices and distributors in principal U. S. cities 
consult your local telephone directory 
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MATERIALS-HANDLING NEWS 


NEW AND UNUSUAL APPLICATIONS OF BASSICK CASTERS THAT MIGHT BE ADAPTED TO YOUR 


Convenient caster refinements open up new 
ways to efficient, low-cost materials-handling 


Modern Bassick casters have brakes, grooved wheels, shock 
absorption, sealed bearings, varied attachments, accessories 














WHEELS FOR EVERY JOB, 
EVERY LOAD, EVERY FLOOR 


Industrial caster wheels have come a long 
way from the original cast iron design. To- 
day, you may chouse (by the numbers at 
left): 

1.Semi-steel wheels for heavy duty over 
rough floors. 2.“Atlasite” hard composition 
wheels for increased floor protection. 3. 
Demountable rubber tired wheels with bolt- 
ed steel discs. 4. Acid- and heat-resistant 
phenolic-mascerated canvas composition 
wheels. §. “Biron” powdered metal wheels 
with self-lubricating bearings. 6. V-grooved 
wheels which operate both on inverted 
angle iron tracks and floors. And several 
others not shown. 

Four types of wheel bearings are also 
available depending on the application: ball 
bearings, standard roller bearings, self lubri- 
cating bearings and tapered roller bearings. 


Many Stem Attachments 


Stem casters are more suitable than plate 
casters for certain types of equipment. 
Bassick offers threaded pipe socket, iron an- 
gle plate, rivetless angle iron sockets, octa- 


gon and plain round stems (left to right, 
respectively) and others for all manner of 
equipment. Also available is a wide variety 
of plate casters. 


HANDLING PROBLEMS 


Shock 
absorbing 
feature 
saves floors, 
loads, casters 


Bassick’s “Floating Hub” design, now avail- 
able in light duty up to heaviest duty cast- 
ers, absorbs shocks, snubs out vibration. 

These unique casters are ideal for han- - 
dling of liquids, breakable or delicate loads. 
But they are now finding use, too, in han- 
dling heavy loads in power pulled applica- 
tions over extremely rough floors. Under 
conditions that kill ordinary casters, Bassick 
Floating Hub casters keep rolling. And they , 
protect floors, too. 





Wheel brakes, swivel locks 
extend range of equipment 
you can mobilize on casters 


Scaffolds, machine tools, many types of 
equipment once considered stationary, now 
roll into position on casters, then stand 
steady when wheel brakes (left) are applied. 
Swivel locks (right) let you use equipment 
either on a straight-line movement job or 
for general mobility... or both. 





Sealed bearings minimize maintenance 
end hazards of dripping reaps 


Medium heavy duty (Series “S99”) and 
medium duty (Series “H99”) Bassick casters 
with sealed swivel and wheel bearings re- 
duce caster maintenance to a once-a-year 
lubrication. They are particularly useful in 


applications exposed to water or steam that . 


might penetrate unsealed bearings. And 
being sealed, of course, they do not drip 
lubrication grease on the floor, an unsight- 
ly and hazardous condition. 


THE BASSICK COMPANY, Bridgeport 5, Conn. In Canada: Belleville, Ont. 





Distributor can advise 


Local industrial distributors who carry 
Bassick casters can show you the convenient 
caster refinements described here and often 
suggest ways you can use them in your han- 
dling operation. These men see a lot of 
plants, a lot of different handling opera- 
tions. Their know-how, and that of Bassick 


engineers, is yours for the asking. 9.35 
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Safer, Faster, Easier Mounting 














of 





Hook clip at top of plug-in unit to top 
of duct. It supports itself 


We 


Then, just swing plug-in unit down 
until jaws engage bus bars 




















Hanger mounting (not 
shown) makes installation easy. 
A universal hanger permits 
mounting in any position. Just 
suspend and level top portion 
of hanger, then clip on lower 
portion. U.L. approved for 10- 
foot spacing. 








T-beam construction of 
bus bars—a Square D exclu- 
sive—provides four times the 
strength of conventional bus 
bars. Bars are zinc, copper 
and silver-plated full length. 











Full width bus support 
provides greater strength on 
short circuits, freedom from vi- 





bration. Also acts as fire stop 
where duct passes through 
walls and floors. 








Square D duct is totally 
enclosed for maximum safety 
—no danger of accidental 
shorts. Prevents overheating 
from dust accumulation. 


Plug-in jaws cre protected bya 
molded, impact-resisting phenolic 
insulator. Prevents damage from 
handling, positively guides unit 
into correct position. 








Steel pins in each bus bar pre- 
vent bars from shifting and sup- 
port them on vertical riser instal- 
lations. 




















With other plug-in duct, it’s no easy job to mount pushing required—no unnecessary chances to take. 
the plug-in units. In fact, it takes a lot of real push- Square D aluminum plug-in duct with exclusive 
ing which is neither safe nor easy when you're work- hook-swing mounting costs no more—why settle 
ing on a ladder. With Square D’s exclusive hook- for less? 
swing mounting, you just hook the plug-in unittothe WWedfe for Bulletin SD-110. It gives the facts on Square D 
top of the duct. Then, simply swing it downandinun- aluminum plug-in duct. Address Square D Company, 
til the jaws have engaged the bus bars. Noawkward 6060 Rivard Street, Dept. SA, Detroit 11, Michigan 


ECM weavy inpustRY ELECTRICAL EQUIPMENT...NOW A PART OF THE SQUARE D LINE 


SQUARE J) COMPANY 
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Planning that looked far ahead 


= 
te ereee OH — 


P. LORILLARD COMPANY'S ~ 





award-winning plant 


This plant covering over 600,000 sq. ft. produces famous Old Gold, Kent and Newport cigarettes in a completely automated process. Its most modern “climate control” 
involves refrigeration capacity equal to 120,000,000 Ibs. of ice per year. 
Architect and Engineer: 
Lock woop GREENE ENGINEERS INC., New York, N. Y. 


General Contractor: 
H. L. CospLe CoNsTRUCTION Company, Greensboro, N. C. 


equipped throughout Ai CORUENSOD STACEY, INC, New York, N.Y. 
Piping Contractor: 


with GRINNELL Company, Charlotte, N. C. 


JENKINS VALVES umbing Contractor: 


Dixon & CHRISTOPHER, INC., Greensboro, N. C. 


One of the ten “Top Plants of 1956*”, the Lorillard plant 
at Greensboro, N. C. is notable from any standpoint but 
especially for planning that looked far ahead. 
You see it everywhere. In exterior surfaces of brick, 
aluminum and marble that need almost no maintenance. 
In walls of glazed tile and floors that are concrete or hard 
surfaced to reduce cleaning. 
You see it in the standardization on Jenkins Valves to 
assure that costly valve maintenance and replacement 
will not develop in future years. 
To plant and building owners and the experienced 
men who design and construct for them, the specification __ ers bronze, on cst sel and stanies tal aes are standard 
“JENKINS” has been an unquestionable assurance for water supply line. 
almost a century. You will want to have this assurance 
of long, trouble-free service when you specify or install 
valves, especially since Jenkins Valves cost no more. a K N Kl N S 


Jenkins Bros., 100 Park Ave., New York 17. 
LOOK FOR THE JENKINS DIAMOND 


Sold Through Leading Distributors Everywhere \ AL \ E S ee a | 


*As selected by a leading business publication | Re. a Be sivas ae | 
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